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ERE are two of the ten 
styles. The line is com- 
plete in range of price, material 
and purpose. There are models 
in pine, mahogany and alu- 
minum, for every requirement 
of carpenter and mason. 


¢ 








LEVELS 


A Complete New Line 
















HESE new tools follow Millers Falls 


standards in every respect, in finish, accu- 

racy, durability. They were introduced 
only two months ago—but, like a new book 
by a famous author, they were a success before 
they came out. *You can depend on the sale- 
ability of Millers Falls tools. There are enough 
men who know the importance of good tools 
to make it highly worth while to push tools of 
Millers Falls quality. 


MILLERS FALLS COMPANY 
Millers Falls, Mass. 


28 Warren Street 9 So. Clinton Street 
New York Chicago 


MILLERS FALLS 
TOOLS 
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Editorial Index, Page 29 
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A Great Advertising 
Campaign 

that will feature 

Your Silverware Show 





From November lst to November 22nd, 70 j 
newspapers in 46 key cities will tell their readers 
about the Pieces of 8&8 set and the “Silverware 
Show” to be found in the store of every 1847 
Rogers Bros. dealer. 





A full page advertisement, followed by halt 
pages, will help to make the women of this coun- 
try silverware-conscious. 


You can attract to your store your share of this trade by 
making window and counter displays and by use of the 
newspaper electros or mats we shall be glad to send you 
upon request. 
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Tell your sales-people about this “Silverware Show” idea 
and see that they are on the alert to take advantage of it. 


For advertising and display helps write to Sales Promotion 
Dept., International Silver Co., Meriden, Conn. 


1847 ROGERS BROS; 


SILVER PLATE 


HARDWARE AGE, published weekly by the IRON AGE PUBLISHING CO., at 239 West 39th Street, New York, N. Y 
U 





A. Entered as second 


fee Ws B A 
class matter May 22, 1913, at the Post Office at New York, under the Act of March 3, 1879. (Printed in U. S. A.). $3.00 per year. Single copies 
25e. each. Vol. 118, No. 19. 
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Actions Speak Louder Than 
Words In Selling V&B 


UNBREAKABLE 


Drop Forged 


Steel Planes 





(Interview with a successful sales- 
man in a Chicago Hardware Store) 


“Secret of my success in selling 
carpenters’ and mechanics’ tools? 
Why, it’s no secret at all—it’s just 
making the tools do their own selling. 

“You see, my course in the manual 
training high school taught me how 
to use tools, and when I took hold 
of the tool department in this store I 
turned this little corner into a work- 
shop. : 

“It makes it ‘pie’ for me—especial- 
ly with such wonderful tools as the 
Vaughan Drop Forged Steel Planes— 
because the tools ‘talk’ when they 
work, a good deal more eloquently 
than anything I could say. 

“I take down a plane, and, with it, 
the rough forging of the steel bot- 
tom that I had V. & B. send me; and 
‘open the ball’ by slamming the forg- 
ing down onto the floor, with a bang, 
and wait till my surprised prospect 
picks it up—which he always does. 

“Then I show him the finished steel 
forging in the plane itself and ex- 





“Let it fall with a Bang” 


oe —_ 


plain why it does not break, like cast 
iron bottoms, and why it does not 
‘give’ like the pressed steel bottoms 
that are used on some makes of 
planes. He is quick to understand 
when I show him how snugly the 
frog fits into its unyielding frog-base, 
giving perfect alignment, and allow- 
ing for quick and accurate adjustment. 

“I next show him the cutter, ex- 
plaining how it is formed from one 
solid piece of special-analysis vana- 
dium alloy tool steel; that he can 
grind back as far as he likes, because 
it’s the same steel throughout its 
length. 





















“The only drop forged unbreak- 
able plane in the world” 





“The way those big, smooth shavings 


o° 


curl out— 


“But the real selling begins when 
I put a V&B Unbreakable Plane in 
his hands, and steer him over to my 
workbench, where I put him to plan- 
ing hardwood and soft wood, with 
the grain, across the grain, and across 
the end of a block. 

“The way those big, smooth shav- 
ings curl out, and the entire absence 
of chatter really closes the sale. My 
sales talk helped, of course; but— 


he 


actions speak louder than words! 


Send for our interesting circulars on— 


V&B Drop Forged Steel Unbreakable Planes 

V&B Vanadium Steel Nail Hammers 

V&B Vanadium Steel Ripping Hammers 

V&B No. 999 Heavy Duty Tradesman 
Hammer 

V&B Hatchets, Braces, Chisels, Punches, 
Star Drills, Pincers, etc. 
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Testing an electric ironer 
for dias and economy 
of operation. Technical 
tests and practical tests 
must both prove a product 
to be thoroughly satisfac- 
tory before a manufac- 
turer can use this Seal of 
Approval. In this respect, 
non-advertisers are equally 
privileged with advertisers. 


HIS SEAL MAKES FRIENDS 


Any product carrying this seal can be depended on 
to make friends. Women know that Tested and 
Approved by Good Housekeeping Institute is to a house- 
hold appliance what “Sterling” is to silver— proof 
of worth, a guarantee of satisfaction. 











“cABOUT , 

“aon Hoteinirmnc Only articles successfully meeting the rigorous 
INSTITUTE” technical and practical tests of Good Houskeeping 

eae SR aang Sew Institute can carry this Seal. Look for it on your 

manufacturers obtain the 

Seal of Approval — how merchandise. Show it to your customers. It makes 


consumers rely on it— how 
dealers use it to close sales. 
It’s free to manufacturers 


friends—and sales. 


an dade eqening = For current buying read Good Housekeeping’s ad. 
& copy. vertising regularly. It simplifies the problem of what 


to feature. Well advertised, guaranteed products sell 
well and stay sold. 


GOOD HOUSEKEEPING 


BOSTON NEw YORK CHICAGO 
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Make More Net Profit 

by Handling the Line 

of RECOGNIZED 
QUALITY 





Armstrong Bros. 


Stocks and Dies 





Adjustable 


Armstrong Bros. Pipe Dies have 
relieved or ‘‘backed off’’ chasers made 
from special alloy Tool Steel which makes 
them easy-cutting and long lasting. The 
stocks are Certified Malleable Iron and 
of improved design. 


Standard Pipe Vise — 


These Vises are of improved design 
and superior workmanship. They are 
automatic locking and combine convenient 
weight with strength 
and quick action. The 
Frame and Base are 
made of Certified Malle- 
able Iron. The Jaws 
are Tool Steel care- 
fully milled, hardened, 
tempered and tested. 








Chain Pipe Vise 


Extremely compact, 
convenient and quick 
in action. Drop forged 
steel—— hardened jaws. 
Combines maximum 
strength with minimum 
weight. Especially 
handy for outside jobs. 





Saunders Type Cutter 


(—Avp 


Body, handle and cutter holder are 
Certified Malleable Iron finished in black 
lacquer, Parts interchangeable with parts 
of other standard makes. 


Barnes Type Cutter 


(—8HH) 


Indispensable where cutter cannot be 
revolved entirely around pipe. Cutter 
wheels made from special Alloy Tool 
Steel, hardened and heat treated. 


All-Steel Pipe Wrenches 





These All-Steel Pipe Wrenches are par- 
ticularly noted for their strength, dur- 
ability and perfect balance. Made in all 
the wanted sizes. 

By making us your source 
of supply, you get benefit of 
freight allowances on 200 
pound shipments or better 
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Its the best Ican buy’ 


The man who is using pipe tools 
day after day is the man who KNOWS 
good tools. And experienced workmen 
prefer ARMSTRONG BROS. Pipe 
Tools because they “stand the gaff” 


under the most trying conditions. 
Quality has built the ARMSTRONG 


BROS. Reputation and Reputation has 
created an exceptional demand for 
these superior Pipe Tools. 

There’s more profit for you in a 
Line like ARMSTRONG BROS. Enter- 
prising dealers everywhere find it ad- 
vantageous to stock and push the 
complete line. 


Pipe Tool Catalog, showing the full ARMSTRONG 
BROS. Line, with descriptions, sizes and prices, 
will be sent free to interested jobbers or dealers. 


Send for free attractive metal enamel display signs. 


Armstrong Bros. Tool Co. 


“The Tool Holder People” 


314. N. Francisco Ave. 
CHICAGO, U. S. A. 
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STANLEY MERCHANDISING HINTS 
SUBJECT No. 27 





No. 1431 
Ornamental Hinge 


1. Made of Wrought Steel and cor. 
rugated. 


2. The corrugations add to the 


strength of the hinge and give 
a pleasing ornamental effect. ; 


3. Applied full surface. This saves 
time. 


4. Furnished inallstandard finishes. 


5. Packed with screws. 








HIS hinge is especially recom- 


mended for use on china clos- 








ets, cupboards and cabinets where 


an ornamental effect is desired. 


STANLEY 
Ornamental Hinge No. 1431 






It has been a big seller for many 


























ia fe years. The pleasing design and = | 
y! . : . | 
k lete | of 
i, AA sturdy construction have justified yo wre call teclecen et tae tidied andite 
\\ ss yy" its popularity. 4 KEEP A CLEAN CUT STOCK 
" SELL THE LINE 
! A | Thistrade-markis a means of identification 
py THE STANLEY WORKS, NEW BRITAIN, CONN. i | 
New York Chicago San Francisco Los Angeles Seattle ae J STAN LEY = SS 














STANLEY HARDWARE 
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Indiana Steel & Wire Co. 
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Representative Jobber Retailer 


Jobbers in 83 Cities Stock It 


Prompt Shipments 
Speedy Deliveries 
Low Preight Costs 


U. S. Poultry Fence is sold ONLY through the regular wholesale and retail channels--- 
never through catalog or mail order houses. Representative jobbers in 83 cities stock it. Their 
strategic location in the principal distributing centers of the country insures prompt service to 
the dealer at all times. These jobbers carry adequate stocks to meet all normal demands. This 


means speedy deliveries and reduced freight costs. 
enormous factory stocks ready for quick shipment. 


The constantly increasing demand for U. S. Poultry 
Fence is not a matter of chance. It is substantially 
founded on the appreciation of consumer and dealer 
for this suverior netting. 


“U.S. Poultry Fence is the best on the market... .my 
customers think the same,” writes a New England dealer. 


“Since we started handling U. S. Poultry Fence, we 
have handled no other,” writes a Marshall, Mo., firm. 


“| have handled nothing but U. S. Poultry Fence since 
[ first had a chance to buy it....much easier to sell,” 
says an Ohio merchant. 


Back of these jobbers’ stocks are our own 


Thousands of other dealers from Maine to California 
are selling U. §. Poultry Fence only. They find it 
easier to stock, easier to sell and easier to handle and 
cut. They find too, that it builds permanent trade and 
increases profits---that one sale invariably leads to 
others. 


If you are one of the rapidly diminishing group 
not cashing in with U. §., decide now to investi- 
gate further the remarkable sales possibilities of this 
remarkable netting. Ask the U. 8. jobbers’ salesmen 
to tell you more about it or write us for samples and 
detailed information. 


This year specify U. S. Poultry Fence---not just ‘‘poultry netting’’ 
Indiana Steel & Wire Company, Muncie, Indiana 





“She Netting Shai Stands 
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You cant tell 


by its teeth 


A slick trader used to be able to guess 
within a year of a horse’s age by taking 
a good look at its worn molars. It may 
be possible to size up some wrenches 
that way, but we’d like to see David 
Harum himself come within ten years 
of a STILLSON’S age by looking at 
its teeth. 


STILLSON* 


a STILLSONS age 
look at these 





if this husky old wrench were still in 
its youthful teens. 


Something in the drop-forging and 
special heat treatment of a STILIL- 
SON wrench makes its teeth tough as 
well as sharp. Every tooth in both 
jaws is put there to stay—everlastingly. 


Walworth makes all sizes 


The above illustration shows (Ok ord resin, ~— from 6 to 48 inches, with steel 


tered by its owner, 


an actual photograph of a 40- =the ~Walworth Com. handles that are just as strong 


year old STILLSON with  Par.. Ones 


U. S. 


Patent Office, in the @S the teeth. Also with wood 


several States and in 
teeth as whole and sharp as foreign countries. 


WALWORTH COMPANY, Boston, Mass. 


Plants at Boston, Greensburg, Pa., Kewanee, Ill., and Attalla, Ala 


handles in sizes from 6 to 14 in. 


Distributors in Principal Cities of the World 


Walworth International Co., New York, Foreign Representative. 


WALWORTH 


STILLSON 
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93— Window Brush. 
Filled with grey hair 
body, black hair casing 
—length of hair 2'4". 
This is a very popular 
number. 


Profits For Hardware Dealers 


On Osborn Better 
Wearing Brushes 


Thousands of homes, stores, apartments, office 
buildings and industrial organizations are 
staunch buyers of Osborn better- wearing 
Brushes. 





These users know that whatever the job, there 
is an Osborn Brush designed and made to do 
it quicker, easier and more economically. 


This Osborn reputation—a better-wearing 
brush for every use—is the reason why hard- 
ware dealers are enjoying substantial profits 
with the Osborn line. 


THE DSBORN MANUFACTURING LOMPANY 


5401 Hamilton Ave. Cleveland, Ohio 


Makers of nationally advertised Osborn Blue Handle Brushes and 
Osborn Du-All Mops, Dusters and Polish. 





A BETTER WEARING BRUSH 





90——-Window Brush. Made of 
White Tampico, heavily filled. 
Length of fibre 2\,". his isa 
very popular number and en- 
joys a steadily increasing de- 
mand. 





94——-Window Brush. The same 
style as No. 90 except that 

lack Horse Hair is used for 
bristles—a far superior brush. 





37—Window Brush (Round or 
Car Washer Type). Made of 
Black Horse Hair, staple set. 
Block 4%" diameter—length 
of hair 2\4"—2 handle holes. 


FOR EVERY USE 
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Modern living conditions 



















| New tests prove ¢ 
) Foods bake more perfect 
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Ladies’ Home Journal, Good House- Loo ee 
keeping, Woman's Home Companion — 
and Delineator carry these advertise- 

ments 
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demand 





better- equ ipped kitchens 
more healthful foods — 


“PYREX ovenware is a growing 


necessity to the housewife 


W rH women striv- 
ing to make their 
kitchens more at- 
: tractive—their 
kitchen equipment more labor-sav- 
ing; and with the present-day interest 
in better-cooked foods, PYREX 
ovenware has become the house- 
wife's favorite cooking ware. 


PYREX. ovenware advertising is com- 
pelling the interest of women in every 
part of the country by teaching them that 
foods actually bake better in this sturdy 











oven glassware. Pages and half pages in 
the leading women’s magazines show the 
appetizing attractiveness of foods served 
in PYREX dishes, and suggest new recipes. 


PYREX ovenware sales possibilities 
are constantly increasing. An accepted 
standard of good cooking ware, PYREX 
dishes are especially suitable as gifts due 
to their rich, glistening appearance. 


By reminding your customers through 
attractive displays that you carry PYREX 
ovenware, much of this growing interest 
can be converted into sales over your 


own counter. 


























*T. M. Reg. U. S. Pat. Off. 








attract the interest of magazine readers 





PYREX Sales Division 
Corning, New York, U.S. A. 


New, appetizing foods cooked in PYREX dishes 


CORNING GLASS WORKS 
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MORCO 


PIPE WRENCHES 





You Would Pick This Wrench 


Supposing you were a plumber or a mechanic and you wanted a pipe 
wrench. You would want a wrench that would take the maximum strain 
easily; that was built simply and yet had tremendous strength; that felt 
“right” in your hand; that had a name which meant satisfaction guaranteed. 





Yes—after comparing them all you would find the Morco was the 
wrench for you. 


That is why so many hardware dealers show a Morco first when a cus- 
tomer wants a pipe wrench. 


Write the nearest office 


MOORE DROP FORGING CO. 
Sprin@field, Mass. 
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CARPENTERS’ CHISELS 


i 
i 
fi 
Fan 
2 
ma 
Ce 
‘ey 
aS 
7 
ee 
i 
sae 
es 
re 
# eS 
=A 
aS 
G25 
és t, 
Ges 
we , 
er 
% 
“yA 
a A 
ay 
a 34 . 
en 
nee | " ‘ 
Ae ‘ ‘Gates 
es ' ’ $ Eee 22. 
a fs 2 
: ‘ey ~ My LF 
be . > => 
er Se 
ENG . yest 5 
- SEOs 
ag es 
pyr —— 
hee! U > " 
“Ss a 
Kiet SS 
ts =a 
aap = 
_ at5 
rs = 
\ et 
a? = 
. . 
, 2S N 


No. 110 
6%” Long 
Socket Firmer 
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ONE 
FOR EVERY 
PURPOSE 
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No. 1210 
6%” to 7” Long 
Tang Turning Tool 


s 
HARDWARE COMPANY 


Reg. U. 8. Pat. Off. 


TORRINGTON, CONN., U.S. A. 


New York Office: 151 Chambers Street 
ESTABLISHED 1854 INCORPORATED 1864 
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AMERICAN 


SCREW 
COMPANY 








Wood Screws Machine Screws 
Stove Bolts Tire Bolts 











Providence, Rhode Island 


Western Depot 
225 West Randolph Street, Chicago, Illinois 
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TRIMO 
PIPE 
WRENCH 





TRIMO 
MONKEY 
WRENCH 


HARDWARE AGE 
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Finish Up the Year 
By Featuring These 
Sturdy Tools 





November and December are always splendid 
months for the sale of TRIMO TOOLS. Me- 
chanics, householders and farmers usually replen- 
ish stocks at this season. Each succeeding Christ- 
mas finds a bigger army of practical people giving 
tools as gifts. 


Keep these four tools well displayed in your 
store during the next few weeks. They have been 
advertised for so many years and so broadcast that 
practically everybody regards them as leaders. In 


‘fact it will pay you to make them your leading 


items in your local newspaper advertising. 


We will gladly send you one of our handsome 
metal display stands to help you make a good 
showing of TRIMO TOOLS during these har- 


vest weeks. 


tT >> Be sure to have adequate aX 
stocks on hand in most- 
called-for sizes. Place an 
order with your jobber— 
AT ONCE. 


TRIMONT MFG. CO. Spee 


Roxbury, Mass. 





Qralof' Burers 


15 





TRIMO 
PIPE 
CUTTER 





TRIMO 
PIPE 
VISE 
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No. 86 MK 

For Lockers 
Cast bronze case, 1% 
inch. Hardened, forged 
steel shackle. 


No. 817 MK 


Same as above but with 
square bronze shackle. 





No. 7121 MK 
Heavy Duty 
Carbon steel case, 2 
inch. Brass plates rein- 
forced by hardened 
steel armor plates, pro- 
tecting all interior 
mechanism. Hardened 

steel shackle. 





No. $441 MK 
For Genera’ Use 


Wro’t steel case, ebony 
black finish, 2 inch. 
Malleable iron shackle, 
nickel plated. 


Neo. $438 MK 


Same as above but with 
brass case and ebony 


black finish shackle. 


No. $440 MK 
Same as above but with 


brass case and shackle 
buffed bright. 





~MILLER- 


Master-Keyed Padlocks 


here are many opportunities for the hardware 

dealer to increase his volume of padlock sales. 
Factories, schools, clubs, public institutions, etc., are 
prospects for a large volume of master-keyed pad- 
locks and the Miller line presents an outstanding 
means of obtaining much of this extra business. 


Miller secure lever padlocks permit of develop- 
ment of master-keyed systems comprising thousands 
of different key changes. We illustrate on this page 
only a few popular numbers. These range in size 
from 1!%4 up to 2) inches and are made in various 
metals and finishes. They are all sturdy locks and 
have brass interior parts. They can all be master- 
keyed in sets to meet particular requirements and 
some numbers, as for instance Nos. 50 and 0650 
GXC, are carried in stock master-keyed, so as to 
enable us to give prompt service for emergency calls, 
where time is a factor. 


Miller master-keyed locks will prove a profitable 
line for the dealer to handle, as it will give him an 
opportunity to suggest organized locking systems 
for many institutions and the Miller line will solve 
all such locking problems most satisfactorily. 


Any of the padlocks illustrated can be supplied 
not master-keyed. When ordering omit the letters 
MK from list number. 








No. 0650GXC MK 
Heavy Duty 
Wro’t steel case, galvanized, 2-inch. Mal- 


leable iron shackle, galvanized. 8 inches of 
Steel Chain. 


No. 0650G MK 
Same as above but without chain. 


Miller Lock Works or 
The Yale & Towne Mfg. Co. 


Frankford, Philadelphia, Pa. 








No. 50 MK 
For Lockers 


Wro’t steel case, ebony 
black finish, 1'2 inch. 
Malleable iron shackle, 
nickel plated. 


No. $1 MK 


Same as above but with 
brass case and bronze 
shackle. 


+ 


sf) 
Mat 


—/~* 


MILLER 





No. 66 MK 
For General Use 
Cast bronze case, 2% 
inch. Hardened, forged 
steel shackle. 


No. 617 MK 


Same as above but with 
square bronze shackle. 





No. 450 MK 
Heavy Duty 
Wro’t steel case, ebony 
black finish, 2% inch. 
Malleable iron shackle, 

brass plated. 


No. 4506 MK 
Same as above but with 
galvanized case and 
shackle. 


No. §450G MK 


Same as No. 450G but 
with barrel key, instead 
of flat key. 
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for Parks, Cemeteries, 


Estates, Orchards, 
Lumber Yards, 


Factories, etc. 


In your own territory there are 
many places where Non-Climb- 
able fence is needed—places that 
do not justify the much higher 
cost of. chain-link fabric, but 
need the protection that ordi- 
nary fence cannot give. 


This business is yours with Keystone 
Non-Climbable for it affords the pro- 
tection your customers want at about 
one-half the cost of present day 
guard fences. 


KEYSTONE 
Non-Climbable 


FENCE 


*““Calvannealed’’ 


Like Square Deal farm fence this non- 
climbable fabric is made from copper- 
bearing, open hearth steel, ‘‘Galvan- 
nealed’’ by our patented process that 
keeps rust out for many years longer. 
Full length stays (100 to the rod) and 
springy line wires with the can’t-slip 
knot make it easy to put up. Looks 
good and stays that way. When cor- 
rectly erected it cannot be broken 
down or rooted up. Topped with 
barbed wire it is practically unclimb- 


able. 


Why not get samples and prices? Be 
ready to get the non-climbable fence 
orders you have been losing because 
your price was too high or you could 
not show the fence. Write today. 


KEYSTONE STEEL 
& WIRE COMPANY 


PEORIA, ILLINOIS 





Fence dealers find pros- 
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pects among orchard own- 

ers, municipalities cem- 

etery associations, large 

estates, coal yards, factor- 

ies—wherever guard fences are 
eeded 


J >— (fe 
es, 
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Keystone 
Non-Climb- 
able is also 
adaptable 
to window 
g uards, 

ocker and 
store room 
partitions, 
trellises, 
concrete 
and stucco 
reinforcing, 
etc. 











A NEW LOW COST FENCE 















Can be used with wood 
or steel posts. 














Keystone Non-Climbe 
able Mesh is 2in. x 4in., 
not even wide enough 
for a child’s shoe to 
find toe-hold. 
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customers 100% 


with Sargent planes and squares 


YOU can stake your reputation on 
these quality planes and squares— 
whether your customers are pro- 
fessional carpenters and builders, 
men who do odd jobs around their 
homes, boys with home workshops, 
or manual training students and 
instructors. 


The chief reason for this is be- 
cause Sargent tools are designed 
and built for professional use all 
the way through. Their popularity 
with the non-professional as well 
as the carpenter and builder groups 


proves that the former also want 
tools of the highest quality. 
Sargent planes and squares are 
constantly advertised in builders’ 
and carpenters’ papers and in Pop- 
ular Mechanics and Popular Science 
Monthly. Let us send you full par- 
ticulars and prices on Sargent 
planes and squares. There are ex- 
clusive features that will interest 
you as much as your customers. 


Write today for 
particulars. 


SARGENT & COMPANY, Hardware Manufacturers, New Haven, Conn. 


New York: 92-98 Centre Street 


Sargent Auto-Set 
Bench Plane No. 714 


Sosgeut Steel Block 







Chicago: Wacker Drive at Randolph 










lane No. 5206 


Sargent Adjustable Iron 
Bench Plane No. 414 
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Protection 





that EVERY Family NEEDS Placed 


WHERE 


—_ — Wants It 





<r Murphy Wall Safe is the only ee A ea if Gi Re ye 
if Patt Wee Pd a tte ap ee. nies Me Yj 

safe that can be fastened securely Hs ome es i) I SS ~ iit fae a 

on the wall of a finished building. It is |e y ee Det 


protected by basic patents. It also can 


be set in the wall or in the floor. Once ee: Coat 
; eres ae I Meee 
installed, the Murphy Wall Safe can- ee cena Pee 
not be removed while the door is closed, faiagicy ates 
except by cutting out a section of the i ce 
building. i: ————?. oe 


Tested for Theft and Fire | oe ey 


The door cannot be jimmied. The silent 





combination lock cannot be picked. Many % of 
experts have tried to win the standing Aes 
reward offered to anyone who can open | Mie 
the safe. No one has succeeded. Daa ningt oa f \ jt | cic 

, Rea .. mK l i — ‘ pss 
- In the intense heat of forceddraft boiler Us 3 ie ee eS i 


















fire boxes Murphy Wall Safes have been 
tested. The papers inside were not even curled. 
Fine watches did not stop ticking. 


Needed by Every Family 


Practically every family needs the absolute pro- 
tection against fire, theft and carelessness of the 
Murphy Wall Safe. Valued papers, such as mort- 
gages, leases, contracts, bonds, stocks and deeds, 
must be kept safe. Jewelry, and money, too, 
must be protected. Treasured heirlooms, once lost, 
can never be replaced. These are reasons why 
every family in the city or on the farm needs the 
lifetime, economical protection of a Murphy 


Wall Safe. 


Tested in Sales 


Before offering the Murphy Wall Safe to merchants, 
several test territories were tried out. The results 
were very satisfactory. The public is sold on 1n- 
surance of all sorts and the Murphy Wall Safe goes 
far beyond insurance, which can repay after proof 
of loss, but never replace. 


Protected Dealer Profits 


Now we are offering the sales franchise to responsi- 
ble merchants all over the country with a sales 
policy of protected dealer profits. Write for full 
information. We urge you to do so now before the 
sales rights in your territory are closed. 


MURPHY DOOR BED COMPANY 


WALL SAFE DIVISION 


22 West Monroe Street ’ 


Chicago, Illinois 


: y 7 


Makers of the nationally famous In-A-Dor Beds 
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This Amazing New Cone 
Hangs on Wall or Stands on Table! 


November 4, 1926 
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1 


(West of Rockies, 
) 













Anastonishingly low 
price for this 22- 
inch Windsor Cone 
Loudspeaker mount- 
ed on sounding board 
and supplied with 
ease]. Can be hung 
on wall or stood on 
table or floor. 





Speaker 











Model 200 


With 22-inch Cone 
Loudspeaker 


This Windsor Cone 
Loudspeaker Console is 
equipped with a 22-inch 
Windsor Cone Loud- 
speaker. Its top is 30" 
x 17" and is 29" high. 
The battery shelf pro- 
vides ample space for 
batteries, charger, bat- 
tery eliminator and 
other equipment. Beau- 
tifully finished in either 
Mahogany or Walnut. 


oe -" | $72.99° 


(West of Rockies, $35) 


OW the radio world enjoys a new sensation— a 22-inch cone 

loudspeaker mounted on a sounding board and equipped with 

an easel back so that it can be hung on the wall, stood on a 
table, or placed on the floor. 


And this is the famous Windsor Cone Loudspeaker that reproduces 
a// the tones as they are broadcast. From the deepest throated pipes 
of the largest organ to the softest note of a crooning lullaby — from full 
volumed brass of a band playing ‘The Stars and Stripes Forever’ to 
the last faint note of «*Home Sweet Home’’ played by a master vio- 
linist— every tone, every sound is reproduced with perfect fidelity in all 
its beauty, just as it entered the microphone. 


This wall and table model Windsor Cone Loudspeaker has no 
equal in value in the world of radio. When compared with the average 





cost of cone-type loudspeakers of even smaller size and without the 








In this Windsor Con- 
sole is combined both 
the Windsor Moulded 
Composition Horn 
Loudspeaker and the 
18-inch Windsor Cone 
Loudspeaker. The top 
is 30" x 17" and stands 
29" high. Ample bat- 
tery and equipment 
space is provided by 
large shelf in rear. Price 
finished in Walnut or 


wahoo § 4 00 


(West of Rockies $55) 


sounding board and easel back, the cost of this Windsor model is 
amazingly low. : : . 

Write or wire at once for illustrations and prices covering all models 
of Loudspeakers and Loudspeaker Consoles comprising the extensive 
Windsor line, together with the w#usually liberal trade discounts. 
The extensive magazine and newspaper advertising campaign appear- 
ing this season will send many radio enthusiasts into your store 
to see and hear these remarkable cone and horn loudspeakers com- 
bined with fine furniture. 


klectrical Department 


WINpbsorR FURNITURE COMPANY 





Model 302 


With Moulded Composition 
Horn Loudspeaker and 18- 
inch Cone Loudspeaker 











World’s Largest Manufacturers and Originators of Loudspeaker Consoles 


1422 CARROLL AVE. + : + CHICAGO, ILLINOIS 
Los Angeles Branch, 917 Maple Ave. 


Sea PSs. 





November 4, 1926 


» ¥ 
4 é $ at} 
en 
ny 
eh 














HARDWARE AGE 21 


“SS \ya > ies 


rm oe on oe > 


ans | 





For Those silane Unusual Clocks: 


Ask to see these New “True Time Tellers’ 


HE New Haven Clock Company ofters popular daily. ‘The clocks shown here are, the 

to the trade a unique line of Alarm Clocks — latest members of the Nationally Advertised 
and Time Pieces. Ask your jobber to show True Time Teller Family. Each clock 1s 
you these new designs which are proving more — tagged with consumer's price. : 
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Oval Alarm 


Hleight, 24% inches. Width, 354 inches. 
> Pag > 

40-hour Movement, Back Bell Alarm. 40-hour Movement, Back Bell Alarm, 

lull Size Gold Dial, Skeleton Hands. ,owed Glass and French Open Hands. om | 

Russet Bronze Case, Bowed Glass. Irench Bronze Case. ; hy, + 


Square Tat-Too Jr. Alarm 


2'4 inches Square, full size Silver Dial, 


Resale Price $3.75 Resale Price, Plain $3.25. Radium $4.25 ee 2 7, 
P a, eh ae 

&; eu : S 

by 

* if 4 es a y é, 


Smallest — | /. 
Clock Made! | | 
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Gothic Tat-Too 
Jr. Alarm 





Radium $4.75 







17% inches in Height, 
Silver Radium Dial 
with second hand. 
Pull out stem _ set. 
Nickel plated case. 
Bowed glass. 


Resale Price, $4.50 t 
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: 
| Height, 3% inches; 
width, 2'4_ inches. 
| J Fitted with a full size 
i; ‘ Gold Dial, 40-hour 
| A Movement, Back Bell 
¢ Tat Alarm. “Russet 
Tip-Top AP tronze Case, Bowed Vy 
Octagon Traveler 4 — wi \9 
7 sale Price a, a 
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Bronze— 
the Metal Eternal— 
Full Gauge Wire 


Means Long Service 








WICKWIRE BRONZE Screen Wire Cloth 1s 
made from a special alloy of 90% copper and 
10% zinc. The zinc provides the necessary ten- 
sile strength, has greater durability than soft 
at copper and permanently resists the action of 
Witkwir salt air, acids and gases. It is absolutely rust- 
Om ; less under all weather conditions. Every roll of 


a © WICKWIRE BROTHERS 


Bronze Screen Wire Cloth 


is made of FULL GAUGE WIRE and should not be 
confounded with the cheaper copper or bronze cloths 
of light gauge wire. 


WICKWIRE BRONZE Wire Clotk has served some 
customers for 24 years and is still in good condition. 
Used in large quantities by discriminating Screen 
Manufacturers and Hardware Jobbing Houses. Made 
in 14, 16 and 18 Mesh, in even inch widths 18” to 48”. 
100 lineal feet to the’ roll. 





Costs More Ow Other Brands Screen Cloth 


i sn Cortland Black Enameled 
Cortland Gray-Wick 

But— White Metal Finish 

Returns Wickwire Premier 

the 

Difference Write your Jobber for full information 

In Service 
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Good Buildings Deserve Good Hardware 


sompencarys 
eRe we 


Fey 
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DAN 


C-L-O-S-E-D! as quietly as you say it and as quickly 


aN 


TO SPEED! 


—by a Corbin Door Check 


Look !—this door shuts itself now. No longer will its owner 
dread the unexpected slam, the irritating draft, the ever- 
lasting caution—‘Shut the door.’? A Corbin Door Check 
is in control. 


There is no law to prohibit slamming doors, but there are 
Corbin Door Checks. To end forever those noisy sprees 
and lusty drafts is their life work. And they never die young. 
Wherever Good Hardware is sold you will find them. 


P. GF. CORBIN "88 Boungcrice 
The American Hardware Corporation, Successor 


New York Chicago Philadelphia 
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your sales —- to 
check their 
doors. Corbin 
Advertising for 
the first Corbin 
Door Checks for 
the second. This 
“‘ad””’ seen and 
read by millions 
—this month. 
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Let joy be unconfined: 
the aol is ac? caesiaa with 


KT the holiday spirit 
have full reign 
—if “61” Floor 
Varnish is on the floor. 
Christmas or the Fourth 
of July, Summer or Win- 
er, “61"’ Floor Varnish 
protects the floor against 
careless youngsters. And 
the heavy heels ofgrown- 
ups put noimprint on the 
smiling luster of this en- 
during floor varnish. 
“61"’ Floor Varnish ts 
heelproof, marproof and 
of course, waterproof. Its 
outstanding properties 
are unusual durability 
and wear-resistance, 
which are due tothe hard 
but elastic film it pro- 
duces on the floor or 
other surface. That is 
why wesay, “Test it with 
a hammer! You may 
dent the wood but the 
varnish won’t crack.” 












FLOOR VARNISH 
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Linoleum can easily 
be kept like new by an 
occasional coat of “61” 
Floor Varnish. “Save 
the surface and you save 
all!’ On furniture it 
lasts even longer than on 
floors and linoleum. 

“61’’ Floor Varnish is 
so easy to use and flows 
smoothly off the brush, 
without laps, streaks or 
sh marks. Sold in 
six attractive 
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From a painting by J. F.Kernan 
FREE SAMPLE PANEL § 
will be sent om request. Try the “hami 
Color Card and names of dealers will also be sent $03 
PRATT & LAMBERT-Inc. 
11 ‘Tonawanda Street, Buffalo, N. Y. 

Canadian Address: -9 Courtwright Street, Bridgeburg, Ontario 
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Y Wherever a quick, durable, opaque enamel \ 
QO finish is desired, use ‘61’ Lacquer Enamel, thee %® 
= most recent development of the Pratt 9 Lambert a, SS ») 
Daa oratories. Itdriesinthirtyminutesorless! Willnot J 
crack, chip or peeland is waterproof. Soldina ff 
N variety of beautiful colors, in all size cans. ff 
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What twenty-one years 
mean to you 


Twenty-one years’ study of correct store front building 
and service from a merchandising viewpoint backs every 
Kawneer installation. When you invest in a Kawneer 
Store Front it is not an experiment but the proven pro- 
duct of experience. 

We serve the small as well as the large in every mer- 
chandising field. 

Here are just a few of the big stores using Kawneer. You 
undoubtedly know most of them. What better endorse- 
ment can we offer? 


J. L. Hudson Co., Detroit. 
M. R. Rich Bros., Atlanta. 
T. Eaton Co., Ltd., Montreal. 
, . § San Francisco 
me Wales City of Paris } Oatiand, Calif 
aa | Sapaaat (oe Paine Furniture Co., Boston. 
| H. Mahlar & Sons, Raleigh, N. C. 
The May Company, Denver. 
‘Browning, King & Co., Inc., Chicago. 
The Venetian Arcade, Miami, Fila. 
Broadway Dept. Store, Los Angeles. 
Hecht Company, Washington, D. C. 
M. E. Blatt Co., Atlantic City. 
The Boston Store, Milwaukee. 
Hanan Shoe Co., Memphis, Tenn. 


Hundreds of installations for many of the leading chain stores. 


Kawnee 


SOLID COPPER 


_ STORE FRONTS 








KAWNEER 
COMPANY 


N. Front St. 
Niles, Mich. 


a | 3 0 he in Sena book showing 
JOE ar | | a |e numerous types of 


fronts for my business, 
= = > 
er ow > 
, 


«iE 
» Ses 


ee 





Oar 






‘\ 


Rts, Wyk, Be acy cay Tle ty ce EI ct aT BYE 
os ia ks ts meg SE Re oy O iatado te oe 


Ailes ME iat Maina So Moe eee 


<5 a iste Ba oh tp le laa 














LUCE 


————————————————————————T 
CURCUQUCGEC UU CCCUEOE EEE 










HARDWARE AGE November 4, 1926 








at 

















Blair Lawn Mowers 
are profitable and easy tosell 


You will, of course, 
want these other 





id 
once 








l 2, all Blair Lawnmowers the PIL- |] mown the will 
GRIM is a Brvaucut. It is fea- UNIVERSAL ' 
tured by Timken Roller Bearings, HERCULES 

AUTOMATIC 


dust proof oil cups and interchangeable parts. 














and 
L YANKEE 


11 inch wheels—5 blades. 
Sizes: 16, 18 and 20 inches. 







Blair Manufacturing Co. 
Established 1879 


Springfield, Mass. 














BLAIR DSrawcut LAWN MOWERS 
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ig Profits Here 

‘ These out-of-the-ordinary 

: specialties do more than | 

fill out your line. We’ve | 

: put quality into them so you 

; can afford to put real selling —— | 
pressure behind them, and ‘wssis cists | 

; make a substantial profit — **essitsc™™ 








for your efforts. 


HE PREMAX Line is 

composed entirely of 
ready sellers. They are built 
to be just a little better than 
the ordinary articles. 


It costs more to make them 
that way, but it costs /ess to 
sell them. Less for us to sell 
them to you, and less for 
you in passing them along 
to your customers. More 
money and less effort—that’s 
what we all want. 


If you could see these products you’d 
buy. Check and mail this coupon and 


we'll let our goods prove our story. 
























¢ Key Kase Rench Kit 
Solid leather key case with 
five handy wrenches for close 
Si ~ neta d work. Nickel plated, cleanly 
wrenches on a key ring. 

Every one of your customers 

can use this set. 


Single 6 Wrench Set 






Dodson Hame Fastener 


Known as leader for 

25 years. Now rust- 

serena by the famous 
arkerizing Process. 








Premax Rustproo 

Steeh Tent sipreel 

and Telescoping 
Steel Tent Poles 


Leaders in the field. 
Popular with every 
motor camper. 
Compact, Parkerized 
against rust, and 
made of steel for 





Handy 8 Wrench Set 
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METAL STAMPING CORPORATION es , 
DEPARTMENT M NIAGARA FALLS, N. Y. Ae ; 
One page can’t show display cards, |7 os ; 
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: can it give jobber, dealer, and es ‘ 
retail prices. Besides we Cs : 
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MR. HAPPY MAN 
SAYS: 


It looks easy to do a good job with 
a saw, but you don’t notice many 
builders beginning their appren- 
tices on mahogany or sandalwood. 
Neither do they begin them on in- 
ferior saws. The beauty of an 
Atkins Silver Steel Saw is that its 
strength and accuracy guide the 
young workman while its careful 
two-way taper grinding, and true- 
set teeth, give full play to the skill 


of the old experienced hand. 


Silver Steel Saws go easily and 
cleanly thru all kinds of lumber, 
taking less effort on the part of the 
worker. 


Atkins Silver Steel Saws are easy to 
sell, and each sale makes another. 


A Perfect Saw for Every Purpose 


F.C.ATKINS & CO. 


ESTABLISHED 1857 THE SILVER STEEL SAW PEOPLE 
Home Office and Factory, INDIANAPOLIS, INDIANA 


Canadian Factory, Hamilton Ontario 
Machine Knife Factory, Lancaster N.Y. 


Branches Carrying Complete Stocks In The Following Cities: 


San Francisco 
Attente = NewOrteane SORTS 
Chicago New York “ity Paris, France 


Minneapolis Portiand,Ore. Vancouver, B.C. 


ATKINS 


SILVER 
STEEL 
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PF. J. Frank, Pres. CC. A. Musselman, Vice-Pres. red C. Stevens, H. J. Redfield, Secy. 
Volume 118 New York, November 4, 1926 No. 19 
Trade Winds, by Llew S. Soule 31 
Business Expansion Decreases Overhead 32 
Notes of an Itinerant Editor 35 
The Voice of the Trade on Hand-to-Mouth Buying 36 Vi 
Everything on Display 4) u 
Keynote of the Convention, by Saunders Norvell 42 
Bathroom Fixture Display Occupies Otherwise Useless Space 44 What Is An 
Chain Chart, by M. M. Godschalk 49 - 2 
Xenium: 
. MENT. "[SHAT’S a hard word. But, if you 
DEPARTMENTS: I look in your dictionary you will 
Criceniiy Cis ot Gin Wide 46 find that it is merely a delicacy or 
dainty exchange by the ancients as 
Weekly Washington Letter, by L. W. Moffett 48 pledge of friendship. 
In your hardware merchandising 
General Market Information 20 you wil run up against many prob- 
a : i ems that you will have difficulty 
Coming Hardware Conventions 70 in defining and solving. Let HARD- 
Teols, by Don Thatcher 73 WARE AGE be your dictionary. In 
’ it are the experiences of innumer- 
Catlery 79 able brother merchants who have 
successfully overcome the obstacles 
that confront you. 
Peat a HARDWARE AGE is the medium 


through which you hardware mer- 
‘hants exchange ideas—and is the 
norte to your individual prob- 
ems 


What Readers Say 
About Us 


“Very much interested in Mr. Nor- 
vell’s articles appearing in HARDWARB 
AGE.” 

(Signed) W. H. GISSAL, Mer. 
H. K. Johnston Hardware Co., 
Alton, mn 


“We have read HARDWARE Age for a 
good many years and feel that we 
would be severely crippled without it.” 

(Signed) (|. FE. SAURER, 
Barberton, Ohio 


“IT would not want to be without 
HARDWARE AGE.’’ 
(Signed) FRANK M. RUE, 
Schenectady, N. Y. 
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The amazing story of 


McKINNEY FORGED IRON HARDWARE 


—through fire and water 
without rusting 








































standard difficulties have been elim- a 

No more anxious moments while 2 

URTA APPLETON ComPANy of awaiting made-to-order pieces—for 
Philadelphia, one of the coun- McKinney Forged Iron has been so p 

try’s leading builders’ hardware designed that stocks can be main- is 
concerns, gives evidence of the stay- : tained right in your own store. ie 
ing qualities of McKinney Forged te yer. Oks | 3 No more difficulties on the job— & 
[ron as revealed by the recent fire. ute ia hese tor MieRinney Forsed tron is easily : 
“. .. at the time of our recent fire, applied to all types of modern con- e 
we had about twenty McKinney struction—designed for use with ve 
pieces which were mounted on modern locks. e 


sample boards and which were 
covered by water and allowed to 
remain in the damp atmosphere 
of our destroyed building for a 
period of four weeks. 


No more complaints about worn 
finishes or rusting a year or so after 
the job is completed—for McKinney 
has seen to it that an especially ef- 
fective rust-resisting treatment pre- 
cedes the final finish. And rigid tests 
have proved that each McKinney 
finish is capable of withstanding Ge 
wear and exposure. 


“These samples we now have in 
stock and were very glad to find 
that there was no rust on any of 
them. 


“MURTA APPLETON COMPANY” 


vy y 7 








Throughout the entire line of this 
artistic and practical hardware there 
are but two sizes of screw-heads 
used. A small open end wrench 
takes care of the complete applica- 
tion. Nothing is marred. 


The severity of this accidental 
test shows McKinney Forged Iron 
Hardware to be as enduring as it 1s 
beautiful. 





The accomplishment of such a 
rust-proof finish on genuine forged 
iron has automatically broadened 
the use of this much-desired period 
hardware. 


Forge Division ; 
McKinney MaANvuFAcTuRING Co. ie 
Pittsburgh, Pa. 


This unprecedented demand has 
brought about the usual result of 
having many imitations offered to 


Send This Coupon Today! 
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Force Division 
McKuwnney Mee. Co., Pittsburgh, Pa. 


the trade. An unretouched photograph of 
the Heart design entrance handle Kindly send me your Catalog on McKinney Forged Iron 
McKinney has made it possible _ set im Relieved Iron finish... } Hardware. 


The reproduction shows to some 


for you to enter into the Forged Iron degree the exquisite texture of {| Name 
Hardware business whole-heartedly this fine hardware. 
and with enthusiasm. All the old 


Address 
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3 By LLEw S. SOULE 

. A Saner Policy for the Federal Trade Commission 

ke HERE was a decidedly encouraging note in the address of Hon. W. E. 

4 Humphrey of the Federal Trade Commission, delivered at the Atlantic 

: City Convention. 

When he said, “‘the present operative policy of the Federal Trade Com- 





mission is to protect the public, stop fraud, investigate all charges impartially, 
and embarrass no honest business, every man in the audience was with him. 
And rightly so, because clear thinking business men have long realized the 
ee embarrassment of honest business in the past through publicity of an adverse 
o nature, prior to trial. 


The old procedure of the Commission was to make a preliminary inves- 
tigation, usually merely nominal, issue a complaint and get out a statement 
for publicity to the press. Since that statement bore the official stamp of 
ie the commission it was given wide publicity, particularly if the parties men- 
; tioned were at all prominent, or if there was anything sensational in the 
allegations, or if the political effect would be great. 


Later came the trial, and in more than one-half of the cases, it would 
be found that the party proceeded against was wholly innocent and that no 
law had been broken. There were no headlines in the newspapers announc- 
ing that innocence. The headlines were reserved for allegations. There 
was no redress for the party whose reputation had been injured, and who had 
pethaps suffered severe monetary loss. 





Now, according to Mr. Humphrey, the entire proceeding is changed. 
Complaints will be carefully investigated. If no evidence of guilt is found, 
the case will be dismissed. If there is evidence of law violation, the parties 
will be given an opportunity to be heard. If after the hearing, the commis- 
sion is satisfied there is no violation of law the case is dismissed. 


¥ If the Commission believes there have been some unfair practices, and 
: the respondent is willing to agree to abandon the practice forever, and that 
if he fails to do it, the commission may use such stipulation against him, 
the stiplation being put in writing, the case is dismissed. 


It is certainly a saner, more just and more business like procedure. 
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Above is shown a view of the new Courtright Hardware Co. store at Fremont, Neb. 
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Compare this new store with the 


Business Expansion Decreases Overhead 


Original store of Fremont, Nebraska, Dealer was packed from ceiling to 


J. LEE had a 


H ® right Hardware Company bought the business 


business in Fremont, Neb. 


it continued to 
thrive until the 
after - the - war 
slump hit. Then 
it became evident 
that something 
had to be done or 
suffer a severe 
loss. Mr. Court- 
right met the 
situation in a way 
that seems para- 
doxical — he set 
about cutting 
overhead by ex- 
panding. 

The original 
store was packed 
from ceiling to 
basement with 
stock and_ still 
they were cramp- 
ed for room, al- 
though _ nine- 


tenths of the 
stock was tucked 





basement with stock—New store typical of modern 
merchandising practice 
profitable hardware 


sound, away out of sight. 


When the Court- 


* » 
= 





Here is the old store and location of H. J. Lee in Fremont, Nebraska, who sold 
out to the Courtright Hardware Co. 


About that time a large depart- 
ment store went broke in the city. Courtright was 
lucky in being able to buy this building at a very 


nominal price. 

When they 
moved they let the 
old fixtures go. A 
glance at the ac- 
companying 
photographs will 
show the radical 
change in the 
policy of the 
store at the new 
location. There 
is no stock or 
display above the 
eye line of the 
prospective cus- 
tomer. There is 
no stock hidden 
away in_base- 
ment. Several 
dozen flat display 
tables displaced 
the high priced 
showcases’ used 
in the other 
store. 
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Comparison of 
the two estab- 
lishments makes 
it hard to believe 
that there was 
an actual saving 
in overhead ex- 
pense effected by 
the change from 
the old to the 
new. But Mr. 
Courtright has 
facts and figures 
that are proof 
conclusive that 
this is true. 


In the first 
place, the ap- 
pearance of the 
new store, with 
its massive dis- 
plays, leads the 
observer to be- 
lieve that the 
stock is enor- 
mous. As a mat- 


ter of fact, the 

stock is no larger than that packed into the old-fash- 
ioned shelving of the old store. Actually the perma- 
nent investment is not so large. 

“There are any number of items,” Mr. Courtright 
explained, “that we formerly were compelled to carry 
in several brands and styles. If a woman asked for 
a particular make, and we did not have it in stock, 
it was difficult to explain and hold her while we dug 


HARDWARE 





Interior of the old Courtright store showing shelving to the ceiling and ladders 
in use to get to the merchandise 


AGE 33 


what we did have 
off the shelves to 
show her. Now, 
she sees our item 
before her on the 
disp'ay table. Not 
once in a _ hun- 
dred times. will 
she insist on an- 
other brand when 
she can see and 
feel the article 
we have in 
stock.” 

Of course the 
actual rental 
charged against 
the space used is 
much greater 
than in the old 
store, however, 
the difference is 
not so great as 
one would expect 
considering that 
the space is over 
four times 
greater than in the o!d out-of-date store. 

Another saving effected is in clerk hire. To a cer- 
tain extent the display arrangement makes the store 
almost a self-serve. At least there is no time lost 
in climbing to the roof for an article only to return 
it and bring out another to show. They are all there 
in front of the customer. Mr. Courtright estimated 
that one clerk could handle four to five times as many 





Interior display of various types of merchandise in the new store of the Courtright Hardware Co., Fremont, Neb. Note 
the absence of shelving and the effectiveness of the modern display 
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The above view shows one of the twelve sections for window display at the new location of the Courtright Hardware Co. 


customers here than with the old arrangement, and 
do it with greater ease. 

From a display viewpoint this store might be sit- 
ting in the middle of the street. There are windows 
clear around two sides—twelve sections, each of 
which is the same size as the total window space in 
the old _ store. 
Selling here is no 
longer a matter 
of personal de 
bate with’ the 
ustomer. It is 
rather the work 
of displaying 
merchan- 
dise. Every clerk 
is expected to 
give time and 
thought to the 
window displays 
as well as the in- 
terior displays. 
With all the mer- 
chandise in the 
open, it means a 
continual battle 
with the dust. 
However, every- 
thing is kept 
spotless, and 
fewer people are 
doing it than 
were required 
under the old 


MO rw A 
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Fall Styles in Hardware! A display by the Courtright Hardware Co., at the 
plan. annual Fall Style Show in the auditorium 


Another saving was effected in the store advertis- 
ing—and this, too, was made possible by the expendi- 
ture of more mcney. Five hundred dollars went to 
the purchase of a multigraph and an addressograph. 

“In the newspaper,” he explained, “we can’t do 
much but a little general publicity and perhaps quote 

a few prices for 


- we can’t afford 

isa 1G) to go to the ex- 
pense of art work 
and cuts for 
really attractive 
ads. But with 
our present meth- 
od we have as 
fine material as 
any of the larger 
stores can. use. 
All the manufac- 
turers are glad to 
furnish us with 
fine, color fol- 
ders, booklets 
and circulars. 
They are particu- 
larly glad to fur- 
nish these to us 
because they 
know we use 
them. We have 
a list of 5000 
names of custom- 
ers. We send a 
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(Cont. on page 91) 
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Notes of an Itinerant Editor 


In Which He Tells of Visits with Some Leading Hardware Merchants 
in Hopkinsville, Ky.—A Trip Through the Plant of the 


Evansville Tool Works at Evansville. Indiana 


HOTEL LATHAM, HOPKINSVILLE, KY. 
Sept. 17, 1926. 

KACHED here just in time to get some sup- 

R per and visit the Young Hardware Co. 

store. The business was started by the 

late John Young, but is now owned and operated 

by four young fellows who retained the original 

name for two reasons. It was a good tribute to 

the founder, their former employer and its typi- 
fies the spirit of its present owners. 

Inspired by HARD- 


young life. It seems that if no fight can be 
started in the black belt of town the colored boys 
return home and shoot in the air just at the town 
limits. 

Came here from St. Louis through southern 
[llinois and Indiana, finding good roads except in 
Kentucky. These are under construction and the 
detours were pretty rough and dusty. The peo- 
ple are so friendly and hospitable you forget 
about the rough roads. 

At Flora, IIl., Jerry 





WARE AGE stories and 
the observations of 
Jack Stone, Kentucky 


———— Bowman is making a 
strong bid for tour- 
ists’ business. He sells 





,_ rd 


secretary, the boys —- av i , i} dir, P Xx them tents, camp 
have installed six open SEAT stoves and all kinds of 
top compartment dis- . \ ht BM § camping and touring 


play tables. They look 
fine and they sell the 
goods. When the 
tables were two weeks 
old a salesman came- 
in and pooh-poohed the 
idea, said they would 
never sell any more 


equipment. Further 
along at Olney, IIl., I 
saw Bruce Piper. He 
has a fine, big store 
and a contagious 
laugh which reminded 
me of Harry MacCrae 
of Chicago. 
Vincennes, Ind., was 





goods that way and ——_ 
then looking down on 9) amma@gPOMOn 


the auto accessories 


the home of President 
Harrison. I saw the 
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table said without house and then visited 
catching another the Liberty Hardware 
breath, “Gee, I’ve Co., whose sport goods 








department is head- 





needed valve pins, 
friction tape, a new 
flash light battery and some cotter pins for two 


quarters for sport lov- 


ers in three counties. The next stop was at 


months.” He picked up this merchandise and paid Evansville. N. R. H. A. director, S. G. Bartel, 
up his $1.70 and doesn’t know to this day why was away, but I visited the E. M. Bush hardware 
the boys laughed at him. store in which he is a partner. Saw there a most 
In less than two hours I saw colored boys buy useful idea for displaying cutlery. You will think 
$16 worth of .32 and .38 shells. The average sale so, too, when you see the picture. 
if was for a quarter’s worth. The reason the unit Met my old friends Irving Kemp and Bob 
. is 25 cents is because the Young hardware own- Raymond at the Evansville Tool Works plant. 
i ers know their stuff. These dark skinned fel- Bob took me through the factories, where I saw 
ue lows would want a dime’s worth, but Messrs. hammers and hatchets go through the many 
E: Lehn and King always say “About a quarter’s necessary processes of shaping and testing. From 
: worth?” and the customer say yes. Good idea now on | will always have much greater respect 
es for selling nails, too, believe me. for these staple hardware items and will appre- 
4 Don’t know just how these shells were used, ciate the labor necessary for their production. 
s but about 2 a. m. I heard more shooting in ten Must remove some of this Kentucky dust and 
minutes than I have heard throughout all my get into bed. Next stop is Nashville, Tenn. 
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Touches the Keynote 


OUR latest editorial came dur 

ing my absence, and on my 
return have read and re-read your 
article on Hand-to-Mouth Buying, 
and say unhesitatingly that this is 
one of the best articles I have read 
and one that will be appreciated by 
the practical retail hardware men 
throughout the country, as it touches 
the keynote of the advantages and 
disadvantages of Hand-to-Mouth 
Buying. The last paragraph, “Buy- 
ing Habits Must Fit Selling Conditions,” is timely and 
to the point, as well as the entire article. 

If I could see any weak points in this article I, as 
one of your best friends, would tell you as frankly as 
I know you would tell me. Shoot the article and follow 
it up, and if read carefully and studied, will render a 
real service to the hardware men. 





George M. Gray 


(Signed) George M. Gray, Secretary, 
THE OHIO HARDWARE MUTUAL INSURANCE Co., 
COSHOCTON, OHIO. 


An Interesting Article 


OUR “Hand to Mouth Buying” 

editorial was quite interesting to 
me. I am also convinced this 
method of buying is here to stay. 
If so many are buying in $10.00 and 
less lots, it certainly is a great in- 
justice to those who are serving 
them. 

I really think present conditions 
require more detail work in keeping 
a record of stock. In our case we 
aim to buy in advance of a season 
50 per cent of what we sold the pre- 
vious season, then if stock moves as it did the season 
previous, we keep right up on our toes to keep our 
stock up. 

It is a fact that jobbers and manufacturers are often 
caught short. It seems to us this condition is worse 
now than we have ever experienced. Really, isn’t it a 
fact the manufacturers are setting the pace? 

We find manufacturers as a rule are not carrying the 
stock they formerly did. If not, why not? We firmly 
believe the manufacturer is a good pattern to follow. 

The retailer cannot go out and sell his merchandise 
and then order it. The manufacturer seems inclined 
to want to make up just what he has sold, with perhaps 
a small surplus, then stop. 

As to our stock, we are carrying about the same 
as usual, but many lines are changing radically. Some 
will not move and we are forced to push harder on 
other items to bolster up sales. It seems to us the re- 
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The Voice of the Trade on!| 


quirements of the buying public are taking on as great 
a change, as possibly the manufacturers and jobbers 
think the retailer has changed. 

We are firmly convinced a radical change is taking 
place in business, which in time will be adjusted. Those 
who can follow the changes best and meet them will 
continue in business; the others must step aside. 


(Signed) Charles F. Hauck, 
CHARLES F. HAucCK & Co., SPRINGFIELD, OHIO. 





A Happy Buying Medium 


HAVE the editorial which you 
wrote and I think you are abso- 
lutely right. I believe in ordering 
in small quantities and ordering 
often but I do not believe in buying 
so small that you do not keep your 
stock up. I think there is just as 
much danger of going to the other 
extreme in buying too little as we 
formerly used to buy too much. 
We try to buy only what we are 
sure we can sell within 60 days and 
not buy any more than that and in 
most everything we try not to buy less than that but 
try and hew to this line very closely. I think the hand- 
to-mouth buying has been overdone by many merchants 
and it cannot help but increase the overhead to the 
manufacturers and they will eventually have to boost 
their price to make money. I think there is a happy 
medium in buying which everybody should try to do. 


(Signed) G. B. Churchill. 





G. B. Churchill 





A Calm, Convincing Editorial 


HAVE just received copy of the 

editorial you have written on 
the subject of “Hand-to-Mouth Buy- 
ing.” 

The views you express in this ed- 
itorial are exactly my own. ‘The 
‘American people are very peculiar; 
they do nothing in moderation. They 
took hold of this idea of hand-to- 
mouth buying and overdid it extrav- 
agantly. They have taken hold of 
the time-payment plan and extended 
it most ridiculously. 

In my judgment these “chickens are going to come 
home to roost,” and not so very long from now, either. 

I hate to throw any bouquets at you, but I think you 
have written a very calm editorial in a convincing way. 


(Signed) R. W. Shapleigh, President, 
SHAPLEIGH HARDWARE COMPANY, ST. Louis, Mo. 
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and-to-Mouth Buying 


Practice Requirement Buying 


E have found in our store that 

perhaps hand-to-mouth buying 
is the right thing on merchandise 
that moves very slowly and that 
there isn’t fast sale for it but the 
retail hardware merchant must 
carry merchandise wanted in his 
community in sufficient quantity to 
meet the demands of his trade at the 
time the trade wants it and unless 
vou have goods in stock when the 
customer wants them you lose the 
sale, lose business and lose your 
profit, so we find that in a great many items in the 
hardware business requirement buying is fundamentally 
sound and your requirements for future business must 
be placed so that you as a retailer will have the mer- 
chandise in the right season and can make the proper 
sales. 

In our firm we try to get turn-over of goods and do 
get our turn-over but we find that the great volume of 
our business comes from the fact that we have placed 
our requirements for the future and have goods in 
stock when the customer wants them and make sales 
because we have the goods. We believe that require- 
ment buying is sound and it will have to be practiced 
by these retail merchants who want larger volume of 
business. 





D. Wray DePrez 


(Signed) D. Wray De Prez, Sec’y-Treas., 


THE J. G. DE PREZ Co., 
SHELBYVILLE, IND. 





Follow It Up With More 


HAVE read your article on 

hand-to-mouth buying and I fully 
coincide with the views you have 
expressed. The only suggestion I 
have to make is that you follow it 
up with another editorial and again 
feature the points you have brought 
out under the sub-head “And Even- 
tually Boost Prices” and bring out 
why it costs a jobber more to ship 
broken bundles of shovels, steel 
goods, etc. 

It may surprise you to know that 
some hardware merchants in this territory refuse to 
buy a package containing one dozen hog rings, which we 
sell at 90c. per dozen, notwithstanding the fact that 
nearly every farmer raises some hogs. 

Just yesterday the man who handles our credits 
showed me a letter written by a merchant, in which 
he returned one-half dozen hog rings claiming that he 
had ordered only one-half dozen. We looked up the 
order and found that it was on a salesmah’s order, and 
the order called for one dozen. The salesman eventually 





Rudolph Tenk 


felt that the merchant expected to take at least one 
package. 

With it he also returned one dozen lantern globes. 
Instead of using our catalog he sent us an illustration 
and description from another. We sent the globes ex- 
actly as described, yet he says that they are not what 
he ordered and winds up by saying, “Now don’t charge 
me freight, because I am not going to pay you for your 
mistakes.” 

This is from a merchant who has been in business 
for thirty or forty years. He doesn’t buy much from 
any one jobber, places a lot of small orders, and even 
now hasn’t paid for goods which we shipped him last 
February. After accommodating him in this way by 
handling his small orders without extra charge, and 
letting him use our money for four or five months 
longer than our terms provide (even though we charge 
him interest these slow accounts are unprofitable) he 
doesn’t even show us the courtesy of writing us before 
he returns goods. 

While this is rubbing it in a little more than most 
merchants do, you would be amazed to see the small 
orders and the extremely small quantities in which 
many hardware merchants are buying. 

I am thoroughly convinced, just as you are, that this 
hand-to-mouth buying has caused the merchants’ stocks 
to be so badly broken and so inadequate to supply the 
reasonable demands of prospective customers, which 
has caused these prospective customers to buy from the 
mail order houses. 

You make the point that proper turn-over goods is 
absolutely necessary to do a profitable business, but 
the way hardware merchants are trying to get turn- 
over now is all wrong, for the reasons that you have 
clearly indicated in your editorial, and others that you 
know could be added. 

Frankly, I see nothing in your article that I could 
disagree with, and my only suggestion is that you 
write more such editprials, and when you do I wish 
you would arrange to let me have about 500 reprints 
which I could use in connection with a letter sent to 
our customers. 

(Signed) Rudolph Tenk, 
TENK HARDWARE Co., 
QUINCY, ILL. 





Covers the Subject 


N my return to the office, after 

being away for several weeks, I 
find your editorial, “Hand-to-Mouth 
Buying.” 

After reading the editorial, I real- 
ize you have made a special investi- 
gation or study of that particular 
situation and I am of the opinion 
that your views cover the subject 
from a standpoint of good business. 
(Signed) W. B. Munroe, President, 

SUPPLEE-BIDDLE HARDWARE CoO., 

PHILADELPHIA, PA. 
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Carry an Adequate Stock 


rENHIS matter has been given a 

_ great deal of consideration. The 
Hardware Council had it up some- 
time ago, thrashing it out and making 
recommendations. The Illinois Re- 
tail Hardware Association had me 
to make a talk to their members at 
their meeting in Chicago last year. 

Business is like everything else. 
It is evolution. There have been 
more changes recently on account of 
the war, which caused us to do things 
we did not realize we could do. We 
have more jobbers in hardware than we have ever had. 
We have more salesmen representing jobbing houses 
than has ever been known. A few years ago, a sales- 
man called on the trade every sixty days. Naturally, 
his orders were long, and the quantities larger. Trans- 
portation was slower and naturally, all merchants had 
to anticipate further ahead by buying larger quantities. 
Today, salesmen are calling on their trade—some every 
week—some every two weeks. Transportation is much 
quicker. We have other sources of quick delivery for 
small packages at a low cost. This has cut down the 
mail orders and telephone orders to one or a very few 
items. This has made a salesman’s orders much smaller. 

There are a great many manufacturers today, carry- 
ing a stock of goods who in former years never carried 
a stock. In fact, they made up their merchandise after 
they received the orders. They find it necessary now 
to carry a stock in order to supply their trade promptly. 
While the retailer and jobbers are saving a little money 
in turn-over, they are reducing the cost of doing busi- 
ness on that end, but we are adding it on the other 
end, and that is, the manufacturer has to make up and 
carry a stock to take care of the trade. Naturally, his 
investment is larger, and this adds to the cost of the 
merchandise which eventually the consumer has to buy. 
When all is said and done, a good merchant, whether 
he is a distributor or retailer, will carry on adequate 
stock to take care of his trade. 

(Signed) C. J. Prentiss, Vice-President, 
VAN CAMP HARDWARE & IRON Co., 
INDIANAPOLIS, IND. 


C. J. Prentiss 


A Discussion of a Timely Subject 


ECEIVED your editorial on 

Hand-to-Mouth Buying. Sure- 
ly it is a timely and important sub- 
ject and needs regulation.. 

I am very much agreed with you 
on the general expression of the ed- 
itorial, and have repeatedly warned 
the members of our local associations 
of the great loss the retailer sus- 
tains through loss of sales and many 
times of customers—caused through 
Hand-to-Mouth Buying. 

Securing an increased stock turn-over through fre- 
quent buying of small orders, to my opinion is not the 
greatest cause of Hand-to-Mouth Buying. Nature of 
the retail business has changed, along with other 
things—many of the items of merchandise that were 
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formerly bought in quantities are today slow sellers. 
Then, again, four, five and six hardware stores have 
sprung up where there were formerly one. Further, 
the fear of being caught in a declining market. The 
retailer has, through suggestion and necessity, added 
many new items of merchandise to his stock, which 
in many cases has proven easy sellers, more profitable 
and less competitive—which has had the effect of less- 
ening of interest in staples, and that, too, means smaller 
orders. 

Many reasons causes me to agree with you that 
“Small orders are economically sound” and are here to 
stay. When all branches of distribution adjust them- 
selves to such conditions I believe it will work out to 
advantage, and to my view should reduce rather than 
boost costs. 

It’s a big subject, Llew, and I’ve given about all the 
time I can give just now. I certainly like the expres- 
sion you have coined, “‘Requirement Buying.” It covers 
all—but there must be some schooling. 

I have a few opinions about the jobber and why he 
receives many small orders. But that’s another story. 


(Signed) Harry D. Kaiser, 
KAISER BROTHERS, PHILADELPHIA, PA. 





Interesting Indeed 


HAVE found your editorial on 

“‘Hand-to-Mouth Buying” very 
interesting indeed. Hoping to see 
you down in Atlantic City next week 
for the convention, I remain, 


(Signed) S. Horace Disston, 
Viee-President, 


HENRY DISSTON & Sons, INC., 
PHILADELPHIA, PA. 


nc 


Clear Analysis of the Effect 


AM very much _ interested in 

your editorial of Oct. 14 in re- 
gard to hand-to-mouth buying. The 
reasons for this are fully stated in 
your article and the analysis of the 
effect is also entirely clear and to 
the point. 

Naturally we all look at problems 
of this kind from the angle at which 
it affects us personally and as a 
manufacturer we feel that this 
hand-to-mouth buying adds mate- 
rially to our cost of doing business. 
If a manufacturer can have six to ten weeks’ business 
on the books it is a fairly simple problem to plan manu- 
facturing on an economical basis, but if it is necessary 
to guess at what our customers are going to require 
and then find that we have guessed wrong, it simply 
means that we are carrying a stock of some items that 
wre not moving and are entirely out of others that are 
selling and it takes time to manufacture tools. 

Personally I believe that this condition is going to 
change for the better. No doubt considerable of the 
hand-to-mouth buying has been due to the fact that 
jobbers and dealers were afraid of prices, figuring 
that if they stocked up that there might be a market 
decline which would wipe out their profits. In a great 
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many lines prices are entirely stabilized today and 
there is very little chance of any radical declines or 
advances. Consequently the element of danger of loss 
due to market declines is growing less all the time. 

Figuring on a percentage basis just what does the 
additional cost of carrying an adequate stock amount 
to. To be specific suppose an article costs a dealer 
$10.00 and he adds 50 per cent profit to his cost it 
would make the selling price $15.00. The interest fig- 
ured at six per cent per year on a $10.00 investment 
is 60c. Assuming that the dealer gets three turn-overs 
a year the interest on this investment per sale is 20c. 
or four per cent of the gross profit. Certainly it is 
worth investing 20c. to make a gross profit of $5.00. 

Figuring it another way we will assume that by 
hand-to-mouth buying a dealer can get by with an in- 
vestment of $100,000 and by buying a little more 
liberally he can have a well rounded stock and not lose 
any sales, which means added profits, and that under 
this method his stock would be $125,000. The addi- 
tional $25,000 investment at six per cent a year would 
be $1,500 or $125 a month. It would seem reasonable 
to suppose that with a $25,000 additional stock that a 
dealer could easily make $125 additional profit and 
many times more. 

In the last analysis it is my opinion that it does not 
make very much difference whether a dealer gets two, 
three or four turn-overs a year. The additional cost of 
carrying the stock on a six per cent basis does not 
amount to very much. 

I do believe, however, that the big saving and what 
is lost sight of by a great many dealers is the fact that 
they have hundreds of items in their stock which are 
not turning over once a year and some items which 
have probably been in their stock for a good many years 
and if they would move the obsolete stock they would 
have plenty of money to buy more liberally of the items 
that are constantly moving. 

We all have too much stock which has become obso- 
lete or moves very slow because of the changing demand 
and if we would all put more effort behind moving this 
kind of stock we would not have to worry so much about 
hand-to-mouth buying. 

I am glad to know that you are giving this important 
matter your attention and I am sure that it will prove 
of interest to all in the hardware trade. 


(Signed) Irving S. Kemp, President, 


EVANSVILLE TOoL WorkKs, INC., 
EVANSVILLE, IND. 





A “Meaty” Article 


OUR “Hand-to-Mouth” editorial 
to hand. 

There is much that can be said 
regarding “hand to mouth buying,” 
all of it more or less truthful and 
pertinent to the subject. While I 
agree with you in your summing up 
of the conditions I thought the last 
paragraph in your editorial was the 
meat of the whole article. 

“Hand to mouth buying” has been 
brought about by the increasingly 
large number of small stores that 
have started in business since the war. 

Volume production also is largely responsible for 
much of the “hand to mouth buying” as the surplus 
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after the regular channels of distribution have been 
supplied presents a problem for disposal. The regular 
trade absorbs the bulk of goods made and the product 
produced in excess of the regular demand seeks its 
way into various channels in small lots through small 
stores, drug stores, racket stores and various other 
agencies that exist upon the demand created by what 
we may term the regular channels of distribution. 
Many of these stores do not fill a need in hardware 
distribution. Their stocks can only be called hardware 
stocks by a very exaggerated stage of imagination. 
They are not as a rule specialists in any one line, but 
seek to do a business that covers all lines which would 
come under the ordinary term of hardware; with a 
limited capital much of their business must be neces- 
sarily pick-up business, either they pick it up them- 
selves or else this branch of their business is being 
conducted for them by a jobber, he furnishing. the 
salesman or order taker and making the delivery. Any 
plain analysis of their business must show that this 
small scattering of goods must represent a large cost 
for distribution. 

My experience is, and I have talked this thing over 
with a great many of the older established concerns, is 
that the volume of quantity orders placed is about equal 
to those ordinarily placed at any time in the past and 
that there is no large increase in small orders among 
them. It is my opinion it would result in showing that 
a larger proportion of orders are placed by those deal- 
ers who not only order in very small quantities, but 
insist that these small quantities be delivered to them 
promptly. There are other angles of this matter, but 
I think the one I have outlined is the most prominent 
and in the long run to quote the last paragraph of your 
editorial “business belongs and will continue to belong 
to those who deserve it and are fitted to handle it.” A 
more careful and intelligent study of the distribution 
of hardware would remedy some of this evil. 

1 would be glad to have you come over and take 
dinner with me some day and give our new store the 
once over. 


(Signed) R. J. Atkinson, 
Brooklyn, N. Y. 
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Discussion of Serious Factor 


CAN heartily indorse your edi- 

torial on “Hand-to-Mouth Buy- 
ing.” It is getting to be a serivus 
factor with us and our factory 
friends tell us that some of the job- 
bers are just as guilty as the re- 
tailers. 


All of us are interested in stock 
turn-over and in a recent check-up 
in our own business, it indicated 
that some of our buyers were buying 
in too small lots and that our own 
handling expense offset any advan- 
tage gained by the rapid turn-over. This, of course, 
does not include the additional expense to the manu- 
facturer. 

I hope that your editorial will be read by a large 
number of retail merchants and jobbers, as well. 

(Signed) C. J. Whipple, President, 
HIBBARD, SPENCER, BARTLETT & Co., 
CHICAGO, ILL. 
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A New Phase of Business 


EFERRING to your editorial of Oct. 14 on the sub- 

ject of “Hand-to-Mouth Buying.” Please let me 
compliment you on your discussion of this new phase 
ot business. 

While this new policy of doing business has some 
disadvantages for some concerns, from our standpoint, 
we like it. While it forces us to anticipate require- 
ments which were formerly anticipated by the customer, 
closer than we are, yet it did not make very much 
difference in our business—on the other hand where 
we formerly gave dating, we now have cut this out. 

The great advantage of Hand-to-Mouth Buying is 
the tendency that it is going to have too much specula- 
tion in the future and it is also going to have a ten- 
dency to reduce the total amount of stocks carried, 
to a certain extent. 

If the railroads ever get into the position that they 
were in in 1919-1920, it is going to make it very bad, 
but under our wise political leadership of the present 
time, it is doubtful whether the railroads are going to 
be interfered with very much, and whether on the 
whole, Hand-to-Mouth Buying is not going to be a net 
advantage to everybody. 


(Signed) A. T. Simonds, President, 
SIMONDS SAW AND STEEL Co., 
Fitchburg, Mass. 


Hits the Nail on the Head 


OUR editorial hits the nail 

right on the head. I agree with 
you absolutely because I have seen 
it work out right here in our own 
store. 

You keep hammering away on the 
points that you have made and you 
will make a good many friends for 
your good self and your magazine. 
You have it dead right—go to it. 

(Signed) Fred Rackliffe, 
RACKLIFFE Bros. Co., INC., 


Fred Rackliffe a. . 
NEW BRITAIN, CONN. 





Advance and Larger Orders 


M delighted with your editorial 
A in HARDWARE AGE of Oct. 14. 
This has been my contention for 
past two years. The teaching of 
Turn-Over so strongly has resulted 
in many buyers only buying from 
hand-to-mouth or not over 30-day 
supply. This may work fairly well 
where a hardware dealer has a job- 
ber near by so they can take their 
truck and go get the merchandise 
wanted. But to the dealers farther 
removed from such a source then it 
will not pay to buy a two weeks or 30-day supply for 
many times the demand is twice as large as expected 
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and consequently the dealer is out of the merchandise 
about half of the time. It may be that when ordered 
the jobber is out of same merchandise and same has to 
be reordered. The most money lost by the dealers is 
in not having the goods when called for and therefore 
misses a sale. Ordering in broken packages and in 
small lots casts the distributor twice as much to handle 
the merchandise. Likewise when the jobber is out and 
forwards the small order to manufacturer, then said 
manufacturer is at a big expense to fill the orders. In 
this way merchandise is costing a great deal more than 
it should and we are all howling about lower prices. 
The catalogue houses, chain stores and others are not 
afraid to buy merchandise in larger quantities and 
why should we? 

The ‘“Turn-Over” business has been away over 
boosted. What we want to do is to boost the idea of 
not being afraid to buy, feeling that there are 
110,000,000 people in these United States and that they 
have to be fed clothed, hardwareized, etc. Let us al! 
place our orders away ahead and larger orders, then 
plug with all our might for business. 


(Signed) George B. Sprovw'!s, 
SENATE OF PENNSYLVANIA, 
CLAYSVILLE, PA. 


7. 


A Correct Impression 


N your editorial of Oct. 14 with 

reference to wholesalers selling 
small quantities, you are _ absc- 
lutely correct. I told them at the 
convention at Atlanta last May that 
unless conditions changed, whole- 
salers would be selling in much less 
quantities in the future than they 
had been in the past. 

I would not be in business today 
if the wholesalers had not sold me 
in small quantities, and that is one 
reason why I have always been i 
friend to the wholesaler. 

I started with a capital of $775 in 1896. The whole- 
salers sold me in broken packages; three 8 in. and one 
only 10 in. files; three only chop axes, three only rim 
knob locks; one keg assorted horse shoes, 5 lb. each 
size shot, 10 lb. gun powder; the jobbers supplied me 
with a very good assortment for $700. I paid freight 
and bought a show case for the other $75. Quantity 
selling, quantity prices, and freight allowance in quan- 
tity shipments by the wholesaler and manufacturer is 
helping destroy the small independent retail hardware 
merchants who are the backbone of this country. There 
are a lot more of them than there are of the carload 
buyers, and by helping the small dealers to meet prices 
they will protect the country from monopoly which is 
coming rapidly, and from several directions. 

Quantity buying to obtain small discounts and quan- 
tity shipments to save freight; extra dating and long 
terms have bankrupt many small retailers in this coun- 
try. We are very much the same as our customers; 
we buy more on credit than we would if we paid cash. 

(Signed) Hamp Williams, 
HAMP WILLIAMS HpDw. Co. 


Hamp Williams 
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Window display arranged in the window of the Emigh-Winchell Hardware Co., Sacramento, Cal., by George F. Hauheyr. 
Note how complete the display is, even to the telephone and cash register 


Everything on Display 


California Firm Arranges a Complete Hardware Store in 
Its Window—-A Masterpiece of Detail—Proved 


a Drawing Card for Customers 


HE illustration shown above is a window display 
arranged for the Emigh-Winchell Hardware Co., 


Sacramento, Cal., by George F. Hauber. Every- 
thing in the display is complete. It is a real store in 
a store window. Notice the telephone, the cash 


register, the roll of wrapping paper and the twine 
holder on the counter beside the wrapping paper. As 
a window display it is a masterpiece of detail. 

Commenting on it Mr. Hauber said recently that 
while it was on display it attracted more attention and 
caused more comment than many other displays which 
he regarded as better. 


Increasing Trade 


“I believe,” he said, “that window displays of this 
kind, especially displays that show figures of women 
have a lot to do toward increasing woman’s trade. We 
found it to be true in this particular case. The woman 
in the window is doing something that most women do 


every day. She is buying something for her home. 


Women on the street are attracted by a display of this 
kind, and so are men. During the time this display 
was in our cash sales increased considerably. A num 
ber of persons came into the store who wanted to see 
if it looked anything like the display. Sounds odd, 
doesn’t it? But a few of them actually told us that.” 

This display required a lot of work and painstaking 
attention to details. It was an unusual display and it 
attracted more than ordinary attention. 





Men are taking a more common-sense view of women 
since the doctors advised that short skirts show women’s 
common sense. 


No one has to protect the poor working girl these 


days. She can’t be distinguished from the poor heiress. 





Most people who take a chance do so to save time. A 
good many are spending the time thus saved in a ceme- 


tery. 
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The’ Keynote of the Convention 


By Saunders Norvell 





a HE week following the 
[arava convention 

at Atlantic City, New 
York has been crowded with 
hardware men. A number 
of the more serious-minded 
have found their way down 
to Union Square and have 
more or less gracefully sub- 
mitted to interviews about 
what happened by the sad 
sea waves! 


mend 





s * * 


One of these visitors as- 
sured me, on his word of 
honor; Honest Injun; cross- 
my-heart-hope-to-die, that 
you could not get a drink of 
intoxicating liquor at the 


Convention. 





“The best service I can render 
the hardware trade is to recom- 
that they set aside one 
evening, take home the Conven- 
tion Number of Hardware Age, 
shut off the radio, hang up the 
telephone, lock the door and study 
it carefully from cover to cover. In 
return for your salary and your ex- 
penses you owe it to your house to 
post-up and inform yourself on all 
the excellent speeches made at the 
Do it tonight!” 


—Saunders Norvell. 


is that I never heard a sin- 
gle speech. I suppose there 
was a keynote, but I never 
heard of it. I put in most 
of my time walking on the 
boardwalk, sitting around 
the hotel lobbies and attend- 
ing some of the room par- 
ties. I have been looking 
around for a HARDWARE 
AGE to find out what did 
happen at the convention. 
Say, can you have me sent 
a copy of their Convention 
Number to my room at the 
hotel?” 

That was all I got out of 
him, and it cost me a lunch! 





* * * 


Ding-a-ling-a-ling. Tele- 





convention. “No, sir!”— 
said he. “All of those con- 
vention amateur barkeepers have plumb gone out of 
business. You could just wander around from room to 
room and all they would offer you would be White 
Rock, Canada Dry or C. & C. Do you know”’—said 
he—“it’s simply fine to see, on account of your ar- 
ticle about drinking at conventions, how they have all 
stopped right off. This was about the driest con- 
vention that ever was. The only thing that saved the 
convention from a social standpoint was the story- 
telling. We got together in our rooms and told each 
other stories. You bet I heard some good ones.” He 
took out his little red book and proceeded to read to 
me some of the stories out of the book. “But’—said 
{—“suppose anything happened to you and they should 
find this book of yours on your person.” “Oh, that’s 
all right”—he answered. “Nobody can read that book 
but myself. I put all my stories down in hieroglyphics 
and in our private cost mark.” 

So that was one interview. Now, dear readers, you 
can take this interview or you can leave it. I have 
my own personal opinion of this particular hardware 
man! 

% % * 


A hardware jobber telephoned at noon. “Hurry up!” 
—I replied—‘“or you will miss a free lunch.” He came 
down from the Waldorf in a taxi. “Well’”—I said— 
“tell me about the convention. What were the speeches 
all about? What was the keynote of the convention? 
What are the highbrows and wise-crackers of the hard- 
ware trade recommending?” 


* * * 


This hardware jobber scratched his head, chewed his 
cigar and then said—“You know, really, the plain truth 


phone. “Say, old _ fellow, 
haven’t had time to get down to see you, but won't 
you drop in at the hotel on your way home at five 
o’clock? There is some very important business on 
hand. Be sure to be there. We are having a commit- 
tee meeting.” 

I attended the meeting. They also assured me that 
there was never such a dry hardware convention since 
Prohibition. The committee was still dry. After some 
of the amenities had been attended to, | pursued my 
quest for knowledge about the convention. ‘What was 
the keynote?”—I inquired. ‘Keynote?”—said one 
prominent hardware manufacturer. “Keynote? Bill, 
what was the keynote?” “Oh, yes’”—answered Bill. 
“The keynote was that Dennis Merriman was elected 
President of the Manufacturers’ Association. That 
was the keynote. You know’’—said he—‘“for some rea- 
son or other, Dennis is looking younger and younger. 
He is still the handsomest of all the handsome men 
among the hardware manufacturers of the U. S. A.” 

“Yes’—said another man, as he shook the ice in his 
glass of White Rock—‘“Dennis certainly is handsome. 
You know, since his hair is turning gray, it seems to 
be more wavy than ever. That Dennis marcel wave is 
the envy of all the ladies and just think, with him it 
is perfectly natural while a permanent wave costs the 
dear girls $15 and a whole afternoon, besides.” 


* m x 


“Well”—I said—‘“that is fine news about Dennis. He 
deserves the honor, but can’t anybody here tell me about 
any other serious business that was attended to at the 
convention?” “Sure!’’—replied one hardware man from 
a large Western city. “There was a lot of serious 
work done at this convention. For instance, there was 
C. W. Asbury’s report of the operation and progress 
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of The Hardware Council. Mr. Asbury devoted 75 per 
cent of his paper to telling us that the work they had 
on hand was so vast that we could not expect any 
report from them. Then he devoted 25 per cent of the 
time that was left to telling us that if we would be 
good and wait long enough, we would get a pamphlet 
giving an account of their progress.” 
“Yeah”—remarked another hardware jobber—“this 
report of The Hardware Council reminds me of a 
salesman I once knew who worked a territory for two 
years and was then fired. He thought he had been 
treated very unjustly. ‘Why’—-said this salesman—‘I 
was just getting ready to do some real, constructive 
work when the boss fired me. You see’—said the sales- 
man—‘the work I was doing was not spectacular because 
it was so thorough. Nobody knew what hard work I 
was doing—how hard I was thinking. If I had just 
been allowed to stay on the territory, all the results of 
my planning and thinking would have shown up later, 
but the trouble with that boss of mine is that he always 
wants quick results. He is too impatient. He is not 


willing to wait.’ ” 
* * aa 


“Yep, yep”—came in a chorus from the hardware 
men in the room—“that Hardware Council is sure do- 
ing deep, constructive work. Their work is just like 
building one of these skyscrapers. First they have to 
tear down all the old buildings. Then they blast the 
rocks for 50 feet. Now, for a long time, nobody would 
know that a building was being erected. You see, there 
is a high fence always built around the excavation. Of 
course you can hear sounds coming up out of the hole. 
However, it does seem that nothing is being done. 
Nervous people do get impatient, but say, boys, when 
that foundation is built and that building comes up 
out of the hole you realize what good work has been 
done. Yep, yep. You just wait! When The Hard- 
ware Council get through with excavation work, we 
will realize that some hard thinking and some deep 
planning has been done. Don’t be unreasonable. Just 
give them time.” 

“Fine!”—I said, as I took out my notebook and en- 
tered, opposite the memorandum, “Find out about The 
Hardware Council.” “Just wait. Report coming later. 


Field covered very large—enormous!”’ 
* * * 


“But’—I said—“what other subjects were discussed 
at Atlantic City? Did Fayette R. Plumb, for instance, 
talk about national advertising?” ‘‘No, no”’—answered 
a hard-boiled hardware man. “Fayette is not talking 
about advertising now. Why, he talked about advertis- 
ing two years ago. His subject was—UNDER WHAT 
CIRCUMSTANCES DOES INCREASED TURNOVER 
BECOME UNPROFITABLE”?’ ‘“Well”—I inquired— 
“‘when does it become unprofitable?” “Oh!’”—said this 
hardware man as he pushed me into a chair—‘“sit down 
and stop asking questions.” ‘“But’—I answered—‘“I 
came here to gather information. It does seem to me 
that with a gathering of shining hardware lights such 
as there are in this room, somebody could tell me some- 
thing about Fayette R. Plumb’s speech.” 


* + *% 


‘‘Well’’—answered a New York hardware man as he 
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lighted a Lucky Strike—‘“Fayette’s speech was all about 
the small size of orders. Yes, there was a lot said at 
the convention about these orders in fractions of a 
dozen with positive instructions to ‘ship today’—little 
hurry-up orders, you know—very expensive. Why, the 
cost of a dinner at a New York City hotel would make 
a good-sized hardware order.” 


* * * 


“But’—lI insisted—“what else did they talk about at 
Atlantic City?” ‘“Well’—replied a well known hard- 
ware jobber from the South—‘“they did say quite a 
considerable about installment buying. It does seem 
that a large part of the buying public in 1926 have 
already spent all of their 1927 income. Now we sup- 
pose in 1927 they will spend all of their 1928 income.” 
“What is the matter with that?”—I said. “Nothing 
whatever”’—he answered—‘“unless something happens 
to the income.” “Then what?”—I inquired. ‘Oh, 
nothing much’’—was the answer. “It may check car- 
loadings a little, but the trade papers and all the maga- 
zines that sell advertising will still be optimistic. Be- 
ing a Jeremiah is not a popular role in this or any 
other country. What we want is to whoop up the sales 
and when we can’t cut the price, the next best thing 
to do is to stretch the terms like an India Rubber Band.” 


* * * 


“Say”’—remarked one delegate who was sitting on 
the window sill—“I know a sales manager who tried 
to put over a raise for one of his salesmen. The boss 
would not stand for it, so this sales manager just told 
the salesman, who traveled in an automobile, that he 
could charge up 15c. a mile instead of 10c. and he would 
O. K. the expense account. Well, well, how that traveling 
salesman did work that automobile after that! You 
see, if he traveled by rail from one town to another, 
it cost him $3, but with his special arrangement with 
his sales manager, he could charge up $15 in his ex- 
pense account for that trip.” “Sure, there’s more ways 
than one to skin a cat!”—remarked one of the most 
celebrated sales managers in the United States, which 
of course means the worl. 


. * * 


“Then there was quite a considerable talk’—volun- 
teered a bald-headed hardware man from the South- 
west—“about Henry Ford and his five-day week. Quite 
a considerable number of people seemed to think that 
some of his competitors were throwing the hooks into 
Henry. Here Henry only wants a five-day week while 
General Motors come out with one of the most profit- 
able statements they have ever made. You see, it was 
all right to have these little Ford jokes early in the 
game. Nobody seemed to mind them. There was too 
great a difference between the Ford cars and the others, 
but now when the other cars are getting down in price 
very close to the Ford, somehow, the ultimate consumer 
does not like to have fun poked at him about his little 
“Tin Lizzie.” Times change. Ford jokes were a good 
investment once, but Ford jokes are not paying so well 
now.” 
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Display wall for bathroom fixtures installed by W. N. Hart of the Kelley-Duluth Co., Duluth, Minn. 
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This wall is about 


twelve feet long, eight feet high und six inches thick and is made of two thicknesses of heavy wallboard, enameled white 


on the store side, the other side forming the back of the 


window 


Bathroom Fixture Display Occupies 
Otherwise Useless Space 


Minnesota Hardware Merchant Designs Novel Display Wal! and Installs 
It Backed Up Against One of His Front Windows 
Increases Sales of Bathroom Fixtures 


“) HERE is no question but that bath-room fixtures 
are a profitable line in most hardware stores 
where they are properly displayed. But the big 

question seems to be as to where and how to display 
them. 

W. N. Hart of the Kelley-Duluth Co. seems to have 
solved the problem successfully by a display wall backed 
up against one of his front windows. This wall is 
about 12 feet long and 8 feet high and 6 inches thick 
to allow the insetting of any fixtures of that tvpe and 
is made of two thicknesses of heavy wall-board enam- 
eled white on the store side—the other side forming 
the back of the window. It is divided into three sec- 
tions for the display of different styles of fixtures, one 
section being set in grooves and counter weighted like 


an ordinary window sash so that it may be raised to 
permit entrance into the window. 

The display can be readily seen from any part of 
the store; shows up much better on the white enameled 
wall than it would on the usual dark background and 
utilizes what would ordinarily be a waste corner. Its 
very location serves as a reminder to customers leaving 
the store of some fixtures at home which need replac- 
ing and the annual volume of these “pick-up” sales 
runs into hundreds of dollars according to Mr. Hart. 

It does seem to us that a display of this kind could 
be advantageously set up in many of our readers’ stores. 
The idea is good and should serve as an aid to additional 
profits. We know of several other merchants who have 
made a success of bathroom fixtures. 
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Have You Heard / 
This One < 














anything but a Rolls Royce. 





About the best a pedestrian can ex- 
“ay pect now is that he won’t be hit by 


45 

















The teacher had been commenting on 
Jimmie’s essay work. “If you would 
put in more of a personal touch I am 


” 


sure you could do better,” she said. 

Jimmie’s next essay ended as fol- 
lows: “And by the way, teacher, 
could you spare me two bits?” 


Be ee ee 


“Cheer up, old man! Dame Fortune 
will knock at your door one of these 
fine days.” 

“She'll jolly well have to knock; her 
daughter, Miss Fortune, has wrecked 
the bell.”—Boston Transcript. 


“If you must whistle,” stormed the 
irate boss, “whistle while I am out to 
lunch.” 

“But I can’t then, sir,” protested the 
office boy. 

“Can’t? Why can’t you?” 

“You just light one of those big 
cigars of yours and try it yourself.” 


A young woman with aspirations to 
be a singer, and, as is so often the 
case, little e'se, went to a German vocal! 
teacher for a tryout before arranging 
to take lessons. The professor sat 
down and played a selection while the 
budding but ambitious singer poured 
out her choicest assortment of notes. 
When all was over the _ professor 
swung around on his stool and in 
wrathful voice said: 

“Ach! Never have I heard such a 
voice! I blay on der vite keys und I 
blay on der black keys, but you sing 
in der cracks!” 


“Going to hear the lecture on ap- 
pendicitis tonight?” 

“No, I’m tired of those organ re- 
citals.”—Punch. 


A.B.: “I’m smoking a terrible lot of 
cigars lately.” 

B.C.: “Well, don’t come and smoke 
that sort around me.”—Thanks to V. 
H. Brock. 


He: “If you keep looking: at me like 
that I’m going to kiss you.’ 

She: “Well, I can’t keep this ex- 
pression much longer.’”’—Bison. 


ee a ee 


“Golf,” said the village philosopher, 
“unnecessarily prolongs the life of 
some of our most useless citizens.” 











Newlywed: “My wife isn’t good at 
pastry, but she always insists on mak- 
ing the DOUGH-NUTS herself.” 

Veteran: “I fear you have ‘hard- 
wares’ ahead.”—Thanks to Victor 
Brock. 


Father: “I never kissed a girl until 
I met your mother. Will you be able 
to say the same to your son when you 
become a married man?” 

Son: “Not with such a straight face 
as you can, father.”—Gobling. 


on 


Tidd’s Girl: “Don’t you love driving 
on a night like this?” 

Tidd: “Sure, but I thought I’d wait 
till we got farther out of town.”- 
Yellow Can. 





“And you had the nerve to tell me 
that while I was away with the chil- 
dren you spent every night home— 
working!” 

“But,-my dear, of course I did!” 

“Oh, you did? Then how about this 
electric light bill of only fifty cents for 
the two months?”’—Selected. 





The husband was showing his wife 
over the new home in which they were 
to live. 

“Do you like it, dear?” he asked. 

“Oh, it’s perfectly wonderful,” she 
replied. “Those beautiful windows! 
The wonderful floors! The fine furni- 
ture—why, it’s almost as nice as a 
filling station.”—Wisconsin Octopus. 


The Offspring: “Papa, give me a 
nickel for an ice cream cone, I’m so 
warm now.” 

The Meanest Man in the World: 
“Come to papa, and I[’ll tell you some 
ghost stories which will make your 
blood run cold.”—Selected. 


A progressive young fellow who left 
the farm and got a job in the city 
wrote a letter to his brother who 
elected to stick by the farm, telling him 
of the joys of the city life, in which 
he said: “Thursday we autoed to the 
country club, where we golfed till dark. 
Then we motored to the beach and 
Fridayed there.” The brother on the 
farm wrote back: “Yesterday we 
muled out to the cornfield and gehawed 
until sundown. Then we _ suppered, 
and then piped for a while. After 
that we staircased up to our room and 
bedsteaded until the clock fived.” 


Ray: “Have you ever hunted bear?”’ 
Leonard: “No, I usually wear cord- 
uroys.”—Yellow Can. 
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George J. Benware 
Elected Vice-Pres., 
True & Blanchard 


Succeeds Carroll Huntington 
Who Has Resigned to Devote 
His Time to His Hotel 
Business 


George J. Benware has recently as- | 


sumed the position of vice-president of 
True and Blanchard Co., Inc., the well 
known Vermont hardware firm located 
in Newport, Vt. Mr. Benware re. 
places the vacancy caused by the re- 
tiring of Carroll Huntington from the 
firm. He has had many years of ex- 
perience in retail merchandising, start- 
ing his career in the country store 
operated by H. B. Hitchcock in West- 
field, Vt. For a number of years he 
has owned and conducted a store in 
Coventry, Vt. He is, therefore, well 
equipped with an understanding of the 
problems confronting the hardware 
dealer in the agricultural community. 
With this understanding, his ability 
and enthusiasm, he will help to keep 
this firm among the foremost in New 
England. The present officers of the 
firm are: W. W. True, president; Geo. 
J. Benware, vice-president; Charles G. 
Taylor, treasurer. 

The previous vice-president, Carroll 
Huntington, resigned to give his at- 
tention more closely to his hotel and 
tourist camp, the “Wayside Inn,” lo- 
cated just outside Newport, and on the 
main road to Quebec. 


W. R. Moulton Retires 


W. R. Moulton, who has been a stock- 
holder and active member of the Bar- 
ton, Vt., Hardware Corporation, has 


sold his stock and good-will in the firm | 


to J. G. Martin, treasurer of the or- 
ganization. Mr. Moulton will fully re- 
tire from the business, which will be 
carried on by Mr. Martin under the 


same name, The Barton Hardware Cor- | 


poration. 

This firm is the leading hardware 
store in this town and will continue to 
serve the community in the same effi- 
cient manner. 


eee 


Westinghouse Promotes 
R. E. Hellmund 




















icated at 
Park), Houston. 
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engineer. He has been with the West- 
inghouse company since 1907. . Mr. 
Dudley was born in Cincinnati and 
was graduated from the University of 
Michigan in 1902 with the degree of 
Bachelor of Science in electrical engi- 


neering. His connection with the com- 
pany began in 1904. 


eee 


Graybar Opens Branch 
House at Dayton, Ohio 


Opening of its fifty-ninth distribut- 
ing house, located at Dayton, Ohio, has 
just been announced by the executive 
offices of the Graybar Electric Com- 
pany. 

The new Dayton sales and warehouse 
branch will be in charge of Clem H. 
Dodt, sales manager, who will report 


to A. R. Loughborough, Graybar sales 


manager at Cincinnati. 


ee ee 


John C. Brill Company , 
Opens Branch in Houston 


The John C. Brill Co., sales represen- 
tative for iron and steel products, New 
Orleans, La., announces the opening of 
a branch office and warehouse at Hous- 
ton, Texas, in charge of Milton A. 
Hawkins, who will be temporarily lo- 
7052 Avenue F (Central 


J. H. Bunnell & Co. Moves 


R. E. Hellmund, formerly engineer- | 


ing supervisor of Westinghouse Elec- 
tric & Mfg. Co., has been appointed to 
the newly created office of chief elec- 
trical engineer, and A. M. Dudley, for- 
merly manager automotive equipment 
engineering department, has been ap- 
pointed to the position left vacant by 
Mr. Hellmund. Mr. Hellmund was 
born in Gotha, Germany, and was 
graduated from the college of IlImenau 
in 1898 with the degree of electrical 


Its Factory to Brooklyn 
After forty-eight years on Manhat- 


tan Island, J. H. Bunnell & Co., Inc., 


manufacturer and distributor of tele- 
graph, fire alarm and electrical equip- 
ment, 32 Park Place, New York City, 


announces the removal of its factory to 


new and larger quarters at Pearl and 


Prospect Streets, Brooklyn. 


The main office and warehouse of 
the firm will be continued at the Park 
Place address. 





that Saunders Norvell, 
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Monthly Meeting of 
Manhattan and Bronx 
Retailers’ Ass’n 


Saunders Norvell to Speak at 
November Meeting—Charles 
J. Heale Gives Tips for 


Success 


Success in business is largely a mat- 
ter of intelligently applied energy. 
Charles J. Heale of HARDWARE AGE 
told the regular monthly meeting of 
the Hardware and Supply Dealers’ As- 
sociation of the Manhattan and Bronx 
Boroughs, Inc., held at New York Turn 
Hall, Lexington Avenue and Seventy- 
fifth/Street, New York City, Tuesday, 
Oct. 26. President Edward J. Fergu- 
son presided and Secretary C. H. Til- 
son did the duties of his office. 

Mr. Heale’s talk was based on his re- 
cent 4000-mile trip in the West and 
South, looking for merchandising ideas 
and studying hardware conditions gen- 
erally. The talk was illustrated with 
some fifty photos from stores in those 
parts. These were projected on a large 
screen, and helped portray the condi- 
tions and methods described by the 
speaker. The extensive use of open dis- 
play tables came in for considerable 
attention. Many questions were asked 
from the floor, indicating that the Man- 
hattan and Bronx members are vitally 
interested in this present-day method 
of showing goods where they may be 
seen and sold. 

Speaking of success and failure as 
observed on the trip, Mr. Heale said 
that in practically every town visited 
the successful stores were those owned 
and operated by energetic dealers; that 
the only secret of success he could find 
was intelligently applied energy, a de- 
sire to serve the community, an interest 
in local activities and some definite 
selling activity on the outside to aug- 
ment good selling in the store. 

Joseph Bertram Jowitt, contributing 
editor of HARDWARE AGB, and foremost 
show card writer and instructor, was 
to have participated in this meeting. 
Illness forced a postponement of this 
feature. Mr. Jowitt will be present at 
a later meeting. 

The Hardware Boosters were repre- 
sented by Secretary Roy C. Schmidt, 


|Stanley Works; newly elected Junior 


Chief, Fred Hinchman Russell Cutlery 
Co.; Oscar Watts, E. C. Atkins & Co., 
and Charles J. Heale, HARDWARE AGE. 
There was considerable diseussion on 
open display in an informal way. All 


of the Boosters offered their help and 


suggestions based on _ observations 


when on the road. 


President Ed Ferguson announced 
contributing 
editor of HARDWARE AGE, would be the 


speaker at the November meeting. 
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American Gas Machine 
Company Builds New 
Factory Building 


New Factory to Be Used Entirely 
for the Manufacture of 
Firm’s Line of Popular 
Stoves 


By way of a fitting celebration of 
the thirtieth anniversary of the found- 
ing of the American Gas Machine Com- 
pany of Albert Lea, Minnesota, this 
well-known manufacturing concern has 
recently awarded the contract for the 
first unit of a group of new factory 
buildings and construction work is al- 
ready under way. 

The new factory will be used almost 
entirely for the manufacture of 
kitchenkooks, providing ample room for 
further development of this particular 
branch of the American Gas Machine 
Company’s business. The transfer of 
the kitchenkook department to the new 
plant will provide the much needed 
room to take care of the rapidly grow- 
ing demand for other American prod- 
ucts, particularly kampkooks, ready- 
lite lamps and lanterns and radiant 
heaters. 

The most modern and approved type 
of factory building construction will be 
used throughout. About four acres of 
additional floor space will be provided 
by these new buildings, more than 
doubling the capacity of the present 
plant, which is now the largest in the 
world devoted to the manufacture of 
gasoline lighting, heating and cooking 
appliances exclusively. When com- 
pleted and equipped, the new plant 
will represent an investment of ap- 
proximately one million dollars. 


—— 


Green-Case, Inc., Appoints 
Charles G. Johnson 


Green Case, Inc., Racine, Wis., an- 
nounces the appointment of Charles G. 
Johnson of New York as Eastern sales 
representative for Green Line Tackle 
Cases. For the present his headquar- 
ters will be at 98 Park Place, New 
York City. 


Fairfield Rotary Club 
Honors Its Oldest Member 


William Louden, president of the 
Louden Machinery Co., Fairfield, Iowa, 
was recently the guest of honor of the 
Fairfield Rotary Club, in celebration 
of his eighty-fifth birthday. A feature 
of the evening was the holding of a 
series of tableaux showing some of the 
important events in Mr. Louden’s life. 

For the Rotary Club A. G. Jordan 
made a speech to express the admira- 
tion and respect in which Mr. Louden 
is held in the club and in the com- 
munity. 
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William Louden 


Mr. Louden then made a short speech 
in which he told of the very great 
pleasure the evening gave him. He 
made a graphic and interesting account 
of his early struggles and showed in a 
most effective way his great apprecia- 
tion of the honor which was being 
shown him. He also paid a_ high 
tribute to the unfailing support and 
helpfulness and encouragement of his 
wife and gave her a large share of the 
credit for the success he had won. 

At the close of Mr. Louden’s remarks 
baskets of roses were presented to Mr. 
Louden by Wa!ter V. Hughes on behalf 
of the employees of the Iowa Malleable 
Iron Company of which Mr. Louden is 
president, by Roy Louden on behalf of 
the employees of the Louden Machinery 
Company and to Mrs. Louden by C. M. 
Graham on behalf of the Rotary Club. 


Oriental Hardware Merchants 
Plan Tour of United States 


Otokichi Hayashi, president of the 
firm of Hayashi Otokichi Shotem, im- 
porters of hardware and machine-me- 
chanics’ tools, 16 Hamadori Nichome 
Dojima, Osaka, Japan, together with 
I. Tsuzaki, Y. Inouye, K. Sakai and I. 
Higaki, Oriental hardware merchants, 
are enroute to the United States for a 
visit to the Sesquicentennial in Phila- 
delphia. They also plan to visit the 
other important cities in this country 
and desire to meet and get acquainted 
with as many hardware and tool manu- 
facturers in the United States as pos- 
sible. 

These gentlemen can be reached at 
the Hotel McAlpin, New York City, 
from November 1 to 8. 


New Connecticut Dealer 


The New Haven Bicycle & Variety 
Store Co., New Haven, Conn., has in- 
corporated under the laws of that 
State with a capital of $20,000. The 
company will deal in bicycles, toys and 


hradware. The incorporators are David | 


Paris, B. F. Lerch and W. L. Brody. 
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National and State Ass’n 
Officers Attend Monthly 
Philadelphia Meeting 


Those in Attendance Include 
Hobart Beatty, R. J. Atkinson, 
Herbert P. Sheets and Bob 
Murray 


JH vention, « m of Atlantic City con- 
vention, a most unusual gathering 
of retail hardware merchants 
occurred in Green’s Hotel, Philadel- 
phia, on the evening of Oct. 21, at the 
monthly meeting of the Philadelphia 
Retail Hardware Dealers’ Association. 

The significance of three factors. 
combined to maintain a strong retail 
organization was made _ impressive 
through the presence of Hobart R. 


Beatty, president; R. J. Atkinson. 
vice-president, and Herbert r. 
Sheets, secretary-treasurer of the 


N. R. H. A., Robert Murray, president: 
Harry D. Kaiser, vice-president, and 
Sharon E. Jones, secretary-treasurer 
of the Pasha together with the elective 
officers and members of the local asso- 
ciation. 

Such guests as Hugh F. McKnight 
and B. Frank Abtrim, past presidents 
of the Pasha, George C. Brown, presi- 
dent, the Penn National Hardware 
Mutual Insurance Co., and _ Rivers 
Peterson, editor, Hardware Retailer. 

Hobart Beatty, national president, 
congratulated the PhHadelphia_ mer- 
chants on the advantages they enjoyed 
in getting better acquainted during 
their succession of meetings, the oppor- 
tunity of forming personal contacts 
and putting through sales promotion 
plans for healthy commercial advance- 
ment. He referred to the organization 
of his firm by his grandfather in the 
year 1848—that everything that came 
from Beatty’s was a quality article and 
the profits were long—now a thing of 
the past. He was formerly a strong 
advocate of nationally advertised mer- 
chandise but now he has changed his 
opinion and has 180 feet of counters 
the same as syndicate stores, is watch- 
ing trade closely and finds he is getting 
a call for smaller merchandise. He 
asked his hearers—“How as hardware 
men, knowing the trend of buying, 
knowing the changed conditions, can 
you hold to the old traditions, having 
no control of the selling prices of na- 
tionally advertised goods, when you can 
buy just as good merchandise as those 
nationally advertised and being put out 
as bait at selling prices lower than you 
can buy? Mark time on nationally 
advertised brands, I am wondering if 
it is not time to merchandise ourselves 
and gain the confidence of our cus- 
tomers?” 

R. J. Atkinson, First National vice- 
president, shot straight from the 





(Continued on page 74) 
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Stir Created by Supreme Court Decision 
Limiting President’s Appointive Powers 


By L. W. Moffett 


(Washington Bureau of HAkDWAKE Auk) 


States created such a stir as that of Monday, Oct. 25, which 


Sstates has a decision of the Supreme Court of the United 


denied Congress the power to control the President’s right to 


remove certain Federal officers. 


Members of the Senate have been 


particularly agitated over the finding—at least some of them have 


been—and seem to be in a state of near consternation. 


At least 


that is the impression gained from a great deal of comment on the 


decision. 


It was rendered by a margin of one. 


Chief Justice Taft 


read the majority opinion, which was supported by himself and five 


associates. 


The case revolved about the action 
of President Wilson in removing a 
postmaster at Portland, Ore., from 
office. While the decision is important 
and to some extent may have more or 
less far-reaching effects, it is the view 
of legal minds, neither in political nor 
other immediately interested circles, 
that after all it merely is upholding 
again the American scheme of govern- 
ment, unique in many respects from 
other governments, and especially so 
as it sets up checks and balances 
through the constitution by its three 
branches, executive, legislative and 


judicial, each coordinate with the other. | 


It is pointed out that under the law 
the Chief Executive plainly has the 
power to remove a postmaster without 
the “advice and consent of the Senate,” 
even though such approval has to be 
given by that branch of Congress 
when it comes to making federal ap- 
pointments. 

The principal interest 
cision to business interests of the 
country lies in its effect in permitting 
or not permitting the President to re- 
move officials from certain executive 
branches and filling their places with 
appointees not qualified properly to 
hold offices which have direct bearing 
on business and industry. There are 
some officers whom, general opinion to 
the contrary, the President could not 
remove even if he saw fit, according to 
these legal students. An instance is 
that of the Interstate Commerce Com- 
mission, which actually is a legislative 
body, rather than an executive or- 
ganization, though it is made up of 
members appointed by the President. 
In the majority opinion, it was pointed 
out that the constitution carries a 
clause which gives to Congress the 
power to limit and regulate removal 
of inferior officers by heads of depart- 
ments. Moreover, it is not likely that 
the American public is going to be con- 
vinced that any President, under a 
democratic form of government, would 


of the de-— 


it is pointed out by 


cause, 
antidote of powerful proportions and 
the checks and balances of the constitu- 
tion remain adequately intact to take 
care of such a highly improbable show 
of authority. And, if necessary, Con- 
gress could find other weapons. One 
of them, a mighty one it is, is in the 
matter of refusing to make appropria- 
tions. 

It may be expected that certain ele- 
ments in Congress will attempt to 
make a great deal out of the decision 
and probably try to show that it means 
the setting up of a despotic form of 
government, benevolent or 
but the indications are that such talk 
will be discounted as_ political 
angue. The constitution certainly is 
not likely to be amended on_ the 
strength of the decision. 





The population of the 





drive to secure a reduction of the cor- 
poration income tax rate at the short 
session of Congress, instead of waiting 
until 1928. It is likely that other 
business interests of the country may 
either directly join the lumber indus- 
try in its efforts, or at least support 
the movement’ independently. The 
lumber industry proposes to get quick 
results through a joint resolution 
without incurring the labor of a gen- 
eral tax revision, and thus cut three 
and one-half points from the corpora- 
tion tax rate. It has been particularly 


burdensome to the lumber and timber 


Public opinion would be one_ 


har- | 


interests. The lumber’ industry is 
convinced that Congress will enact the 
resolution if it is convinced that the 
public wants it done. For this pur- 
pose it already has started a concerted 
effort to effect a convincing demon- 
stration of its purpose. The corpora- 
tion income tax rate is now 13% per 
cent, the highest in history. The lum- 
ber industry points out that for part- 
nerships and individuals maximum nor- 
mal tax rate is only 5 per cent. It 
was also explained that. corporations 
pay almost 60 per cent of the Federal 


. | Income taxes and despite the large sur- 
otherwise, | 


plus in the Treasury, it is stated, the 
corporation income tax is maintained. 





One of the interesting lights which 
shone at the recent annual convention 
of the American paint and varnish in- 


dustry in Washington was the call to 


Philippine | 


Islands amounts to only 11,000,000, or | 


a little more, yet during 1925 Ameri- 
can -exports of hardware 
lines to the Islands amounted to nearly 
$1,000,000, according to a bulletin is- 
sued by the Department of Commerce. 


In introducing the study, prepared by 


Trade Commissioner Edwin B. George, 
Director Julius 
Klein of the Bureau of Foreign and 


Domestic Commerce that with proper 
regard for conservatism, it is felt that 


Islands’ 


this accomplishment is in the long view 
only a beginning. He declares that 
the real economic development of the 
splendid resources is. still 


,ahead, and we can hardly offer goods 


that will 





be so bold as to attempt wholesale re- | 


moval of officers in the absence of good 


profit more readily from 
healthy exploitation than the tools and 
implements with which it is accom- 
plished. Even though the growth be 
slow, the market is already a suffi- 
ciently paying one to merit the full 
attention of American manufacturers; 
the possibilities of the future can be 
considered an extra inducement. 





The lumber industry of the United 
States is going to make a strenuous 


artd allied | 





the American farmer to “free the 
house painter from the foreign yoke.’’ 
It was explained that one of the most 
important ingredients of paint is tung 
oil. This now is obtained almost ex- 
clusively from China and is extracted 
from the nuts of the tung tree. The 
planting of tung tree seedlings have 
been made in Florida and the experi- 
ment, it is stated, is proving success- 
ful. Land which otherwise would be 
wasted is being utilized. Due to scien- 
tific extraction and cultivation a better 
quality of oil than is secured from the 
Far East is being obtained, according 
to claims made at the convention. 
Tung tree cultivation was held to be 
the cornerstone of the painters’ demand 
for independence from foreign control. 
It also was pointed out that the United 
States now is producing chemical 
colors and lakes which formerly were 
imported from Germany. All this 
work is directed from the laboratory of 
the National Varnish Manufacturers’ 
Association and the Paint Manufac- 
turers’ Association of the United 
States, maintained cooperatively at 
Twenty-second Street and New York 
Avenue, Washington. 
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General Market News 





Hardware Sales Improving— 
Christmas Lines Active 





W 


ITH prices evincing no tendency toward weakness, hardware 
sales throughout the country are consistent, according to re- 
ports from the various hardware market centers. “The buying of 


holiday merchandise is becoming an increasingly important factor in the 
situation. Regular winter merchandise—snow shovels, pushers, etc.—is 
also moving well, and the total volume of business from this source at 
this writing is equal to or exceeds sales for the same period last year. 

Collections, always indicative of basic business conditions, are re- 


ported as satisfactory. 


Window Glass Is Higher 
in Boston Market 


While cotton, gasoline, industrial 
alcohol, brass and copper’ products, 
pig lead, some kinds of batteries and 
automobiles are going down, and while 
ridiculously low prices have and are 
being made on some kinds of foundry, 
machine shop and factory work, the 
hardware market continues remarkably 
free from disturbing price changes. 
Jobbers in Boston intimate slight re- 
ductions in screens and doors and in 
sash cord are in the making, but the 
only actual change of importance re- 
ported by the trade at that center the 
past week was an advance of 5 per cent 
in window glass. 


Report of Mail Order Con- 
solidation Denied 


Silas H. Strawn, chairman of the 
board of directors of Montgomery, 
Ward & Co., denied, Oct. 26, that a 
merger of his company with Sears, 
Roebuck & Co. had even been contem- 
plated, according to a United Press re- 
port. 

“As far as I know no such action 
has been contemplated,” Strawn told the 
United Press. 

“And I know that the matter has 
never been before the board of direc- 
tors,” he added. 


eet ee ee 


Farmers Associations In- 


crease Trade Volume 


Business transactions by farmers’ as- 
sociations increased in volume, as 
measured in dollars, from $636,- 
000,000 to $2000,000,000 during the 
ten-year period ending with 1925, ac- 
cording to a preliminary estimate by 
the Division of Cooperative Marketing 
of the United States Department of 
Agriculture. The greater part of the 
cooperative activity in 1915 was in 
Iowa, Minnesota, North Dakota, Wis- 
consin, Kansas, Illinois, New York and 
California. There was but little ac- 





tivity, relatively, in the New England 
States, the Southern States or the 
Rocky Mountain States. 

The center of the cooperative move- 
ment is still in the North Central 
group of States, although during the 
past ten years there was considerable 
development among the cotton and 
tobacco growers of the Southern 
States. Big gains in volume of busi- 
ness transacted were made in Illinois, 
Minnesota, Ohio, Indiana, Kentucky, 
Nebraska and Missouri, the percentage 
increase in the latter named States be- 
ing phenomenal. 


Window Glass Ware Active— 
No Price Changes Expected 


Window glass manufacturers say 
business is spotty, but that the number 
of orders being placed with them 
shows a steady increase with the usual 
request that the glass be shipped 
promptly. Prevailing conditions are 
looked upon as a healthy sign for the 
industry, as the demand in evidence is 
in excess of output. Authorities look 
for a continuation of activity at the 
present or higher level for the re- 
mainder of this year. Industrial and 
crop conditions, in addition to the ex- 
tent certain cities have overcome the 
shortage of dwelling houses, influences 
the market in their respective locali- 
ties. As a result shipments of window 
glass are going into all States, but not 
in any great amount to all of the more 
prominent cities. 


Plate Glass Market 
Disappointing 


Plate glass manufacturers are dis- 
appointed in orders that are being 
booked by them at present. A stronger 
market had been anticipated. They 
are inclined to believe, however, that 
the present volume of business will be 
maintained well through the remainder 
of the year. On the other hand the 
jobbers are pursuing the hand-to- 
mouth policy of buying. From their 





requests for immediate shipments, it 
is taken that the stocks in the distrib- 
utors’ hands are generally low. 





Business Needs Good Faith, 
Says Credit Men’s Ass’n 


Observing an increasing disregard in 
business of good faith, the intangible 
backbone of credit, the committee of 
credit policies and methods of the Na- 
tional Association of Credit Men urged 
all buginess men at a meeting held Sat- 
urday to enlist themselves in proclaim- 
ing the necessity of good faith for the 
advancement of economic progress. 

The committee points out that upon 
an actual money wealth of about $9,- 
000,000,000, the credit circulation in a 
year is $500,000,000,000 because of the 
confidence business men have in the 
good faith of their customers to pay 
their obligations. 

The committee’s declaration reads as 
follows: 

“The volume of credit has expanded 
rapidly in the past quarter of a century. 
When we turned into this century, the 
credit exchanges annually were ap- 
proximately $85,000,000,000, which rep- 
resents a perfectly intangible medium. 
The circulation of credit in such a 
large volume is founded on confidence 
and confidence controls when credit is 
backed by good faith. If this were not 
so, credit could not circulate in such 
large volume as we find in the present 
day. To the extent that good faith pre- 
vails and is protected, will credit con- 
tinue as a useful ally to business and 
assist in the building up of capital and 
wealth. 

“The committee on credit policies 
and methods of the National Associa- 
tion of Credit Men considers it a high 
duty to appeal for the protection of 
good faith in credit contracts. Every 
enterprise selling goods or loaning 
money in exchange for credit must, 
even for selfish reasons, root out ever 
tendency that would affect good faith 
in credit transactions. This means not 
alone that a high sense of honor should 
be expected of those whose credit is 
accepted, but that a high sense of honor 
should control with those who accept 
this credit.” 


Business Outlook Favorable. 
Says New York Bank 


“The general outlook for business 
during the next few months remains 
favorable, despite the less encouraging 
position of agriculture resulting from 
the bad weather experienced in numer- 
ous localities and the violent break in 
the price of cotton,” says the Guaranty 
Trust Co., New York, in it’s recent 
bulletin, which continues, “the latter is 
without doubt the most important de- 
velopment of recent weeks bearing on 
the Saletan outlook. With farm prices 
of raw cotton several cents below the 
average cost of production, returns to 
cotton-growers will be severely cur- 
tailed, and the reduction of purchasing 
pore in the Cotton Belt will be felt 

y business throughout the country.” 
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Fall Hardware Active in N. Y.— 


City Business Shows Improvement 


ITY and town business in the territory depending upon the New 
York wholesale hardware market is showing steady improvement 


from a sales volume standpoint. 


There is some complaint that 


net profits are not as high as they should be for the volume of business 
being done, but there is no question about the improvement in demand 
for hardware. Both staple and seasonal goods are enjoying substantial 
call. The city and town business is better because of the very encourag- 
ing manufacturing activity, it is believed. 

Prices generally are firm. There has been a decline on steel butts 
and garage sets, and at press time it is believed that sash cord will 
decline soon. Collections are slightly better in most quarters. 


Jobbers featuring Christmas lines report some early interest. 


Fall 


goods have had a good wholesale and retail sale due to the stretch 


of cold weather in this section. 


Rope Prices Are Unchanged | 


for November-December 


Notices from rope 
and distributors state that rope prices 
for the November-December period will 
be the same as prices during the Sep- 
tember-October period. These are given 
here. First grade manila is 24 cents, 
second grade 22 cents. 


Garage Sets Decline to 


$2.25 Per Set 


Metropolitan hardware jobbers an- | 
nounce a decline on garage sets. Cor- 
rected prices are given here. These | 
represent a decline of 25 cents in single 
lots and 15 cents in lots of six or more. 
The demand is reported as being very | 
good, with stocks apparently adequate. 

JOBBERS’ we ef eb TO RE.- 

TAILERS, F. EW YORK: 


Garage sets, aa per set. In lots 
of twelve or more, $2.10. 

Garage door holders, $1.65 per pair. 
Lots of 72 sets, $2.00 per set. In lots 
of six or more pairs, $1.50. 


Sash Cord Decline Predicted 


in New York 


At press time there was considerable 
speculation on the sash cord prices. It 
appeared to be the general opinion that 
prices given here may decline very 
shortly. There has been some weak- 
ness in the local sash cord market in 
the past ten days. 


isfactory. 
JOBBERS'’ et a eh oo TO RE- 
TAILERS, F. O. NEW eget 


Sash cord, a Sy Spot No. &, 66c. 
per Ib. Phoe nix, No. & 36c. per Ib. 
Sachem, No. 8, 3le. per Ib.. and 
Aetna ‘No. 8, Zic. ‘per ib.: No. 7 
takes Ic. per Ib. advance; while No. 6 
is 3c. per Ib. higher. 


Furnace Scoops Very Active; 
Local Stocks Light 


The demand for furnace scoops has | 
been so great and steady that leeah | 
wholesale stocks are light, according | 
to reports received at press time. The | 


| 


eR 
cee 


manufacturers | 


| 





steady run of cold weather and the light 
early buying are said to have brought 
about this condition. Prices continue 


unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F. 0. B. NEW YORK: 


Furnace scoops, hollow back, mal- 
leable D handle, $5 per doz.; riveted 
with wood |) handle, $9.50 per doz 


Linseed Oil Prices Higher; 
Market Activity Fair 


The demand for linseed oi! is fair, 
with card prices of Oct. 26 slightly 
| higher. These are as follows: 

In lots of less than 5 bbls., 11.8e.: 

in lots of 5 bbls. or more, 11.4¢.: Cal- 

eutta Linseed Oil in bblis., 15.7e.: 

Rolled O81, 4/10¢. extra per Ib.: 

Double Boiled OU, 5/10e. extra’ per 

Ib.; O11 in half bblis., 7/10e. per Ib. 

additional, 


ee ew ene oe 


Steel Butts Now 1714 
in New York Market 


New York hardware jobbers announce 


that steel butts 34% by 3% are quoted 
at 17% cents in less than case lots and 


The demand is con- | 


prs Ae fairly good and stocks are sat-| prices given here will hold for some 


at 15% cents in case lots. Butts 4 by 4 





: 


| Staple Items Fairly 


Cents | 


are quoted at 28 cents in less than case | 
lots and at 24 cents for case lots. The 


demand is said to be very good at the 
present time. These prices are some- 
what lower than the regular market 
price which has prevailed in this sec- 





tion in recent weeks. It will be remem- | 


bered that there were low butt prices 
about three months ago, but these did 
not continue. It is believed that the 


time. 


a ee 


Snow Goods Future Fair: 
Prices Appear Firm 


Futures appear to be fair for various 
snow goods. New York jobbers say that 


tailers $2 


Good Sales Reported for Ash 
Can Trucks 


A good sale is reported for ash can 
trucks. New York jobbers quote re- 
17 each on the Moore Han- 
dy ash can truck. 


N. Y. Demand Is Good for 
Stove Pipe, Elbows 


The local demand for stove pipe, stove 
pipe elbows and related accessories is 
very good. Prices are considered firm 
and stocks are apparently in good con- 
dition. The cold weather has helped the 
sale of this group of merchandise. 

JOBBERS’ QUOTATIONS TO RE.- 

TAILERS, F. O. B. NEW YORK: 


Stove pipe, 4 in., 2%e.; 4% In., 
lbe.; 5 In., 16%e.; 5% in., Se. and 6 
in., 2le. per length. 

Stove pipe elbows, 4 in., $1.50; 4% 
in., $1.68: 5 in., $1.80; 5% in., $1.98 
and 6 in., $2.22—all per doz. 

Stove pipe collars, 4% in,, 45e.; 6 
in., 50ce.; 5% in., 55e.; 6 in., 60e. and 
7 in., $1.15—all per doz. 

Stove pipe dampers, 4% in., $1.20; 
bh in., $1.26; 5% in., $1.32: 6 in., $1.40: 
i in., $2.15 and ," in., $3.60 -all) per 
(loz. 


Active: 
Prices Continue Firm 


There is little change in the local 
market for screws, bolts, nuts and other 
strictly staple items. The demand for 
this class of goods continues fairly ac- 
tive and general stocks appear to be 
in good condition. Prices continue un- 
changed and no change is predicted. 

tow te a Satie ak TO RE. 

TAILERS NEW YORK: 


Machine ag %. a fand smaller 
iO and 10 per cent off list. ‘Machine 


bolts, longer and thicker, 40 and 10 
per cent off list. 

Common carriage bolts, ™ by. 6, 
and smaller, 40 off list: larewer and 


longer, 40 off list 

Stove bolts, 80 off list 

Lag screws, 50 and 7% off list 

Discounts on wood screws: Iron 
Bright, Flat Head, 77% per cent: tron 
Bright, Round and Oval Head, 75 per 
cent; Iron Blued, Round Head, 75 per 
cent; Brass, Flat Head, 75 per cent 
Brass: Round and Oval Head, 72% 
per Cent. 

These discounts apply to revised 
list of June 24, 1922. 

MX TRAS- 20-10- 10-5 » per cent, 


ar ee ee ne 


Weatherstrip Very Active: 
Stocks Are Adequate 


There is a good active demand for 
all kinds of weatherstrip in the New 
York hardware market. The present 
cool weather with considerable wind 
has been a stimulus to the consumer 


| demand for this item. 


prices are firm. A _ better demand is | 


expected later in the season. 


JOBBERS’ ~~ = aa TO RE. 
TAILERS, F. O. NEW YORK: 

Snow shovels, Me handle steel, $4 
doz.; snow shovels, long handle steel, 
in lots of 6 doz., $3.75 doz. 

Jalvanized snow shovels, $10 doz.: 
Menzie. $9.60 doz. Snow pushers, 
18 in., R314 c. each net: 24 in., $1 each 
net, 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F. O. B. NEW YORK: 


Wirf's weatherstrip, 500 ft. on reel, 


maroon, $48.50 per 1000 ft. White, 
$60 per 1000 ft. 
Nero weatherstrip, 500 ft. on reel, 


$36 per 1000 ft. 

Meonomy metal weatherstrip, 36 In. 
by 36 in. by 36 in. for windows 
$27.36 per case and $1.14 per e arton. 
Same 42 in. by 42 in. by 42 in., $31.68 
per case and $1.32 per carton. Bach 
carton contains sufficient equipment 
for one window. <A case contains 24 
cartons, 

Same for doors, 36 in. by 8&4 in... 
$28.30 per case and $1.20 per carton. 
Same 42 in. by &4 in., $30.96 per case 
and $1.29 per carton. Kach carton 
contains complete equipment for one 
door. A case contains 24 cartons. 


Me RD ae eee ven > 


“4 
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Chicago Sales Volumes Reported as 


Normal—Prices Are Unchanged 


(Chicago office of HARDWARE AGE) GALVANIZED WARE.—The 
ITH very few exceptions various items of hardware are | advance by the manufacturers on tubs 
moving in a most satisfactory manner, being stimulated by | 2nd pails is being well sustained, al- 
though jobbers’ prices have shown no 
oe change as yet. 





colder and clearer weather. Orders for spring shipment 
of some articles of summer merchandise continue to be rather light 
due to the fact that unseasonable weather during the past summer 
caused many dealers to carry over considerable stocks. However, 
the movement of fall and winter goods is showing a normal volume 
which will compare quite favorably with last year’s record. Holi- 
day goods are beginning to come into active demand and there is 
every indication that hardware dealers are planning to go after a 
larger share of the Christmas gift sales this year than ever before. 


uote from jobbers’ stocks. 
Py Chicago: Standard galvanized 
after-made _ tubs, my 1, $6; No. 2. 
$6.85; No. 3, $8: at. galvanized 
after-made pails, $2 hs 12 qt., $2.33; 
14 qt., $2.60.: One ‘gal. all gal- 
vanized oil — $2.35 doz.; 2 gal., 
$4.00 doz.: 3 gal., $6.00 doz.; 5 gal., 
$7.00 doz.; 1 bu. galvanized baskets. 
$6.20 doz.; No. 26% bu. bailed gal- 
vanized measures, $4.50 doz. 


GARDEN HOSE AND LAWN SPRIN- 


: : KLERS.—There is a fair amount of 
Prices continue to hold rather firm, although there are no actual | pusiness for spring delivery being re- 


advances reported this week. A solitary exception to this general | ceived. 


note of firmness is sash-cord, where a decline is quite possible in 
the near future due to a seasonal dropping off of sales coupled with 
a low cotton market. 

General business conditions in the Chicago area are considered 
good crop yields, while spotted and in some sections total failures, 
are on the whole somewhat better than earlier reports indicated, 


GLASS AND PUTTY.—There 
normal seasonal increase in the demand 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Garden hose, good 
que molded hose, ™% in., llc. per 
2.3 in., 12c. per ft.; % in., 13c. 
per fe: 5 ply, good quality, wrapped, 
1% in., 9c. per ft.; % in., lle. per ft. 
Lawn sprinklers, "Rail King, $28 doz. 
Original fountain sprinklers, $6 doz. 


steel mills are maintaining a high operating capacity through the | with the coming of colder weather. 


placing of heavy orders by the railroads and the employment sit- 
uation, especially in the industrial centers, is slightly above normal. 





AUTOMOBILE ACCESSORIES.—The 

: . — - . $1.92 per doz. pair; 4 x 4 steel butts, 
demand for winter items is increasing- old copper and dull brass finish, $3.76 
r weather arrives. per doz. pair; heavy steel bevel in- 
ly good as colde : side sets, $5.50 per doz. sets; steel 
We quote from jobbers’ siucks, bit-keyed front door sets, $1.50 per 
f.o.b. Chicago: set; wrought brass bit-keyed front 

50c. each; re guiar, 58c. each: Cham- door sets, $7 per set. 





pion X, 45c. each; Champion Blue leas HANDLES HAMMERS AND 
| CHAINS.—Prices are unchanged. HATCHETS.—Sales are very satisfac- 


Box line, 53c. each; A. C., 53c. each; 





We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A, 25 
in. bracket, 85 per cent discount: 
single strength A, 34 to 40 in. bracket, 
82 per cent discount; single strength 
A, all other brackets, 81 per cent dis- 
count; double strength A, all sizes, 
82 per cent discount; double strength 
B, up to 4 in., 87 per cent discount: 
balance, 85 per cent. Putty, pure 

rades, $3,75 per 100 lb.;: commercial, 
$3. 40 per 100 Ib. 


“ng of 100, 50c.; A. C. Special Ford, _ There is a very active demand for cow sory ‘anil gelesen ene: babiiner. Gan 
> eac ° . 
Spot Light. — Appleton, No. 3280, chains. . 
$6.50. We quote from jobbers’ stocks. pape gener 
Chains.—Non-skid, dozen pair lots, f.o.b. Chicag % in. proof. coil uote from jobbers’ stocks, 
35 per cent discount. chains, $8. 50 per 100 Ib. Henso Bull mm. Chicago: First quality 16 oz. 
Jacks.—National Standard, No. 21, Dog and Brown coil chains, 50-10 per nail hammers, $12 dozen; Maydole, 
$1.10 each. cent discount. No. 00-44% electric $12.60 a dozen; 15 oz. machinists’ 
; Pumps. — Rose, 1% in. cylinder, welded cow ties, $2.75 per doz. hammers, first quality, $9.20 dozen: 
1.85. caiuill Competitive grade, 16 oz. nail ham- 
Tires and Tubes.—30 x 3%, over- COPPER RIVETS AND BURRS. The hirer $6 to $3. 
size cord tires, $10.50 each; regular demand is holding up very well for this HATCHETS 
cord, $7.45 each; gray inner tubes, -— 
30 x 3%, $1.50 each; red inner tubes, season of the year. We quote from jobbers’ stocks, 
30 x 3%, $1.75 each. We quote from jobbers’ stocks, f.o.b. Chicago: First quality hatch- 
AXES.—There is a seasonal demand eon apne sedge all — and oes, Be. 5 Lage 2 4 go is first 
and prices are holding firm. ELECTRICAL AND RADIO MER.- oe J nsf ae. hae 
We quote from jobbers’ stocks. — 
Ph ho ell, Fg Be CHANDISE.—Sales are very good on hatchets, No. 2 broad, $12.50 dozen. 


bitted unhandled axes, 3 to 4 Ib., $14 all holiday items. Prices are firm. HANDLES, AGRICULTURAL.—T he 


dozen base; double bitted, $19 dozen 


base; good quality black unhandled if Te jobbers’ stocks, demand is normal and prices are hold- 
axes, same weight, single bitted, $13 Electrical Merchandise. — —<— ing firm. 


doz. base; single bitted handled axes, 2 

$15.50 to $24 per doz., according to re 4 —— — ef-s Dee ee 
quality and grade of handle: special lamp cords $14.25 per 1000 ft.: in 1000 
unguaranteed handled axes, $12 per ft. lots, $13.65; % in. brush brass key 


dozen base. sockets, 15%4c. each; two-way plugs 


BOLTS AND NUTS.—Prices are firm 45c. each; in lots of 10, 40c. each: 





- two-piece attachment plugs, _ 12c. 
with a steady demand. | each: dry cells, boxes of 50, 32c. 
We quote from jobbers’ stocks. each; less than case lots, 36c. each. 
f.o.b. Chicago: Carriage bolts, cut | _Radio Supplies.—Radio B batteries, 
thread, 45-5 per cent discount: small | No. 766, $1.40 each; No. 767, $2.62 
carriage bolts, rolled thread, 50-5 per | each; No. 770, $3.33 each; No. 772, 
cent discount; machine bolts cut | $3.62 each; No. 486, $3.85 each. 
thread, 50-5 per cent discount: small | Battery Chargers.—Apco line, lots 
machine bolts, rolled thread, 50-10-5 | of less than 10, $13.50 each net. 
per cent discount; all stove bolts. _Loud Speakers.—Western Electric 
75-5 per cent discount; lag screws, No. 522 W, $2.50 list. Discount, 30 
60 per cent discount. per cent. 


BUILDERS’ HARDWARE.—With | FILES.—Prices are firm and the de- 
sales normal for this season of the | mand is steady. 


We quote from jobbers’ stocks. 
year, prices remain extremely low. f.o.b. Chicago: American files, 60-10 





We quote from jobbers’ stocks. per cent off list: Nicholson files. 50 
f.o.b. Chicago: 3% x 3% steel butts. per cent off list: Black Diamond files. 
old copper and dull brass finish. | 40-10-5 per cent off list. 
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We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Hay Fork Handles. — Straight- 
chucked and a best grade, 44 
, $4.95 doz.; , $6 doz.; “= 4 
ft 4.50 doz.: . omy " $5. 30 | eg xX, 4% 

2.65 doz.; 5 ft., $3.10 doz. 

"Janes Fork ‘'Handles.—Bent- chucked 
and bored, best grade with strap, 
ferrule and cap, 4% ft., $8.25 dozen: 
5 ft., $9.35 doz.: 7 bent, conga strap, 
ferrule and cap, $6 doz.: 4 ft., 
$6.25 doz.; XX ak 4, ft., $4.95 
eas S fees $6.25 doz.; X bent, 4% 

a 25 doz.: 5 ft., $3.75 doz. 


grade, 4 ft., $5/25 doz.: ‘4% ft., $5.60 
doz.; XX bent, 4 ft., $4.55 doz.; 4% 
ft., $4.80 doz.; bent, 4 ft., $2.85 doz.: 
4% ft., $3.25 do 
rden Hoe leaedion, —XX, 4% ft., 
$3.80 doz.; X, 4% ft., $2.65 5 doz. 
Handies. “xx, , 5M ft., 
$3.80 doz.; X, 4% ft., $2.65 
Garden Rake Handles. ox 5% ft., 
$5.60 doz.; X, 5% ft., $8.55 doz. 


recent 


is a 














poe tata 








Tot fr Pe. ~ a2 
‘Joy Set advertisement in (lery Dec4 
































Beautiful SMIRRO Toy Sets— 


Have you 


If you have seen Mirro Fairyland 
Toy Sets in their new, beautiful, 
bright-colored picture boxes, 
you know they are finer than 
ever. You know they're going 
to sell fast this season. 


These delightful toy sets cer- 


tainly offera big selling opportu- 
nity —a year-round opportunity, 


got them? 


too; for Fairyland sets are in 
demand at all seasons. 


Mail the coupon opposite if 
you need information about 
this line. It’s not too late to 
order. We’re ready to make rush 
shipments. 


Aluminum Goods Manufacturing Company 
General Offices: Manitowoc, Wis., U.S. A. 
Makers of Everything in Aluminum 


Write today for 
this (atalog 


59 different Mirro Toy Sets are 
illustrated in this handsome big 
catalog. All sortsof combinations, 
rangingin retail price from 1§c to 
$2.50, enabling you to suit all 
classes of trade. Send for it now. 





Aluminum Goods Manufacturing Company 
Manitowoc, Wis. 
Gentlemen : Please send me the Mirro Fairyland catalog 


Name.............- FERTRSE PAN ors 
SOL MATE LENE ITA HSN CPE RATE 
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Shovel tandlies. 
XX, 4% ft., $6.50 doz.; 4h, ft., 
$4.30 doz.;: D handle, be st grade, $8.75 
doz.; X grade, $6.60 doz. 

Spade WHandies D handles, best 
grade, $8.60 doz.: grade, $6.60 doz. 


HANDLES, TOOL.—Prices are firm 
and the demand is active. 
We quote 
f.o.b. Chicago: 


Axe Handles. 
doz.: No. 2, $3 


Ke gular pattern, 


lh J 


stocks, 


No. 1 hickory, $4 
2, doz.; second growth 
hickory, $5 doz.; finest selected sec- 
ond growth hickory, $6.50 doz. 
Hatchet and Hammer Handles. 
No, 1, 90c. doz.:; finest second growth 
hickory, $1.80 doz. 


from jobbers’ 


HINGES.—tThere is a normal demand | 


at the present low prices. 


We quote from 
f.o.b. Chicago: Heavy 
in bundles, 4 in., 90c.; 5 in., $1.20 
6 in., $1.12: 8 in., $1.90; 10 in., $3.87 
per doz. pairs; extra heavy T hinges, 
in bundles, 4 in., 5 in., 


$1.40; 5 $1.46; 
( in., $1.32; 8 in., $2.30; 10 in., $3. 30 
per doz. 


ICE CREAM FREEZERS.—Sales for 
spring delivery are showing a steady 


increase. 


We quote 
f.o.b. Chicago: 


jobbers’ stocks, 
strap hinges 


jobbers’ stocks, 
Mountain, 1 qat., 
$4.80 list; 2 at., $5.60 list; 3 at., $6.75 
list; 4 qt., "$8.2 5 list: 6 qt., $10.45 list: 
, $13. 40 list; 10 qt., $17.90 list; 12 
21.50 list; $25.60 list: 20 
$33.20 it., $42.60 list; 
; 2 qt., $4.60 list; 
, $6.80 list; 6 qt., 
$11.10 list. All the 
less 50 per cent discount 
Alaska, 1 gt., $2.95 list: 2 at.. $3.45 
list; 3 qt., $4. 10 list; 4 qgt., $5 list: 
qt., $6.30 list; 8 qt., $8.20 list: 10 at., 
$10.75 list; 12 qt., $14 list: 15 at., $17 
list; 20 qt., $21.50 list. discount of 
20 and 10 per cent all above 
prices Acme, 2 qt., , 8 doz.: 2 
qt.. enamel, $10 per doz: 4.) qt., 
eygame], $10 per doz.; 4 qt., enamel, 
$18 per daz. Above prices are net. 


ICE SKATES.—There is a very active 
demand especially on tubular outfits 
as dealers stock up for the Christmas 
trade. 


We 
fob. 


from 
White 


$8. 60. 
it bove 


list: qt., 


jobbers’ = stocks, 
Clamp, Rocker, 
finish, Tbe. 
Rocker, 
Key 


from 
Key 
bright 


quote 
(Thicago: 
Men's and Boys’, 
pair. Half Key Clamps, 
Women's and Girls’, $1 pair; 
(lamp, Hockey, Men's and Boys’, 
$1.20 pair; Half Key Clamp, Hockey 
Women's and Girls’, $1.40 pair; Tubu- 
lar Skates, Men's or Women’s, 
Racer or Hockey, $5.50 pat 


LANTERNS.—With a brisk seasonal 
demand reaching its height, prices are 


firm. 

We quote from jobbers’ stocks, 
fo.b. Chicago: Dietz D-Lite, $13 doz.;: 
with large fount, $14.25 doz.: Little 
Wizard, $8.50 doz.; Blizzard, $13 doz. 

LARD PRESSES AND SAUSAGE 
STUFFERS.—Sales are _ increasingly 


good with the advent of colder weather. 


We quote from jobbers’ stocks, 
fob. Chicago: Enterprise, No. 25, 
i qt., $8 each: No. 31, 6 qt., $8.65 
each: No. 35, 8 qt., $9.50 each. 


LAWN MOWERS.—Sales for spring 
shipment are in very good volume. 


We quote 
f.o.b. icago: 

Lawn Mowers.--!6 in. ball bearing, 
5-knife, 11-in. wheels, $12.35 each; 
16 in. ball bearing, 4-knife, 10%-in. 
wheels, $10 each: 16 in. plain bear- 
ing 4-knife, 10%-in. wheels, $8.65 


from jobbers’ stocks, 








! Common wire and cement-coated 
| nails, $3.05 per keg base. | 
| OIL STOVES.—A very light volume of 
business for spring delivery continues 
| to be placed. 
bg ey hy 
hs) See ie .. b 5 on eb be eee doe $17.50 
| No. oe Bln ae 22.50 
Se 2 Gs Rs ac ecw eee 64 cen be 28.50 
Fe Bf rere $9.50 
| Perfection dealers’ discount, 30 and 
| per cent on lots of 10 or more: on 
| ess than 10, 30 per cent. 
PURITAN (Improved Model)— 
Ss ¢x, .}} =e $17.50 
SUG, Ge OS MDs cocccccescéecwe 22.5 
Pes ee BS ee ccicccccéeescis 
Puritan discounts same as Perfec- 
tion. 
NESCO—. 
en) Mn i le $9.50 
ee BR EP re 17.35 
i er rr cede eet 22.00 
a, See ee, ceebenesee 28.00 
No. 2315 6 DUPrMOrs.......ccecere Seow 
No. 1102 high shelf only........ 5.26 
No. 1103 high shelf only........ 6.50 
No. 1104 high shelf only........ 8.00 
No. 1105 high shelf only........ 9.75 
With vitreous enameled stove tops 
and splash backs 
i) ee er NS ow wee be $35.50 
ie er 44.50 
Nesco dealers’ discount, 30 and 5 
per cent, 
Oil Ranges 
Nesco Rolo, 5 burners and oven.$90.00 
Dealers’ discount, 30 and 5 per 
cent, 
Ovens 
No, 211 1 burner plain door... .$2.50 
No, 211G 1 burner glass door... 2.70 
No. 121G 1 burner glass door... 4.90 
No. 112G 2 burners glass door... 6.00 
| ES Ree re tree iF 6.15 
| De ale rs’ ‘dise ount, on 10 or more, 30 
and 5 per cent: less than 10, 30 per 
| cent. 
| PURITAN— 
No. 42G 2 burners glass door... .$5.50 
Dealers’ discount, 10 or more, 30 
and & per cent; less than 10, 30 per 
cent. 
Ne 
No. 5 1 burner solid door.... .$2.00 
No "5 1 burner glass door..... 2.15 
No. 010 1 burner solid door..... 2.50 
No 10 1 burner glass door..... 3.40) 
No. 020 2 burners solid door.... 4.25 
No. 20 2 burners glass door.. 4.50 
No. 030 2 burners solid door 4.90 
No. 80 2 burners glass door.... 5.20 
Dealers’ discount, 30 and 5 per 
cent. 
Water Heaters 
PerGention FEO, Gibco db tactovess $40.00 
I TN a i a wi 80.00 
Perfection discount, 30 and 5 per 
cent In lots of 10 or more: less than 


10, 


1, 





each: 16 in. ball bearing, 4-knife, 
9-in. wheels, $7.85 each; 16 in., plain 
bearing, 4-knife, 9-in. wheels, $7.35 
each: 16 in. ball bearing, 4-knife, 8- 
in. wheels, $8 each: 16 in. plain bear- 
ing, 3-knife, 8-in. wheels, $5.85 each. 


NAILS.—A very satisfactory volume, | 
made up mostly of smaller orders, is | 


being received. Prices are well main- | 
| 


tained. 
We quote from jobbers’ stocks. 
f.o.b. Chicago: 


30 


Rockweave 


HARDWARE AGE 


per cent. 
/ 


Wicks, Ete. 


wicks, 25c. 


30 per cent. 
Discounts in quantities 10 or more, 
30 and 


PAINTS AND OILS.—Prices are un- | 


» per cent, 


each. 


Perfection and Puritan, $4 per doz 
and $48 per gross. 

Discounts same as on oll cook 
stoves, ovens and heaters. 
500 Ib. lots less 10 per cent; 50 Ib. 

NESCO PERFECT OIL HEATERS— 

No. EE ee See ee $5.50 
No rr peers Fee .76 
No. 15 each 7.00 
NO. 15600 @MGM ....ccccecves 8.50 
No. 016 each R25 
a SPS 9.75 
de Ce oo cece beeeen eon 10,50 
Re ON ES Pee ee ee 12.00 
No. 151 each 7.50 
i TE 20 os ueséebeds Ouees 9.00 
i i i re » 8.75 
a Mn «cease coeed beeen ee 10,25 
a (et Me .occeedecekenseones 11.00 
ee ie a ks wa alle 12.50 

Discounts in quantities less than 


changed this week with the demand 
normal for this time of year. 
| We quote from jobbers’ stocks, 
f.o.b. Chicago: 
Linseed Oil.—Raw, barrel lots, 92c. 
per gal.: 5 barrel lots, &89c. per gal. 
Linseed Oil.—Boiled, barrel lots, 
Gic. per gal.: 5 barrel lots, 92c. per 
gal. 


| 








SASH 
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7, penne. -Drum lots, $1.03 per 
ga 

Ra cissucid Alcohol. — Barrel lots. 
42c. per gal.; steel drums extra $6 


returnable, 
White Lead.—500-lb. lots, $13.73 per 


100 Ib., net; 100-Ib. lots, $14; 50-Ib. 
lots $7. a 25-lb. lots, $3. 65; 12%-lb. 
lots, $1.8 


Shellac. oe Ib. cuts), white, $2.60 
per gal.; orange, $2.30 per gal. 

English Venetian Red.—In barrels, 
$3.50 to $6.75 per 100 Ib. 
Dry Paste.—Barrel lots, 7c. 
). 


PYREX WARE.—tThere is a good ac- 
tive demand with dealers filling in their 
stocks preparatory to the holiday busi- 
ness. 
We quote from jobbers’ 
f.o.b. Chicago: 
Bread Pans.—No. 212, $7.20 dozen: 
No. 214, $12 dozen 
New Handied Casseroles.—Round., 


per 


stocks, 


No. 622, $12 doz.: No. 623, 4 doz.: 
Oval, No. 632, $12 doz.; No. 633, $14 
doz.; Shallow Oval, No. 642, $12 doz.; 
No. 643, $14 doz. 

Pie Plates.—No. 208, $6 doz.;: No. 
209, $7.20 doz. 

Tea Pots.—2 cup, $21 doz.; 4 cun, 
$24 doz.; 6 cup, $28 doz. 

Utility Pans.—No. 231, $8 doz.; No. 


232, $14 doz. 


PREPARED ROOFING.—Prices are 
unchanged. The demand will continue 
good until bad weather sets in. 


We quote from jobbers’ = stocks, 
f.o.b. Chicago: Best grade slate sur- 
faced prepared roofing, $2.20 per 
square; best grade tale surfaced, 
$2.65 per square; medium tale sur- 
faced, $2 per square; light tale sur- 
faced, $1.10 per square; red rosin 
sheathing, $57 per ton. 

SASH CORDS.—A seasonal slowing up 
in the demand is noticeable and lower 
prices are possible. 

We jobbers’ stocks, 

7 standard brands, 
No. &, $9.15 doz. 


quote from 
f.o.b. Chicago: No. 
$k per doz. hanks; 
hanks, 


PULLEYS.—Prices are un- 
changed and the demand is rather slow. 

We from jobbers’ stocks, 
Common sash pulleys, 
doz.; Common- 
doz.; barrels, 54e. 
doz.; barrels, 42c. 


quote 

f.o.b. Chicago: 
50c, doz.: barrels, 54c. 
sense, 2 Iin., 60¢e. 
doz.; No. 105, 46e. 
doz. 


SCREWS.—A satisfactory volume of 
business is being received, Prices are 
without recent change. 

We 
f.o.b, 
SCTews, 
round 
new list; 


from jobbers’ stocks, 
Fiat head bright 
per cent new list: 
75-20-10 per cent 
75-20-10 per 


quote 
Chicago: 

77% -20-10 
head blued, 
flat head brass, 
cent new list: round head brass, 
7214-20-10 per cent new list. Jap- 
anned, 70-20-10 per cent new list. 


SOLDER AND BABBITT METAL.— 
Sales are good at the present high price 
level. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Warranted 50-50 sol- 
der, $46 per 100 lb.; medium 45-55 sol- 
der, $45 per 100 ib.: tinners’, 40-60 
solder, $44 per 100 Ib.; high speed 
babbitt metal $20 per 100 Ib.; stand- 
ard No. 4 babbitt metal, $14 per 100 
lb. 


STEEL SHEETS.—tThe jobbers’ prices 
still remain unchanged in spite of the 
recent stronger manufacturers’ market. 


We from jobbers’ stocks, 
f.o.b. Chicago: 28-gage galvanized 
sheets, $5.30 per 100 Ib.; 28-gage 
black sheets, $4.20 per 100 Ih. 

STOVE PIPE, COAL HODS, ETC.— 
The demand is seasonably active and 
prices are firm. 


quote 


We quote “ jobbers’ = stocks, 
fob. C leago: Best full gage pipe, 
$0-gage, 12c.; 28-gage, 13c.; 26-gage, 
15%c. per joint. Corrugated elbows, 
30 gage, $1.20; 28 gage, $1.50 per doz. 
Galvanized coal hods, 17 in., $5 doz. 
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-Vise 








NO MORE ENDLESS TURNING 
Rapid Action — Saves Time / 
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Perfect alignment 
Vo parts to break or wear 


OU can slide the moving jaw 


back and forth full length of 


the guide rod without turning. 
Anyone who works witha vise can 
see what a great time-saver this is. 
When the vise is shut tight, a 
slight reverse movement of the 
handle disengages the two-piece, 
cam-operated nut. Pressure is 
instantly released; readjustment to 


ee er | Mh 3 
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ii a SLIDES _BACK 
AND FORTH 
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accommodate articles of any size 
quickly made. A simple quarter 
turn of the handle re-engages the 
nut, locks the jaw firmly and 
rigidly in place. 

This is a patented vise, originated 
and developed by R-W engineers, 
the same men who designed the 
largest and most complete line of 
hardware specialties in America. 


R-W Rapid Acting Vise 


Send for the R-W Catalog, every- 
thing illustrated and fully described. 
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Largest and most complete line of door hardware made 
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Business Fair in Cleveland Territory 
—Collections Reported as Good 


(Cleveland office of HARDWARE AGE) 

USINESS has slowed down a little and this is apparently due 
B to the long period of bad weather and the heavy damage the 

farmers have suffered in the partial loss of their potato and 
other late crops. The recent slump in the automotive industry is 
also apparently having some effect on business. A factor that is 
favorable is the starting up of some of the Ohio union coal mines 
as a result of the heavy demand for coal from England, and this is 
expected to stimulate a demand for hardware from the coal mining 
districts. While local retail trade is fair, it is hardly up to this 
time last year. 

The demand for coal heating stoves has become heavy. In fact 
it has exceeded expectations and some of the jobbers who have put 
in good stocks are sold out and are meeting delays in getting addi- 
tional shipments from manufacturers. Gas heaters are also quite 
active. A good demand has sprung up for percolators and toasters 
and other electrical equipment, indicating that retailers are pre- 
paring to get their stocks in shape for the holiday trade. Some 
seasonal fall and winter lines are moving fairly well. Orders for 
steel goods for spring shipment, which have been slow in getting 
under way, show an improvement. 

Very few price changes have been made recently. Some shading 
is reported on competitive lines of butts, the 314-in. butts regularly 
quoted at 15 cents being offered at 1414 cents. White cotton duck 
has eased off a little as a result of the lower price of cotton, but 


manufacturers have not yet changed their prices on cotton gloves. 
Some of the manufacturers of steel roofing, conductor pipe and eaves 
trough are offering to take business from jobbers for the first quar- 


ter at the present prices. 


AUTOMOBILE TIRES AND ACCES- , :' 
SORIES.—Tires continue to move fair- batteries continues heavy, particularly 
; for B batteries. Prices are unchanged. 


ly well, sales being about normal for pte renege toon 
. . : obbers quote f.o.b. Cleveland: 
this time of the year. Retailers are No. 766 B batteries, $1.30 each for 


holding off in placing orders for tire unit packages and $1.40 for small 
; . id . lots. 
chain, considerable of which had been KXveready B_ batteries, No. 486, 
sold by jobbers at this time a year ago. | $3.58 each for unit packages and $3.85 
a - ‘ , each for smatler lots. 
Cleveland Jepbers, quote Maneficd | —“"No, 6 ignition type dry tell batter- 
cord, $7.95: heavy duty oversize, les, 32c. each. 


$10.50: 32 x 4 Liberty cord, $13.25; BOILERS AND RADIATION.—A 5 


a y anaes. ae Soe | per cent reduction on boilers and radia- 

loon tires, 27 x 4.40, $11.26 29 x 4.40, tion went into effect Nov. 1, this being 
$11.45; 30 x 6.25, 18.25; 32 x 6, . . . 

$27.50: 32 x 6.20, $31.95: tan tubes, | the regular period reduction in the 

30 x 3%, $2.10; 32 x 4, $3.05; 34 x present price schedules. This reduction 

$3.80 99 95. 38 SP. $2.35 —s puts prices back to about where they 

20; 32 x 6, $4.10; 32 x 6.20, | were before the advance in September. 

$4.10; 32 x 6.20 bef the ad Septemb 


quote from jobbers’ stocks, | BOLTS AND NUTS.—Sales are still 


Cleveland: Millers Falls, No. ; 
jacks, $3.75. Derf spark plugs, good and prices are firm. 

. each for all sizes in lots of less Jobbers quote f.o.b. Cleveland: 
than 50: Champion X spark plugs, Large machine bolts, cut threads, 
45c. each for less than 100 and 4lc. 50 and 10 per cent off list; small 
each for over 100; Champion regular, rolled threads, 60 and 5 per cent off 
53c, each for less than 100, all sizes; | list; carriage bolts, large and small 
50c. each for over 100. | — nr mg ae a ner cent off 

st; stove bolts, an er cent 


volume of ax business is not as heavy as | a een rivets, 65 and 5 per cent 
° oO St. 
it was a few years ago. 


| 
Jobbers quote f.o.b. Cleveland: CORRUGATED ROOFING.—The bad 
First grade single bitted rustless weather has resulted in an unusually 


base per doz.; unhandled, $15.50 per . : 
dozen: double bitted, handles, $24.50 of slowing down. Prices are firm. 


per dozen; double bitted, unhandled, Cleveland jobbers quote No. 28 


$20 per doz.; 60c. increase for dozen 
lots weighing 42 to 48 Ib. and similar lng Py ay Bee | at $4 per 
advance for each 6 Ib. additional q » £.0.0, sburgn. 


weight increase. EAVES TROUGH AND CONDUCTOR 
BATTERIES.—The demand for radio | PIPE.—These have been quite active 











for some time, but the seasonal buying 
is about over. 


Cleveland jobbers quote eaves 
trough and conductor pipe at 77 per 
cent off list in crate lots delivered. 


GARDEN HOSE.—Considerable busi- 
ness has been booked for spring ship- 
ment, but early buying is pretty well 
over, so that orders are not as plentiful 
as they were. 


Cleveland jobbers quote standard 
%-in., double braid molded hose at 
9%ec. per ft.; the same in higher 
grade, 10%c. per ft.; standard % in., 
lle. per ft. 


GALVANIZED WARE.—Sales_ are 
holding up moderately well, although 
they are not as heavy as a few weeks 
ago. 


Jobbers quote f.o.b. Cleveland: 

Sprinkling cans, 4 qt., $5.90 per 
doz.; 6 qt., $6.65 per doz.; 8 qt., $8 
per doz.; 10 qt., $8.75 per doz.; 12 qt., 
$12.50 per doz.; 16 qt., $13 per doz.; 
galvanized pails, 10 qt., $2.60 per doz.; 
12 qt., $2.80 per doz.; 14 qt., $3 15 per 
doz.; 16 qt., $3.80 per doz. 


GAME TRAPS.—With the _ trapping 
season close at hand orders have im- 
proved. 


Jobbers quote f.o.b. Cleveland: 

Victor game traps, No. 0, $1.10 per 
doz.; No. 1, $1.38 per doz.; No. 1%, 
2.44 per doz.; No. 2, $3.36 per doz.; 
Oneida jump traps, No. 0, $1.59 per 
doz.; No. 1, $1.83 per doz.; No. 1%, 
$2.83 per doz.; No. 2, $4.38 per doz. 
Gibbs traps, 2-trigger, $5 per doz.; 
single grip, No. 1, $1.88 per doz.; No. 
2, $3.35 per doz.; No. 3, $5.50 per doz.; 
No. 4, $6.70 per doz. Freight allowed 
on barrel lots. 


GLASS BAKING WARE.—This is now 
moving in very satisfactory volume. 


Jobbers quote f.o.b. Cleveland: 

Casseroles.—Round or oval, 1 qt., 
$1.17; 2 gqt., $1.33; 2% aqt., $1.66; 
square, $1.50; casseroles with fancy 
covers, 35c. higher. 

Pie Plates.—8 in., 50c.; 9 in., 60c.: 
10 in., 67e. 

Bread Pans.—No. 212, 60c.; No. 214, 
§le. 

Utility Dishes.—No. 231, 67c.; No. 
232, $1.17. 

Tea Pots.—2 cups, $1.67; 4 cups, $2; 
6 cups, $2.33. 


HAN DLES.—tThere is a fair amount of 
activity in ax, pick, hammer, saw and 
shovel handles. Prices are unchanged. 


Jobbers quote f.o.b. Cleveland: 

Ax Handiles.—No. 1 hickory, $4.25 
per doz.; No. 2, $2.90 per doz.; finest 
selected white hickory, $6 per doz.; 
special white second growth hickory, 
5 per doz. 

Hatchet and Hammer Handiles.— 
No. 7, 90c. per doz.; finest growth 
hickory, $1.50. 

Hay Fork WHandies. — Straight, 
chucked and bored, XX, 4% ft., $3.75 

.; 5 ft., $4.50 per doz.; bent, 

.. $4.15 per doz.; 5 ft., $5.10 per 

doz.; X, bent, 4 ft., $2.90 per doz.: 
5 ft., $3.20 per doz. 

Manure Fork Handiles.—Bent, XX, 
4 ft., $3.90 per doz.; 4 ft., $4.25 per 
doz. ; , bent, 4 ft., $2.80 per doz.; 
4 ft., $2.90 per doz. 

arden Hoe Handfles.—XX, 4% ft., 
$3.30 per doz.; No. 1, 4% ft., $1.50 per 
dozen. 

Garden Rake Handies.—XxX, 6 ft., 
$6.25 per doz.; No. 1, $2.65 per doz. 

Shovel Handies.—Regular pattern 
XX, 4% ft., $5.90 per doz.; X, 4% ft.. 
$3.75 per dozen; handle, $5.60 per 
dozen. 

Spade Handies.—X grade, $5.50 per 
dozen. 


Reading matter continued on page 58 
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There’s money for you 
in the old floors of your town 


Of course you sell paint and var- 
nish for refinishing old floors. But 
there are a lot of floors that are too 
shabby to respond to paint and 
varnish. Why not let these old 
floors bring you profits too? 


Just offer your customers Con- 
goleum Gold Seal Rug Borders—all 
ready to lay down on the floor, 
without even tacking or cementing. 
See how quickly they'll jump at the 
chance to hide their shabby floors. 


Congoleum Gold Seal Rug Bor- 


ders present the appearance of fine 
hardwood flooring at the merest 
fraction of real hardwood cost. 
And they provide all the well- 
advertised, labor-saving advan- 
tages of Congoleum Gold Seal 
Rugs—even to the Gold Seal 
Money Back Guarantee! 


The above illustration shows how Congoleum Rug Border is 
placed on the floor and gives the effect of hardwood flooring. 


HARDWARE AGE 


Pe eed 


These goods save your custom- 
ers trouble and net you nice profits 
that you otherwise wouldn't make 
at all. Moreover, there is still 
another profit to be made from 
selling clear varnish to restore the 
new look to the rug border when 
its color and gloss begin to dim 
with wear. 


It’s no trouble to stock and carry 
Congoleum Rug Borders. They 
take up little space and fill such 
an evident need that they almost 
sell themselves. An almost unbe- 
lievably small investment will 
start you. Why not write us for de- 
tails and name of nearest hardware 
jobber today ? 


CONGOLEUM-NAIRN INC. 


Hardware Division Headquarters 
1421 Chestnut Street, Philadelphia, Penna. 
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INCUBATURS AND BROODERS.— 
These are dull at present, although job- 
bers took a fair amount of business 
earlier in the season. 


Cleveland jobbe rs quote incubators 
and brooders at 35 per cent off for 
factory shipment and 30 per cent off 
for mill shipment. 


NAILS AND WIRE.—The demand is | 


only moderate. Regular quotations are 
being maintained. 


Jobbers quote nails at $2.75 per 
keg for car lots and mill shipment 
and $2.90 per keg for less than car 


HARDWARE AGE 


mobile paints are moving well, but | 
other items are dull. | 
Cleveland jobbers quote as follows: 


eEoooEEeEeEeEeEeEEeEeEeEeEeEeEeEeEeEeEeEeEeEe—e—e—eEeE 


Cans. 
Turpentine in bbls., $1.12; less than 
bbl., $1.17 per gal. 
Linseed oil in bblis., $1; less than 
bbl., $1.15. Boiled, 3c. extra per gal. | 
White lead, in 100 Ib. kegs, 15\c. 
per Ib.; in 50 and 25 Ib. kegs, 15%¢c. 
per lb.; in 12% Ib. kegs, 15%c. per 


Ib.: in 500 Ib. lots, 10 per cent dis- SNOW SHOVELS.—The slight amatte 
fall a few days ago caused many re- 


count; other prices are net. 


POULTRY NETTING AND WIRE 
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doz.: solid shank shovels, Sycamore, 
$12 per doz. in full bundles. Ruf-nek 
black finish, $13.50 per doz. ; first 
grade shovels, $16 per doz. 


Mixe 4 paints, regular — best ‘SLEDS. —A fair volume of belated or- 
grade, $2.95 per gal. for gal. cans. 
Outside white, $3.15 per gal. in 1 gal. _| ders are being placed. 


Cleveland jobbers quote sleds as 
follows: Flexible Flyers, 3344 per cent 
off list f.o.b. Cleveland, and 35 per 
cent off list f.o.b. factory. Lightning 
Glider, 32 in., $12.50 per doz.; 34 in., 
$14.25 per doz. ; 36 in., $16.35 per 
doz.; 40 in., $18.40 per doz.; 45 in., 
$22.25 per doz. : 58 in., $26.15 per doz. 


Ol 


lots. 

Jobbers quote as follows’ from 
stocks: 

Nails.—lLess than car lots, $3 per 
keg: No. 9 galvanized wire, $3.45 per 
100 Ib.: No. 9 annealed wire, $3 per 
100 Ib.; cement coated nails, $3 per 
100 Ib.; polished fence staples , $3.70 
per 100 Ilb.; galvanized fence staples, 
$3.95 per 100 Ib.; miscellane ous nails 
and wire brads, 70 and 10 per cent 
off list. 

Barbed Wire.—80 rod spools, Ly- 
man, 4 point cattle wire, $3.25; same 
hog wire, $3.50; American spec ial hog 
wire, $2.50. 


L COOK STOVES.—With the rees- 
tablishment of this season’s prices, job- 


'CLOTH.—Sales have dropped off after 
a good volume of buying for early 
spring shipment. Prices are firm. 


Cleveland jobbers quote: 12-mesh 
black wire cloth at $1.65 per 100 sq. 
ft.; 12-mesh galvanized, $1.95 to $2 
per 100 sq. ft.; 14-mesh galvanized, 
$2.45 per 100 sq. ft.; 16 mesh, $2.75 
per 100 sq. ft.; bronze, 14 mesh, $5.50 
per 100-ft. rolls; 50-ft. rolls 10c. ad- 
ditional. Poultry netting, galvan- 
ized after weaving, 50 and 7% per 
cent off list; galvanized before weav- 
ing, 50, 10 and 7% per cent off list. 


PREPARED ROOFING. — Stimulated 
by the bad weather, prepared roofing as 





bers are taking quite a few orders for | well as roofing paints and cement have 
spring shipment. 


OVENS 


Cleveland jobbers quote oil cook 
stoves, f.o.b. Cleveland, as follows: 

Karogas, standard 2 burner, $11.50 
each; 3 burner, $14.75 each; 4 burner, 
$18.75 each: Giant, 3 burner, $17.50 
each: 4 burner, $22.50 each; Cabinet 
shelves, 2 burner, $3.60 each; 3 burner 
$4.25 each: 4 burner, $5.25 each; Nesco 
stoves, 2 burner, $11.50 each: 3 
burner, $14.60 each; 4 burner, $18.60 
each. Cabinet shelves, 2 burner, 
$3.50 each; 3 burner, $4.30 each; 4 
burner, $5.35 each: Harvard Range, 
$48. Nesco Rollo, 59.85. 


ness is being taken. 


PAINTS AND OILS.—The rainy | 
ather has interfered seriously with | 
Auto- | bundles; No. 2 third grade, $12.50 per 


we 


painting and with paint sales. 


W boy? For merchants who employ stock boys as 
stock boys these questions are easily answered, but not 
stores have stock boys, at least no one who has 


all 


Cleveland jobbers quote ovens f.o b. 
Cleveland as follows: 

Hiuenefeld line Boss No. 055, UT 
door, $2.90: No, 755, glass door, $3 70; 
No. 75, blued front, $3. 16h; No. 759, 
one glass door, $3.15; Princess, No. 
4, $1.35: Prize, No. 5, $1.90: Prize No. 
10, ylass front, $2 40, 

Security No. 45, $3.80; No. 40, $3.20; 
No. 30, $3; No. 25, $2.45: No. 50, $1.35 


.—The demand is rather slow, 
although some spring shipment busi- 


| been in very heavy demand the past few 

_ weeks. 

| Cleveland jobbers quote slate sur- 

face roofing at $2.10 per roll; common 
grade smooth surface roofing at $1.25 
per roll; high grade smooth roofing 
at $1.60 per roll. 

RADIO EQUIPMENT.—Radio sets and 

tubes are still going good. Deliveries 

are slow on some of the later models of 

receiving sets. 


ROPE. — Quite a satisfactory volume 
| of rope business is being booked for 
spring shipment. Prices are unchanged. 


Clevelaud jobbers quote best grade 
of manila rope at 23%c. per Ib. for 
factory shipment and 24c. per Ib. for 
stock shipment; sisal rope, 15%c. per 
Ib. for factory shipment and 1l16c. for 
shipment from stock: folder twine, 
21 oz. and coarser, Ile. per Ib. 


SHOVELS.—Orders for current ship- 


ment are fair, but not many retailers | 


are buying for spring delivery. 


Jobbers quote f.o.b. Cleveland: No. 
2 fourth grade $10.50 per doz. in full 








tailers to think about their winter stocks 
of snow shovels and quite a rush of 
orders resulted. However, jobbers do 
not look for a heavy demand, as retail 
sales were light last year owing to the 
absence of snow and large stocks were 
carried over. 


Cleveland dealers quote: Galvan- 
ized shovels, No. 33, $9.50 per doz.; 
No. 34, $10.50 per doz.; No. 36, $13.50 
per doz.; No. 35, $17.50 per doz.; 
Mensie type, $9.60 per doz. 


STEEL SHEETS—The demand for 
galvanized sheets is fairly heavy. 
Prices are unchanged. 


We quote from jobbers’ stocks, f.o.b. 
Cleveland: Galvanized sheets, 24 gage, 
$4.55 per 100 lb.; 28-gage, $5 per 100 
Ib. 


STOVE ACCESSORIES. — Sales of 
stove boards have been heavier than for 
several years. Other items, including 


pipe, coal hods, screens and registers, 


are moving well. 


Jobbers quote f.o.b. factory: Stove 
pipe in crates of 25 lengths, Security 
yy 28 gage, 3 in., $2.85; 4 in., $3; 

» ea 2 5S. 46; 7 in., $4.05. ' 

bows, Security blued, corrugated, 
28 pty 3 in., $1.02; 4 in., $1.14; 5 in., 
$1.25: 6 in., $1. 38; 1 in., $1.88; all per 
dozen. 

Stove boards in full box lots, paper 
lined, square, 26 in., $7.35 per doz.; 
28 in., $8.30; 30 in., $9.70; 32 in., 
$11.45; same, wood lined, 24 in., 
$11.20 per doz.: 26 in., $13.25; 28 in., 
$15.50; 30 in., $18 and 33 in., $21.30; 
oblong, wood lined, 18 x 24 in., $9.95 
per doz.; 18 x 30 in., $12.50; 20 x 30 
in., $15.10; 24 x 36 in., $16.60; oblong, 
paper lined, 18 x 24 in., $6.45; 18 x 30 

$8; 20 x 30 in., $9.45; 24 x 36 in., 
$10. 10. 

Coal hods, galvanized, 17 in., $4.7 
per dozen for open models; 18 in. 
$5.30 per dozen; 17 in., closed with 
funnel, $6 per dozen. 


When Is a Stock Boy? 


HAT constitutes a stock boy? Who is a stock is based on my experience and observations in stores 


where no one was designated to act as stock boy, and 
the resulting haphazard way of doing things. Where 
no one is wholly responsible for the stock and yet every- 


that ‘official title. There are stores where a truck one is partially responsible there are always little pri- 
driver, a bookkeeper, a janitor, or more often a sales- vate enmities. George thinks he is doing more than 


mi 


called by that name. 


st 


av 


to 


in acts as stock boy. Yet none of these wish to be 
Although every member of a 
store’s salesforce may act some part of a stock boy, 
they wish to be called delivery men, bookkeepers or 
salesmen, and for that reason I doubt if anyone could 
go into the average hardware store and point out the 


ck boy. 


That is one fault which I have 
erage hardware merchant. Instead of making it 
everybody’s duty to see that stock is kept up and in 
order, I believe that he should appoint some ONE person 


to find with the 


act the part of stock boy. My reason for this belief 


Frank and Frank thinks the same about George, with 
the result that things do not move very smoothly. 
When there are any feelings existing between sales- 
people there cannot be efficiency. Therefore, I would 
suggest to all hardware merchants if they have no stock 
boy, yet wish to have a smooth-working personnel, that 
they appoint some ONE person to serve as stock boy. 
Call him a salesman or delivery man if you wish, but 
see to it that he performs the duties of a stock boy 
and I am sure you will have a much happier “gang.” 


Walter D. Meany. 


Reading matter continued on page 60 
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Natienal 


Storm-Proof Hangers 


and Rail 


have been giving satisfaction to 
users for 14 years; and this with- 
out change in principle or design 
since their introduction. 





Ease in hanging and smoothness 
The No. 55 Storm-Proof Junior Hanger when in operation on all types 


is a new addition to the National Line, . 
designed for small barn doors, inside stable of doors have created an enthusi- 


doors, and garage doors, where the heavy astic impression upon those who 
standard type of equipment is unnecessary. are familiar with their installation 


and use. 








Profit by recommending “‘Storm- 
Proof.” You will be repaid in 
cash and good will. 


No. 66 
Storm-Proof 


Write for the Storm-Proof 
Booklet for detailed in- 
formation on this line of 
door hangers. 







No. 77 


Storm-Proof 
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No. 88 Storm-Proof 


NATIONAL MANUFACTU RING COMPANY 
STERLING ms ILLINOIS 
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General Trade Improves in 
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Pittsburgh Territory—Prices Firm 


(Pittsburgh office of HARDWARE AGE) 

ARDWARE business still is somewhat “spotty,” but on the 

whole a little better than it has been, although it is seasonal 

lines rather than the staples that are furnishing most of it. 
Guns and loaded shells are going well, as are also gas and oil heat- 
ers and the other articles associated with the effort to make the 
home comfortable at this time of declining temperatures. It also 
might be added that hardware is beginning to feel the benefits of 
a much improved coal situation. There has not been much let up in 
the export demand for soft coal as a result of the imposition re- 
cently of embargoes against all of the Atlantic ports from which 
coal is shipped. Permits are being given and the only effect of the 
embargo is to make shipments to the seaboard a little more orderly 
than they were recently. Meanwhile, there has been the usual in- 
crease in the demand noted at this time of year in domestic require- 
ments and with industrial consumers beginning to make prepara- 
tions against their winter requirements the market is the most 
active that has been seen in several years. Prices are soaring and 
already have reached levels that permit of the operation of union 
mines, and there is rapid resumption of these mines, most of which 
have been idle for a long time. 

This development, however, is forcing the non-union mines to lift 
wages to hold their men and creating a situation that may be un- 
favorable from the standpoint of those operators who have been 
anxious to dispense with the signing of an agreement as to wages 
and working conditions with the United Mine Workers of America. 
It has looked as if the union was a thing of the past in the Pitts- 
burgh district, for with the great majority of union mines idle, it 
has looked as if the idle mines would stay down until the expiration 
of the wage agreement on April 1, next, and there would not be 
much basis upon which to support negotiations. If the union mines 
which have been started up lately can stay in during the winter, the 
union will have something upon which to trade. The opinion, how- 
ever, is strong that the British miners’ strike, which is the foun- 
dation stone of the present situation, will be settled one way or 
another in the near future and that this will be followed by a slump 
in the market with a consequent shutting down of the union mines, 
which cannot be operated profitably except close to present prices. 

But so long as the conditions hold, there should be plenty of busi- 
ness for the hardware trade serving the coal company mining stores. 
Buying power is being created for the district and is fully offsetting 
the loss that is occurring in the steel industry, which is selling and 
taking the district as a whole, producing less steel. In the Youngs- 
town district steel ingot production, recently at 90 per cent of more 
of capacity, now is down to below 75 per cent and the tendency 
toward contraction of production is working into other parts of the 
district. The automobile industry is reported to be producing at 
only 50 per cent of its recent gait; that has cut into the demand 
for steel from that source and there is a slowing down in other di- 
rections. October will show less steel made than the month before 
which in turn was less than that for August. 





AUTOMOBILE ACCESSORIES.—Cold ;~——— 
weather is stimulating the sale of | RM sy 36c. each; lots of 100 or 


alcohol, but there is not much activity | e _Lampe.—2i cp., 8-8 volt, list price, 
. : . c. eac cp., vo st price 
in other directions. 18c. each, subject to a discount of 30 
Prices from jobber's stocks, f.o.b. per cent in lots of less than 50, and 
Pittsburgh follow | 40 per cent for lots of 50 or more. 
Spark Plugs. —A. C., lots of 10 to Speedometers.—A. C. for Ford cars 
90, 1 each: lots of 100 or more, 50c.; list price, $10 each. 
A . No. 1075 for Ford cars, lots of Tire Gages.—Schrader, high pres- 





sure, lots of less than 10, $1 each; 
lots of 10 or more, 95c.; balloon tire, 
lots of less than 10, $1.13; lots of 10 
or more, $1.08 S. Standard, lots 
of less than 10, 1. 10; lots of 10 or 
more, 

Alcohol.—In barrel lots, 38c. to 4l1c. 
per gal, 

Motor Oil.—Vacuum Oil Co., in 10- 
gal. steel drums, with faucet, grades 
A., E. and Arctic, $10.50 list; B, $13.70 
list, less 25 per cent. 

Motor Meters.— Standard makes, 
lots of less than 10, 30 per cent off 
list; lots of 10 to 19, 35 per cent off 
list; lots of 20 or more, 40 per cent 
off list. 

Windshield Cleaners. — Trico, uni- 
versal automatic cleaners, $3.25 each. 

Jacks.—Millers Falls No. 145, $3.75 
each, 

Pumps.—Anthony line, $2.20 each. 

Chains.—Single pairs, 30 per cent 
off list: lots of 10 to 50 pairs, 35 per 
cent off list; lots of 50 pairs and over, 
40 per cent off list. 


BATTERIES.—Dry cell batteries for 
radios are still in strong demand. It 
is proving one of the best seasons in 
the history of radio use in the home. 


Jobbers’ quotations to retailers 
f.o.b. Pittsburgh: 


Broken Unit 
Packages Packages 

No C—O $1.05 $0.97 
No Se ee 1.2 1.14 
No RO 1.32 1.22 
No ab elites said 1.40 1.30 
—. > eunwenes 2.62 2.44 
i 0 ORS Ret ee 2.62 2.44 
No. ar eee 3.33 3.00 
Re RR tee .42 39 
Se: rrr .40 .35 


7711 
No. 6 dry cells, ignition type unit 
packages, 32c. each: broken, 36c. 
Flashlight.—No. 935, 9%c. each; No. 
950. 10%ec.; No. 790, 22¢c.: No. 705, 
21%%4c.; No. 750, 18¢.; No. 751, 24c. 


Hot Shot.—No. 1461, $1.70; No. 1662, 
$2.35. 


BEVERAGE AND PRESERVING 
SUPPLIES.—Demands are pretty well 
satisfied for this year and sales are 
now pretty small. 


Bottles and Caps.—Quarts, $9.50 
per gross; caps, 20c. to 22c. per 
gross; stoppers, $2.25 per dozen; 
cappers, $10.50 per dozen. 

Strainer Sets.—Everedy in dozen 
lots, strainer stand, $4 per dozen; 
strainer bag, $2 per dozen.; filter bag, 
$4 per doz. 

Scales.—Universal, No. 1021, $1.25: 
No. 11021, $1.55; No. 19221, $2.50; No. 
1621, $3.50. 

Mason Jars.—Pints, $8.80 per gross; 
quarts, $10.10; 2 quarts, $13.15. 

Jar Rubbers.—Double lip red, 80c. 
per gross. 

a > ‘5° a 1, oe jar, 
70c. per doz o. 8 jar, $3.60 per 
doz.; jar AR iée per doz. 

Fruit ee ae No. 6, 


. o each; Juicy qt. $3.50 each; 
$4.30; 12 at, $8: ae 2 at., 
$3. aus 4 aqt., $4. 50; 10 i 


Cider Presses.—Eagle, don tub, 
$12.10 each; Eagle Junior, $24; Cant- 
clog, single tub, $14.85. 


Meat Choppers. — he No. 
12, $5.25 each; No. 22, $9; No. re 
Kraut and Slaw Cutters. — 7 


cutters, Rapid, $3 per doz.; No. 625. 
38 -<" ow 626, $4.80; Kraut ee. 
, $1.15 each; No. 673, $1.35. 


gs ae 
Red White White Oak 
Oak Oak Charred 
5 gallon ....$1.30 $1.45 $2.40 
10 gallon .... 1.75 1.90 2.80 
15 gallon .... 2.00 2.15 3.15 
20 gallon .... 2.25 2.40 3.75 


Reading matter continued on page 62 
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Extra 
Strength is Built-In! 


In Faultless Pivot- bearing Casters 
unusual strength is assured by gener- 
ous allowance in design. The horn, 
for instance,is sturdily over-metaled 
to stand the most exacting strains. 





Millions of women ask for them 
by name. Have the Faultless 
Demonstrator on your counter. 


FAULTLESS CASTER COMPANY 

EVANSVILLE INDIANA 

New York - Chicago - Grand Rapids - Los Angeles 
Canadian Factory: Stratford, Ontario 


NOELTING 


FAULTLESS CASTERS 


Makers of Quality Casters for a Third of a Century 
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BOLTS, NUTS AND RIVETS.—Sales | rv 22 x = in., pee. qi x ze. Bde. | SCREEN DOORS.—Prices of the com- 
Zen, » ~ a ACK: 8S, oY, Yr i } s 
are small but reasonably frequent. “lb, packages, $2.40. mer "| ing season have been announced. The 
We quote out of jobbers’ stocks as Coal Hods.—Japanned, 16-in., $3.40 | variation from this year’s prices is 
follows per dozen; 17 in., $3.60; galvanized, slight 
Machine bolts, small rolled threads, 16 in., $4.65; 17 in., $5; 18 In., $5.50. . : ; 
50 and 10 per cent off list; all sizes ' Fire Ghovete--Stamped sheet — | TOOL CHESTS (BOYS’).—There is 
cut threads, 50 per cent off list; car- apanned, at handle, 50c. per doz.; Yr ° ° . ° . 
riage bolts, small rolled threads, 50 round handled japanned, 60c. to | increased interest in this line with the 
per cent off list; all sizes cut threads, camel A oad Marte? = 16, eon approach of the period when holiday 
15 per cent off lis it; stove bolts, 75 crea oO 0 , Oo. / 
and 10 per cout oF tit: tive belts, 6 No. 20, $4.80. purchases get under way. Jobbers 
and 10 per cent off list; nuts, hot Furnace Scoops.— No. 150-B, $8 quote: 
pressed square, tapped in 3 >, per doz: No. 80, $5.50; No. 81, $4.50. . : ' : . 
boxes, %& in., $16 per 100; 5/16 in., Gas Connections.—Lead, 12 in., 25c. ; Stanley, No. 910, $1.60 each; No. 
$14: % in., $11; % in., $10; % in., $10: each; 18 in., 30c.; 24 in., 37¢.; 30 in. 909, $5.10; No. 907, $3.20; No. 906, 
% in., $8; % in., $7.50; rivets, small 10c.:'36 in., 45c. Flexible steel tubing, | $6.70. 
ee eee een 3-ft. lengths, 12c.; 4 ft. 15e.; 6 ft. | WIRE PRODUCTS.—Nails and wire 
ist i8c.: 6 ft., 22c. Cloth inserted tubing, 


per foot. 


GAME TRAPS.—Demand still is good) ®°. 








are selling steadily, but there is not 




















Stove Boards. — Wabash, square, . i . 
for traps. Jobbers quote: maper line : crystallize a 36 x is _much demand for other lines. There 
ae ae ee 6.25 per dozen: 24 x 24 in., $7.50; are some suggestions of mill price 
Victor, No. 1, $1.38: Triumph, No. 1 | + in $10 ae 1 tt Lae v4 > irregularity, but in the main, the 
28: : R G } S °.. ‘ 9 om eV, : 7) . . . 
to gg ayy Bh single tg | 35 in., $16.20; wood lined, crystallized, pranary market is steady and that is 
1, $1.88: No. 2, $3.35: No. 3, $5.50: No. | 24 x 25 in., $12.60; 26 x 26 in., $16; the condition in the resale market. | 
| $6.70 28 x 28 in., $18; 30 x 30 in., $20; 33 x w tet Pittst h jobl ; 
[wTRIG OAL . ~ 33 in., $24; 36 x 36 in., $29. e quote from Pittsburgh jobbers 
Gl NS AND LOADED SHELLS.— Stove pipe and Elbows.—Polished : stocks: 
Very active demand is noted for shells | aneege atm San ie 8-cne a (Der 100 Ib.) Annealed Galvanized 
: | burgh warehouses, No. 28 gage, 6 in., or 4 aoe Nae 
and shotguns also are moving well. | 5 per 100 joints: B.A, 1.48 per No. 6 to 9 gage...... $3.00 3.45 
High-powered rifles are increasing in| dozen. Nickeled | stoved _ pipe, oe) a ee ae 385 
Rie. per joint; elbows, 75c.; collars, BNO, Ab seacsesesosses Oe tp + 
sale. | 400 Ee Eo ORE 3.15 3.65 
‘ Tl. -ccaeede dadiue oe 3.80 
. s ee Sage HEATERS.—Strong demand is_ re- CE wes wddleen ses 3.35 4.00 
ield, hammerless, $30.50 each; No. 1, : iF 3.55 5 
$38.30; No. 2, $46.55; Winchester re- ported for both gas and oil heaters. ee etesee eee ss + Tae er 
ye teeta ante: * Jobbers quote oil heaters. Barbed* wire (per 80-rod spool): 
t i eriess Ssltanaara, of.000; - 
abc 7.5 our Nesco, No. 12, $3.75 each: No. 15. — cates pUeeesevercesesees eee 
Rifles.—Winchester, No. 56, sport- | $4.75 each; No. 016, $5.50 each. Re- te er we amy nee ee ey ee, ee 9°90) 
ing, $16. a5 eac h: No. 57, target, liance, No. 20, $4.60 each: No. 30, $6 4- ove Merwe -. SEPREOR SST THVET STS 9°50) 
$19.10; No. 1894, solid frame, $25.90; each. 2- point cattle (apeciat)......... 2°35 
takedown frame, $35.40: Savage, No. | PAINTING SUPPLIES.—Prices are Field Woven Wire Fence (per 100 
No. 1899-G, $37.50. mail holding despite a seasonally slow de +e: dp $30 
‘, ae . “ . . i NEC Sa ee 30.00 
Loaded Shelis.—W inchester, re- 047- 5475 
peater, R-76-D, soft, $34.74 per 1000; | mand. , hb PY ae ee ee, ee 64.75 
chilled, $36.85 Prices to retailers: DE csutcchudscaetitnud chad otine $35.60 
HEATING ACCESSORIES.—Usual | $8.88 por po ol a. — grades, 2 ape race Cowen bus Chen deeades rye 
.S0 ? re mi; fer i ‘S, 6.60, INO. ee O30 d bbb 0686 6056 5.08 60K 08 mi) 
lively demand for these lines is ob- | white lead, 15%c. per Ib. in 100-Ib. Steel Fence Posts: 
served. oO ‘ ot lots; 10 per cent less in lots of 500 Ib. 5 sdb ee UGGS hae a ee Oed.s cee eee 
erved Jobbers quote: or more and extra 4 per cent less 2 arse ree 
Asbestos.—Sheet mill board, 3/16- in lots of a ton or more; turpentine, testo mined kia meee OM wa ae 65c. each 
in. thick, 18 in. x 20 in... 18s. each: $1.05 per gal. in barrel lots: raw lin- Bright nails, base, per keg, $2.95 
1S in. 30 in., 27¢.: 20 in. x 30 in, seed oll, 12.1¢. per Ib. in barrel lots. to $3. 


The Powers of Suggestion 


HEN we sell a can of paint we usually make use 
We one of the powers of suggestion by asking 
the customer if he needs brushes, sandpaper, etc. That 
is the common variety of the many useful and helpful 
aids to increased sales. The suggestion of specific items 
is a great improvement over the older method, when 
a salesman would suggest that a customer did not need 
anything after his initial purchase by using the phrase, 
“Is that all today?” Although that used to be a sug- 
gestion, it could be termed as a negative one, as it 
seldom he!ped in increasing sales. Most salesmen are 
familiar with this direct-suggestion plan and are mak- 
ing use of it to increase their sales and their worth to 
their employers. Still there are ways other than this 
for getting the attention of customers and creating 
interest in items which you wish to sell. 

I have found that if I handle some item other than 
the one asked for by the customer, yet that is related 
to it, that this creates an interest and in many cases 
results in a sale. For instance, while showing a cus- 
tomer a hunting-knife it is easy to unconsciously pick 
up a compass or a safety matchbox, and by doing this 
the customer becomes interested in those items as well 


as knives, and usually this means an additional sale. 
This’ is one of the powers of suggestion which I have 
found a help to sales, although this one does not call 
for a spoken suggestion. 

Then there is another method similar to this which 
I have found profitable in which two salesmen can work 
together. After a customer has completed her purchase, 
if another salesman, taking no particular notice of the 
customer, will put some household appliance into op- 
eration, as for instance an electric washer, vacuum 
cleaner or any device that will get attention, there is 
a very good chance for an additional sale. Although in 
some instances it is necessary for the first salesman to 
call attention to the appliance, usually it is not. Seeing 
the article in operation will create an interest and make 
the customer ask questions, and then is the time for a 
sales talk and a sale. 

This is another of the powers of suggestion, and I 
hope that some of you fellows behind the counter will 
make use of them to increase your sales and your in- 
come. Certainly they are worth a try, and should give 
better results than the “Is that all today?” suggestion. 

W. D. M. 


Reading matter continued on page 64 
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Whenever you need anything in the nature of 
tire repair equipment or materials—think of 
BALLOON TIRE VULCANIZER Shaler. As pioneers in the automotive industry,  V“/<anizes punctures cheaper even than 
f you could stick on a cold patch. 
Most complete and efficient tire repair we have kept ahead of the times. Today our forty 
plant for balloon and H. P. tires~yet odd models of vulcanizers for tire repair shops, 
sowest in price. service stations and garages are recognized as the 
last word in money-making equipment. 

Used by practically every motorized branch of 
the U.S. Government, by tens of thousands of 
repair men, and sold by reliable jobbers all over 
the world. 

The instruction book now furnished with all 
Shaler Vulcanizers contains reprints of the manuals 
issued by Goodrich, Goodyear and Firestone. It is 
the most complete book on tire repairing ever 
published. Polithed nickel vulcanizing surface 5 x 24 

. ' inches. Plenty big enough for balloon or 
Our new catalog is now ready. Send for it. truck tubes. Heating element guaranteed 


A. E. A. SHOW WEEK | 


In addition to our exhibit at the A. E. A. 
Show at the Chicago Coliseum, we 
shall maintain quarters at four hotels 
and shall be very glad to have you call. 


Blackstone 


Robert B. Dunlap, Sales Manager 
F. O. True, Middle West 

- T. Templeton, West 

. J. Werner, Export Corporation 
E. B. Carroll, Service Manager 


HEL-DUST VULCANIZER 





ELECTRIC TUBE PLATE 





Palmer 
J. E. Colley, South W. F. Minnich, South 
STEAM VULCANIZER er = ews 
pay blll ical acetal ussite tis . E. Malone, Assistant Sales Manager 5-MINUTE VULCANIZER 
small shop or garage. La Salle Steady repeat sales on patches to motorists. 


P. W. Robinson, Canada 


Foreign Sales: C. A. SHALER COMPANY Branch Factories: 


SHALER EXPORT CORP. Main Offices and Factory: Beeston, England, and 
a M 
17 Moore St., New York WAUPUN, WIS., U.S.A. ontreal 
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New England Retail Trade Good— 
Jobbers Will Wind Up Year Well 


(Boston office of HARDWARE AGE) CANNED HEAT.—Makers of Sterno 


LL things considered, the New England retail hardware trade | canned heat are out with a new deal for 
November only. With each gross of 


is good. There is no boom, to be sure. Dealers don’t want comned bent. suadienel the sebell deskes 
a boom. They want a reasonable turnover in merchandise | will be given one dozen free. 
at a fair profit, and they appear to be getting both. There are, to | . Sasi 
- onde : i : hei t bot th CHAIN.—Somewhat more activity is 
Sure, 1ns nces where prices are Delng Cut, tn on e genera noted in the tire chain market. Some 
line of merchandise handled by the trade there is a very satisfac- | parts of New England already have ex- 
tory stability to values. Current retail activity is largely confined | Perienced snow and ice. Most of the re- 


a ae ee , . ; ae cent business placed with jobbers has 
to staple lines. Public inte rest in holiday goods is beginning to | (0... from these sections. 
manifest itself, however. Each year finds a greater number of peo- ey ea een 
ple who anticipate Christmas buying because it has been found by stocks: 

Tire Chains.—Weed, 1 to 9, palr, 


sad experience that to wait until the last minute means purchases 30 per cent discount; i0 to 29 pair in 
one shipment, 35 per cent discount; 


cannot be held within pre-arranged lines. This early public interest lots of 50 pair in one shipment, 40 
per cent discount. Fill-in orders are 


in holiday goods unquestionably has materially helped in getting figured at the discount earned by 


original purchases, 100 cross chains 


the retail hardware dealer to order goods. equal 1 pair of tire chains. 
Machine Chain. — Twisted, 11-64- 


Jobbers maintain holiday buying is coming ahead; that indica- in., $7.00 per 100 ft; 3-16-in.,, $7.80; 
tions are it will, in the final analysis, exceed in volume that of the mana % in., 
last three months of 1925. It is also maintained that 1926 sales of ; ET ig connection Moin baee: 

7 “* “4 Ses 


* per doz. net; 
] 


staple hardware lines has been very satisfactory and the feeling per- 5-16 in, 9c; % In. $1; 7-16 in. 
sists that jobbing sales for 1926 will exceed those for last year. The ; 
CUTLERY. — Additional orders for 


retail trade, however, is still evincing little interest in 1927 MNGE>. | ciuee. teins tenes tae agg w Pian 
chandise and it takes a mighty good salesman and a lot of talking | most of the buying is for the holiday 





to convince the retail dealer it is wise to anticipate requirements. | trade, but there is, as always, a de- 


) overnment’s latest esimate of the | ™#nd for current needs. The average 
New England looks upon the G te en 


cotton crop—rising 17,000,000 bales and a record production—as a | to assortment than to quantity. 
big bull card. To this section of the country this tremendous crop Cis cnete Gm: Gee See 


Stocks: 


means that cotton mills will grow progressively busier; that men ek: Midian, die es 


and women will be better employed; that mills will need new ma- dozen net. 
Knives.—Kitchen, No. 303, 80c. per 


chinery; that machinery makers will need new foundry castings; doz. net: No. 3: 3A $2.50. Slicers, 
. . . . . No. 2 0, VD. aw, 0 e 0 ® 
that foundries will require more pig iron and coke; that more money $5.25, ,Butcher. 
. . - . bad ° 4 4 6 _- 3.2 > 
will be in circulation. Although conservative sentiment is growing In., $7; i2 in., 
. ° . . IAN Se, & . ° *s 
more bullish every day, the election notwithstanding. 12 in., $14.25. Grapefruit, No. 342, $2 
, Oe neers. en wr 
— jJapatnned, 6 in., per doz. net; 
BATTERIES.—Dry cell batteries con- y RIC png sia ~ ; in., $8.50; 7 in., $9; 7% in., $9.55; 
tinue to sell freely. It is quite remark- public demand actually forces him to in., YAS S18: nickel Plated, 6 
y. : in., $9.15; 6 n. 
able the number of radio batteries that do 80. 7% in., $10.75; 8 in., $i. 15: 7 in., $14. 
have been sold since Jan. 1 last In We quote from Boston jobbers’ Left hand, 7% in., $13.80. 

, . : : ee stocks: Bent wa Mi tonsa manned, 7 iIn., 
fact, sales are far greater than jobbers Blankets. — Stable. kersey, $1.6 $9.55: 8 in., $10.75; 9 in., $13.56: 16 
ever dreamed each net; burlap, $2.40 to $3.35. Street -» $16.90. 

blankets, $2.25 to $6.85. Barbers’ Shears.—Nickel plated, gh 

We quote from Boston jobbers’ Robes.——l’lush automobile, 52 x 70 in., $12 per doz. net; ’ in., i ange 

stocks: in., $6.88 each net; 72 x 72 in., $10 to Scissors. ar eee 4 8.35 per 

Batteries.—Columbia dry cell, in $13. Woolen automobile, 52 x 72 in., doz. net 44 in., $8. ge 

lots of 60, 32c. each net; in smaller $3. : $7.65; 4 — 8. 35; ladies’, 4 
lots, 36c. Hot shot, in barrel lots, Shawis.—F ringed, motor, 52 - i 8.35; 4% in., $8.70; 65 in., $9; 
; 1M, $1.65 each net; No. 1562M, in., $3.75 each net; 54 x 70 in., $4.2 6 Iin., $10.36. 
- . ‘ “7 34, aris — 54 x 76 in., $5.76. 
arre A oO. . . > oO. ‘ ‘ ° ° 
1562M, $2.07; No. 1662M, $2.45. TT 1S. With h h GARAGE HARDWARE. — Building 
BOTTLES. ith the weather more : 
Radio.—Dry cell, in lots of 50, No. 1 eal Bn wile construction unquestionably has fallen 
Og ee et ae snappy, the retail dealer should be able | of but construction of garages holds 
. each net. B batteries, in units to speed up sales of bottles, because ' 
a 10, No. 764, $1.14 each net; No. ; ' | up remarkably. The demand for gar- 
$1.30; No. 771, 39c. Storage bat- the man who works in the open needs age hardware, therefore, is consistent 
salen. 6 to 9, $9.75 each net; 6 to 11, a warm drink at noon these days more , , : 
We quote from Boston jobbers’ 


$11.10; 6 to 18, $13.0 than he does in the summer. ious 
BLANKETS.—Although some sis retail We quote from Boston jobbers’ Garage Hardware.—Sets No. 1776J, 


dealers have covered their blanket, robe stocks: $2.25 per pair net. Holders, No. 
Botties— Vacuum, brown, pints, 1774J, $1.50 per pair net. 


and shawl requirements, business has $1.50 each list; Black, pints, $1.50; 
been disappointing so far this season, Green, nee _ pints, $1.60; 3 — ad GLOVES.—<Activity in cotton gloves is 


according to jobbers. Like in the case quarts, $2.75; quarts, $4. Corrugated confined largely to those retail dealers 


of many other articles, the average re- nickel plated, pints, $2.25; quarts, who believed they were covered and 
. . . . . $3.25. e 
tailer has no intention of buying until Discount—25 and 10 per cent. who have found out differently. 


Reading matter continued on page 66 
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Bull Dog 


Friction Tape 














IT STAYS STICKY because 
the natural mineral substance 
which is combined with pure 
rubber for coating the tape 
will not dry out and crumble 
like the vegetable substance 
ordinarily used for this purpose 





Boston Woven Hose 


& Rubber Co. r 
Makers of Quality Rubber — DS a 
Goods for Fifty Years an . ~ RULI DOG 
Works : Big : ! : wioenidan ue 


Cambridge, Massachusetts 


Postal Address: 
Box 5077, Boston, Mass. 
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We quote from Boston jobbers’ 
stocks: 
Gloves.—Cotton, knit wrist, 6 0oz., 


$1.08 per doz. net; 8 oz., $1.50; 12 02z., 
$1.80; 14 oz., $2.35. With leather palm, 
with gauntlet, $2.85 per dozen net; 
with wrister, $2.85: with Jersey back, 
$4.50; Jersey back with wrister, 
Jersey gloves, mottled black, No. 402, 
$1.90: No. 403, $1.90; No. 410, $3.75. 
Boys’ Jersey, $1.90, 


HEATERS.—Heaters are moving out 
of jobbers’ stocks each day, but there is 
no real snap to business. The rank and 


file of retail merchants order only as | 
occasion demands and then only spar- | 


ingly. 
We 
stocks: 
Heaters. — Klectric, Universal, re- 
flector type, No. 9927, $3.80 each net; 


quote from Boston jobbers’ 


No. 9953, $4.50; No. 9955, $4.85; No. 
9954, $5. Assortment Nos. 1 and 2, 
of three each, $9.50 net the set. Po- 


lar Cub, No. B90, in lots of less than 
12, $2.95 each net; in lots of 12 or 
more, $2.75 each net. Portable fur- 
nace, Utica, round, upright, $10 each 
list; discount on lots of less than 3, 
30 per cent, on lots of three to five, 
33% per cent, on lots of six or more, 
35 per cent discount. 


KNIFE SHARPENERS.—Although a 
small item, as items in the general 


makeup of the retail hardware store of 
today go, there is a steady absorption 
of knife sharpeners. 


them are sold by jobbers. 


We quote from Boston jobbers’ 
stocks: 
Knife Sharpeners.—$12 per doz. net. 
MATS.—The retail trade is evincing 


slightly more interest in door mats. As 
compared with a year ago, prices on the 
cocoa kinds are slightly higher, while 
those on wire varieties are unchanyed. 
We 
stocks: 
Mats.—Cocoa, No. 
(0c, each net: No. 2, 16 x 27 in., 75c.; 
No. 3, 18 x 30 in., $1. Keystone flex- 
ible wire mats, No. 2, $1.47 each net. 


ROOFING MATERIAL.—AIll kinds of 
roofing material are selling. 
lieved by jobbers that as much, and 
possibly slightly more, material will 
have been sold this fall as during the 
closing days of 1925. 
We 
stocks: 
Papers.—Japroid tarred felt, $73 a 
ton; Neponsit black building paper, 
in 250-ft. rolls, $1.33 per roll net; in 
500-ft. rolls, $2.65 per roll; Bermico 


sheathing paper, in 500-Ib. lots, $75 a 
ton. 


Stormtite.— Plastic, 
discount; liquid, 33% 


count, 

Shingles.—Japroid individual, $6.25 
per square; strip, 10 in., $5.75 per 
square; superstrip, 12% in., $7.15 per 
square; super-giant, $8.50; lock-top, 
$3.90. 


RUBBISH BURNERS.—Rubbish burn- 
ers have been in better demand of late, 


presumably because people are cleaning 
up around the house. 


quote from Boston jobbers’ 


1, 14 x 25 in., 


quote from Boston jobbers’ 


331% 
per 


cent 
dis- 


per 
cent 


We quote from Boston jobbers’ 


stocks: 


Rubbish Burners.—Cyclone, No. 2, 
in lots of 6, or full bundles, $2 each 
net; in smaller quantities, $2.25 each. 


SASH CORD.—Jobbers intimate that a 
slight reduction of prices is in the mak- 
ing. If it comes, it will be based on 
the recent slump in raw cotton values. 
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We 
stocks: 
Sash Cord.—Sampson spot, 


quote from Boston jobbers’ 


No. 7, 
6Kc. 


6%c, a Ib. net: Nos. & 9 and 19, 
Acme, No. 6, 45¢c.; No. 7, 43c.; Nos. 
% 9, 10 and 12, 42c. 


SAW FRAMES.—While most of the re- 


tail trade covered its wood saw frame 
and blade requirements some time ago, 
there is something doing every day, say 
| jobbers. 


We quote from Boston jobbers’ 
stocks: 

Wood Saw Frames.—No. 03, $5.85 
per doz. net; No. 50, $6.50; No. 40, 
$7.4%. 

Biades.— No. 6, 30 in., $5.20 per 
doz. net; 32 in., $5.85; No. 11, 30 in., 


$6: 32 in., $6.65; No. 45, 32 in., $5.50. 

Complete Sets.—No. 150, $12.75 per 
doz. net: No. 150 Champion, $13.65; 
No. 40, $15.55; No. 45, $15.20; No. 111, 
$16.35. 


SCREENS AND DOORS.—Manufac- 
turers of screens and doors are out with 
new price lists which show a slight re- 


duction in quotations. Jobbers have 
not taken action as yet. 
We quote from Boston jobbers’ 
stocks: 


Doors.—No. 241, 2-6, $17.88 per doz. 


net from store; 2-8, $18.75; 2-10, 
$19.82; 3-7, $20.75; No. 384, 2-6, $25.75; 
2-8, $26.88; 2-10 8.13; 3-7, $29.19 
No. 457G, 2-6, ro Db; 2-8, $22.44; 2-10, 
$23.75; 3-7, 94; No. 454G-14, 2-6, 
$31.70; 2-8, $33.12; 2-10, $35.06; 3-7, 
$36.75: No. 345G-14, 2-6, $39.88; 2-8, 
$41.31; 2-10, $43.06; 3-7, $44.63. 


Screens.—Competitor, No. 2, $4 4 
dozen net from store; No. 3, $4.81. 
liummer, No. 1833, $4.38; No. 2433, 
$5.19; No. 2437, $5.56; No. 2837, $6.50; 
No. 1833G, $4.56; No. 2433G, $5.44; 
No. 2437G, $5.81. Diamond E, No. 2, 
$10: No. 3, $12; No. 12, $14; No. 13, 
$16. 
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per, $112 each net; white enameled, 


$119; No. 34, $92.75; No. 33 
lroners.—Horton line, No. 3, gas 
heater, $101.50 each net; electric 


heater, $108.50. 


WATCHES.—Watches are included in 
many orders placed by the retail trade 
these days. Most of the timekeepers 
are wanted for the holiday trade. 


We from 
stocks: 


Watches.—Ingersol line, plain dials, 
$1.02 each net; Eclipse, $1.67; Junior, 
2.17; Midget, $2.17; Wrist, $2.33. 
With radiolite dials Yankee, $1.50; 


quote Boston jobbers’ 


Two in.One, $1.67; Eclipse, 3.17; 
Midget, $2.50; Wrist, $2.67. New 
Haven line, Tip-Top, plain, $1 each 
net, radium, $1.48; ip-Top wrist, 
plain, $2.29, radium, $2.62. New 
Haven, 95c. Sports timer, $1.65. 
WINDOW GLASS.—For the _ second 


time within a comparatively few days 


there has been an advance in window 








STOVE BOARDS.—The weather being | 


cooler, people are starting fires, and 
there is a better over-the-counter de- 
mand for stove boards, which, in turn, 
is reflected in the jobbing market. 


We quote from Boston jobbers’ 
stocks: 
Stove Boards.—l’aper lined, No. % 


square, 28 x 28 in., $9.88 per doz. net; 
30 x 30 in., $11.60; 32 x 32 in., $13.75. 
Wood lined, No. 3 square, 28 x 28 in., 
$18.50; 30 x 30 in., $21.50; 33 x 33 in., 
$25.25. 


THERMOMETERS. — There appears 
slightly more doing in thermometers, 


but that is the best that can be said re- 


garding the market. There is no pep 


\to the buying. 


We quote from Boston jobbers’ 
stocks: 

Thermometers.—Indoor, No. 542058, 
8 in., $7.20 per doz. net; No. 514558, 


5 in., $3.90; No. 5121S, Temprite, $7.20: 
No. 5154S, & in., $6: No. 5100S, 6 in., 
$12; No. 5150N, 8 in., $3.60. Spirit, 





8 in., $13.20; 10 in., $14.40. 


No. 5121S, $8.10. Tin case, No. 3001, 
7in., $1.20; No. 3003, 8 in., $1.38. 


Standard, heavy mercury, No. 5400, 


Outside.—White enamel, 8 in., $10 
per dozen net; 10 ItIn., $12. White 
enamel on steel, with brackets, $7.20. 
Storm Blast, 8 in., $7.20. Barometer, 
wood framed, $6.65 each net. 


WASHING MACHINES. — Retailers 


keep picking away at jobbing stocks of 
washing machines. The hardware trade 
is meeting stiff competition from out- 
siders. 


We quote from Boston jobbers’ 
stocks: 
Washing Machines. — Voos, sea 


wave, $99 each list; No. E25, Dollie 
type, $94 each list. Discount, 33% 





per cent. Horton line, No. 40, cop- 











'giass. 


This time it amounts to about 
5 per cent and is the result of new lists 
issued by manufacturers. The previous 
advance represented the elimination of 


a price war among jobbers. 


We 
stocks: 


Window 


quote from Boston jobbers’ 
Glass. — Single, 25-in. 
bracket, A, 87 per cent discount; 30 
and 40-in. bracket, 85 per cent dis- 
count; 50 in. and larger, 84 per cent 
discount; B, 25-in. bracket, 89 per 
cent discount; 30 and 40-in. bracket, 
88 per cent discount; 50 in. and larg- 
er, 86 per cent discount. 


Quaker Boiling Pot in Three 
Sections 


Designed as a utensil for universal 
use and to steam or boil any food as 
desired from breakfast cereals to the 
evening meal, the Ohio Metal Utensil 
Co., Greenwich, Ohio, has_ recently 





MADE OF ALUMINUM 


brought out what has been designated 
to the trade as the Quaker Pot, a com- 
pact combination of three pots or 
kettles of many and varied uses. 

It is made of all aluminum with 
cover and separate lifter for removing 
hot pots. One two-quart pot, provided 
with holes near the top to admit steam, 
fits into the water pot which is covered 
tightly. 

Another two-quart pot has small 
holes in the bottom and two-thirds up 
the sides, fits into the water pot like 
the steamer and is ideal for boiling 
macaroni or spaghetti. In removing 
this pot with the handy lifter, included 
with this article, the water automati- 
cally drains off. 
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almost unlimited work 


W.E. Pruden Hardware Co. find 
that Elliott-Fisher easily handles 
their increasing business 


INCE W. E. Pruden installed Elliott-Fisher, their 
business has increased greatly. Yet the same 
Elliott-Fisher equipment that did their work then 
does it now, when the volume is much greater. It is this 
capacity to handle a tremendous volume of work that 
can make Elliott-Fisher so useful in your own account- 
ing department. 

‘lliott-Fisher has the ability to carry you through 
your accounting rush without the expense and annoy- 
ance of overtime work. It handles the peak loads as 
easily as the daily routine. And it does a neater, more 
accurate job than any other method. 

Postings are made each day to ledger and statement 


we 
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Service and Supplies are second only in importance to machines. 
You can depend absolutely on E-F Service and EFCO Supplies. 


Elliott - Kkisher 


AUTOMATIC ELECTRIC 


So ; the aise Right. 








Pictured above are the Elliott-Fisher machines that handle 

Pruden’s accounting so satisfactorily. We will gladly tell 

you how Elliott-Fisher can cut your accounting costs, if 
you will mail the coupon below. 


in one operation. Totals are self-checking—always in 
balance. Trial balance troubles vanish. And at the 
end of the month, itemized, typewritten statements 
are ready to place in the mail. Yet you do not need 
to change your accounting system to get these results. 

Elliott-Fisher fits right into your accounting system 
—and, for less money than you are now paying, gives 
you greatly improved service. 

A copy of “Volume and Expense” will be sent to you 
if you will fill out and mail the coupon below. In this 
booklet we explain in detail how representative hard- 
ware companies are profiting by using Elliott-Fisher. 





New—The Automatic Electric 


rN To the mechanically perfect Elhott- 
on , Fisher machine has been added— 
‘A electricity. All the exclusive Elhott- 


Fisher features have been retained— 
power now does what hands once 


did. Just Write—Elhott-Fisher does 














Elliott-Fisher Company 
342 Madison Avenue 
New York City. 


% Gentlemen: Please send me a copy of your book- 
let “Volume and Expense.” 

















ACCOUNTING 


MACHINES with the 


FLAT WRITING SURFACE 
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in Northwest—Prices Firm 


(Minneapolis office of HARDWARE AGE) 


N the territory of the Northwest tributary to the Twin Cities 
liquidation of loans is in progress as to loans made to country 


banks by the central institutions. 


This liquidation is in direct 


ratio to the success of the farming operations in each community. 
Merchandising is starting for the holiday business, though not 


so briskly as it has in previous years. 


The condition of the crops, 


the success of the farmer in saving a part of those crops from the 


elements, particularly in the one-crop communities, 


has a strong 


bearing on the amount of trade which will develop. Naturally, in 
the communities where diversified farming and dairying are fol- 
lowed, there is no stringent condition, and “business as usual” is 


the slogan. 


Prices seem very stable in this market, there being no induce- 
ment to raise them, and no cause to lower them for additional busi- 
ness which might be gained. The national market is quiet, and prob- 
ably will remain so until the end of the year. 


AXES.—Call for axes on the average 


is good. Stocks are well filled, with 
prices unchanged. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit base 


weight axes at $16 per dozen and 
double bit base weight axes at $21.50: 
Pliumb’'s Dreadnaught unhandled 
single bit, $14.50; double bit, $19.50; 
handled, single bit, $19.25: double bit. 

24.25 doz. net. 

BOLTS.—Stocks are ample for present 
needs, and merchants are not inclined 
to increase them. Demand is nominal, 
with prices steady. 

We 
f.o.b. 
45 per 
per cent; 
and lag 
lists. 


quote from jobbers’ stocks, 
Twin Cities: Carriage bolts at 
cent; machine bolts at 50 

stove bolts at 75 per cent 
screws at 55 per cent from 





BALE TIES.—Demand is fair, though | 


not so great as it would have been 
with good haying weather the latter 
part of September. Stocks are ample 
for the call, with prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single loop bale 
ties, 9% x 14, $1.54; 9% x 15, 37; 


9% x 14, $1.57 per bundle. 


BRADS.—Call is steady, though not 


heavy. Stocks are well assorted, with 
prices unchanged. 
We quote from jobbers’ stocks. 
f.o.b. Twin Cities: Wire brads in 25- 


vie 


Ib. boxes at 75 cent from list. 


CARPET SWEEPERS.—Sales are fair, 
with stocks well filled. 
changed. 


We quote from 
f.o.b. Twin Cities: Carpet sweepers, 
American Queen, $54; Elite, $60; 
Grand Rapids, japanned, $44; Grand 
Rapids, nickeled, $48; Grand sweeper, 
17 in., $60; Parlor Queen, $56: Prin- 
cess, $50; Universal, nickeled, $46: 
japanned, $42 per doz. net. 


COAL HODS.—Sales are increasing 
slowly, with stocks in readiness for the 
call. Prices are unchanged. 


We quote from 
f.o.b. Twin Cities: Japanned 
coal hods, 17 in., $3. 75: 
japanned funnel, 17 in., 
$5.25; galvanized open, 
18 in., $5.80; galvanized funnel, 17 
in., $5.80: 18 in., $6.70 per doz. net. 


per 


jobbers’ stocks, 


stocks. 
open 
$4.25; 


jobbers’ 


changed. 

We quote from jobbers’ stocks, 
f.o.b.. Twin Cities: 26-in. 10-ga. top 
and bottom 12%-ga. intermediate 
type of fence at $30. 04 per 100 rods, 
with other sizes and weights in pro- 
portion. 

FILES.—Demand is fair, with stocks 

well assorted. Prices have not 
/ 

changed. | 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade files 
at 50 per cent and second grade files 
at 60 per cent from lists. 


Prices have not | 


EAVES TROUGH CONDUCTOR PIPE 
AND ELBOWS.—The year’s business 
is just about over in this line. Stocks 
are being graded accordingly. Prices 
have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Slip joint, single 
bead, 28 ga. eaves trough at $5.50 per 
100 ft.; 28 ga. 3-in. conductor pipe at 
$5.40 per 100 ft. and 28 ga. 3-in. el- 
bows at $1.73 per doz. net. 

FIELD FENCE.—tThere is some call 
for field fence, though sales for the 
season are on the wane. Stocks are 


ample for the call, and prices are un- 


ROPE.—Call for rope is steady though 
not heavy. Stocks are being kept ac- 
cordingly. Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade manila 
_ rope at 24%c. Ib. base, and best 
grade sisal rope at isc. per Ib. base. 


-SANDPAPER.—Demand is fairly good, 


SASH 
/mand 





with stocks well filled. Prices have 
not changed. 

We quote from jobbers’ 
f.o.b. Twin Cities: Best grade No. 1] 
sandpaper at $5.10 per ream: second 
grade No. 1, $4.70 per ream, and gar- 
net No. 1, $16.75 per ream. 

CORD AND WEIGHTS.—De- 
shows a grading down, with 


Prices are 


stocks, 


stocks kept in proportion. 
unchanged. 


We quote from jobbers’ stocks. 
f.o.b. Twin Cities: Best grade sash 
cord at 73c. lb. and second grade at 
37%c. lb.; cast-iron sash weights at 
$2.10 cwt., net. 
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SCREWS.—Call is steady, with stocks 
well assorted. Prices have not changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flat head bright 
wood screws at 80-20 per cent; flat 
head, japanned, 72%-10 per cent; 
round nead blued, 71%-10 per cent: 
flat head, brass, 7714-10 per cent; 
round head, brass, 75-10 per cent 
from lists. 


SOLDER.—Demand is fair, with stocks 
ample for present needs. Prices have 
not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Warranted half 
and half solder at 46c. Ib. and strictly 
half and half solder at 45c. Ib., net. 


SKATES.—Demand is starting, in the 
larger cities where covered rinks are 
in use. Dealers have their stocks in 
readiness for the call. 

We 
f.o.b. " 
skates, 
$7.25 and 
pair. 

STEEL GAME TRAPS.—Demand is 
beginning to develop in a retail way, 
though not to any extent as yet. 
Stocks are ready for the call, with 
prices steady. 

We 
f.o.b. 
0, $1.10; 
No. 2, 
$1.59; No. 
doz. net. 

Gibbs “Two 
Single Grip No. 1, 

No. 3, $5.50; No. 4, net, 
f.o.b. factory, with freight allowed in 
barrel lots. 


STEEL SHEETS.—The market 
steady, with call nominal for sheets. 


We quote from jobbers’ stocks. 
f.o.b. Twin Cities: Galvanized steel 
sheets at $5.15 cwt. base (24 ga.), 
and black steel sheets, $4.30 cwt. base 
(24 ga.). 

TORCHES.—Stocks are well assorted, 
with sales at a fair rate. Prices have 
not changed. 


Ps quote 
Twin 


quote from jobbers’ stocks, 
win Cities: Nestor Johnson ice 
North Star aluminum finish, 
nickel plated finish, $8.25 


jobbers’ stocks, 
Victor traps, No. 
No. 1, $1.38; No. 1%, $2.44; 
$3.36; Oneida jump, No. 0, 
1, $1.83; No. 1%, $2.81 per 


quote from 
Twin Cities: 


is 


from jobbers’ stocks. 
Cities: Turner Master 
No. 43, qt., $5.76; No. 45, at., 
3; No. 47, qt., $7.08; No. = at., 
; No. 49, qt., $8.54; No. at. 
, $6.96 each. Turner Man Pe 

Oo. 8, qt., $5.35; No. 14, 
No. 22, 


: qt., $6.53; 0. 
; No. 38, 


qt., 
rr No. 92, at., 
: No 


. 105, qt., 

Turner firepots, 
$7. 20: _ 3, 
No. 76, $7.13; 


$7.97; No. 66, $10. 18: 

No. 34, $8.67 each net. 
WEATHER STRIP.—Sales are steadily 
increasing in this line, with stocks 
being drawn on heavily. Prices have 


not changed. 


We quote from jobbers’ stocks. 
f.o.b. Twin Cities: Wood and felt, yA 
% in., $1.85; 1 in., $2.60 
o $4.85, and Bosley’ s, $. 25 per 
Se 


WIRE.—Fence wire is selling at a fair 
rate, with stocks well filled. Prices 
have not changed. 


We quote from jobbers’ stocks. 
f.o.b. Twin Cities: Painted cattle wire 
at $3.01 per 80-rod spool; painted hog 
wire at $3.22 per 89-rod spool; galva- 
nized cattle wire at $3.21 per 80-rod 
spool; galvanized hog wire at $3.43 

er 80-rod spool; smooth black wire 

9, $3.25 ecwt., and galvanized 
smooth wire No. 9, $3.70 cwt. 
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Columbia Chictite-- 
A New One-Inch Poultry Fence 


An entirely new engineering principle in hinge-joint fence machinery 
has made possible this fence with uniform, tightly wrapped joints and 
lower line wires only one inch apart. This new design of manufac- 
turing equipment is confined to the production of Columbia Chictite 
Fence exclusively. 


Heights Up To 72 Inches 
Costs Less Than Netting 


Columbia Chictite fence fills a real need in poultry raising. It is made 
in several weights, and in heights from 24 inches to 72 inches. Wires 
are armored against rust by our Super-Zincing process insuring great 
durability. Costs less erected than poultry netting and the heavier, 
stronger wires make it many times more durable. The close spacing 
confines small chicks and keeps out destructive animals. 











Your inquiries for fence, barbed wire, nails 
and other wire products will be appreciated. 


Pittsburgh Steel Company, Pittsburgh, Pa. 


NEW YORK DETROIT CHICAGO 
MEMPHIS DALLAS SAN FRANCISCO 

































No. 17 Gause 


: lower \ine 
This —, — apart an 


A Real Fence That Holds and 
Protects Little Chicks 
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Coming Hardware Conventions 


ARKANSAS RETAIL HARDWARE ASSO- | 
CIATION CONVENTION, Little Rock, May, | 
1927. L. P. Biggs, secretary, Little 
Rock. 


CALIFORNIA RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION 
AND EXHIBITION, Sacramento Memo- 
rial Auditorium, Feb. 15, 16, 17, 18, 
1927. Hotel headquarters, The Sena- 
tor. Le Roy Smith, secretary, 112 
Market Street, San Francisco. 





CONNECTICUT HARDWARE ASSOCIA- | 
TION CONVENTION, New Haven, about | 
the middle of February, the exact date 
to be determined later. Henry S. | 
Hitchcock, secretary, Woodbury. 


HARDWARE ASSOCIATION OF THE CAR- | 
OLINAS AND VIRGINIA RETAIL HARD- 
WARE ASSOCIATION JOINT CONVENTION, | 
June 7, 8, 9, 1927. Place of meeting to | 
be announced later. Arthur R. Craig, 
secretary-treasurer of the Carolinas 
Association, 804-806 Commercial Bank | 
Building, Charlotte, N. C. Thomas R. 
Howell, secretary of Virginia Retail 
Hardware Association, 301 E. Grace 
Street, Richmond Va. | 


ILLINOIS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, 
Hotel Sherman, Chicago, Feb. 15, 16, 
17, 1927. Leon D. Nish, secretary- 
treasurer, Elgin, Ill. 


INDIANA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Claypool Hotel, In- 
dianapolis. Exhibition at Cadle Taber- 
nacle, Jan. 24, 25, 26, 27, 1927. G. F. 
Sheely, secretary-treasurer, 911-913 
Meyer Kiser Bank Building, Indian- 
apolis, Ind. 





Iowa RETAIL HARDWARE ASSOCIATION | 
CONVENTION, Hotel Savery, Des Moines. | 
Exhibition at Des Moines Coliseum, 
Feb. 8, 9, 10, 11, 1927. A. R. Sale, 
secretary, Mason City. 


KENTUCKY HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION AND 
EXHIBITION, Jefferson County Armory, 
Louisville, Feb. 1, 2, 3, 4, 1927. J. M. 
Stone, secretary-treasurer, 202 Repub- 
lic Building, Louisville. 


LOUISIANA HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION AND 
EXHIBITION, New Iberia, June 6, 7, 8, 
1927. Guy Nason, secretary-treasurer, 
Columbus, Miss. 


MICHIGAN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Grand Rapids, Mich., Feb. 8, 9, 10, 11, 





1927. Arthur J. Scott, secretary, 
Marine City. K. S. Judson, 248 Morris 
Avenue, Grand Rapids, exhibit man- 
ager. 


MINNESOTA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Auditorium, St. 
Paul, Feb. 15, 16, 17, 18, 1927. Charles 
H, Casey, manager-treasurer, Nicollet 
Avenue and 24th Street, Minneapolis. 


MISSISSIPPI RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION 
AND EXHIBITION, White House, Biloxi, 
June 13, 14, 15, 1927. Guy Nason, sec- 
retary, Columbus. 


MISSOURI RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION. 
Hotel Statler, St. Louis, Mo., Jan. 24, 
25, 26, 1927. F. X. Becherer, secre- 
tary, 5106 North Broadway, St. Louis. 


MOUNTAIN STATES HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Denver, Colo., Jan. 18, 19, 20, 1927. 
W. W. McAllister, secretary, P. O. Box 
518, Boulder, Colo. 


NATIONAL RETAIL HARDWARE ASSO- 
CIATION CONGRESS, Mackinac Island, 
Mich., June, 1927. H. P. Sheets, sec- 
retary-treasurer, 130 E. Washington 
St., Indianapolis, Ind. 


NEBRASKA RETAIL HARDWARE CON- 
VENTION AND EXPOSITION, University 
Coliseum, Lincoln, Feb. 1, 2, 3, 4, 1927. 
Headquarters, Cornhusker Hotel. 
George H. Dietz, secretary-treasurer, 
414-419 Little Building, Lincoln. 


NEW ENGLAND HARDWARE DEALERS 
ASSOCIATION CONVENTION AND EXHIBI- 


TION, Mechanics Building, Boston, Feb. 


22, 23, 24, 1927. Geo. A. Fiel, secre- 
tary, 80 Federal St., Boston 9, Mass. 


NEW YORK STATE RETAIL HARDWARE 
ASSOCIATION, INC., CONVENTION, Ten 
Eyck Hotel, Albany. Exhibition at 
State Armory, Feb. 8, 9, 10, 11, 1927. 
John B. Foley, secretary, City Bank 
Building, Syracuse. 


NORTH DAKOTA RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Grand Forks, Feb. 8, 9, 10, 1927. 
C. N. Barnes, secretary, Grand Forks. 


OHIO HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Columbus, 
Feb. 15, 16, 17, 18, 1927. James B. 
Carson, secretary, 411 Mutual Home 
Building, Dayton. 





OKLAHOMA HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Ma- 
sonic Temple, Oklahoma City, Jan. 25, 
26, 27, 1927. Charles L. Unger, secre- 
tary-treasurer, 207-208 loomfield 
Building, Oklahoma City. 


PANHANDLE HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Ama- 
rillo, Tex., some time in May, 1927, 
exact dates to be announced later. 
C. L. Thompson, secretary-treasurer, 
Canyon, Tex. 


PENNSYLVANIA AND ATLANTIC SEA- 
BOARD HARDWARE ASSOCIATION, INC., 
CONVENTION AND EXHIBITION, Commer- 
cial Museum, Philadelphia, Feb. 14, 15, 
16, 17, 18, 1927. Sharon E. Jones, sec- 
retary, 604 Wesley Bldg., Philadelphia. 


SOUTHERN CALIFORNIA RETAIL HARD- 
WARE ASSOCIATION CONVENTION, Am- 
bassador Hotel, Los Angeles, Cal., Feb. 
22, 23, 24, 1927. H. L. Boyd, secretary- 
treasurer, 618 Hellman Bank Building, 
Los Angeles, Cal. 


SouTtH DAKOTA RETAIL HARDWARE 
ASSOCIATION CONVENTION, Coliseum, 
Sioux Falls, Feb. 22, 23, 24, 1927. 
Chas. H. Casey, manager-treasurer, 
Nicollet Avenue and 34th Street, Min- 
neapolis. 


SOUTHEASTERN RETAIL HARDWARE 
AND IMPLEMENT ASSOCIATION, COM- 
POSED OF ALABAMA, FLORIDA, GEORGIA 
AND TENNESSEE, CONVENTION AND ExXx- 
HIBITION, Jacksonville, Fla., April 19, 
20, 21, 1927. Walter Harlan, secre- 
tary, 701 Grand Theater Building, 
Atlanta, Ga. 


TEXAS HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Dallas, Jan. 
18, 19, 20, 1927. Dan Scoates, secre- 
tary-treasurer, College Station. 


WESTERN RETAIL IMPLEMENT AND 
HARDWARE ASSOCIATION CONVENTION, 
Missouri Theater, Kansas City, Mo., 
Jan. 18, 19, 20, 1927. Headquarters, 
Coates House. H. J. Hodge, secretary, 
Abilene, Kan. 


WEST VIRGINIA HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, 
Parkersburg, Jan. 18, 19, 20, 21, 1927. 
James B. Carson, secretary, 411 Mu- 
tual Home Bldg., Dayton, Ohio. 


WISCONSIN RETAIL HARDWARE Asso- 
CIATION CONVENTION AND EXHIBITION, 
Auditorium, Milwaukee, Feb. 1, 2, 3, 4, 
1927. George W. Kornely, 1476 Green 
Bay Avenue, Milwaukee, is exhibit 
manager. P. J. Jacobs, secretary-treas- 
urer, Stevens Point. 
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The Only 
Receiver With 


Horn and Cone | 
Speaker 
Combination 


= 


—An Exclusive 


| Thorola Feature 
my cae 











Entirely different! Beyond competition! 
Power operated if desired—but provides 
ample space for batteries and charger. We 
feature this double advantage in our pub- 
licity, thus assuring to Thorola Dealers 
largeadditional profits on equipment sales 
and installations. 

Finishedin Antique High-Lighted Walnut 
—quite the vogue in furniture styles. 








(9 fog REP the outstanding new radio achievement—a new combination that 
spells extraordinary musical reproduction. Anexclusive Ghorola achieve- 
ment, found only in GhorolaRadio —it iswhat thegreat majority of peoplewant. 


Millions of people are hearing about 
Thorola every month through forceful 
national advertising in all the leading 
publications. , 


Thorola is the most profitable medium- 
priced QUALITY line in radio today. 
Opens up a broad and lucrative field for 
Thorola Dealers. 








Good territories are going fast. Act quickly. 
Write or wire at once for detailed information. 


REICHMANN COMPANY, Manufacturers 


1725 West 74th Street Chicago, U.S. A. 
Model 57 Model 58 Model 59 Model 9 Model 4 Model 12 Model 7 
Thorola Thorola Console Thorola De Luxe Thorola Thorola Speaker Thorola Table 
Table Built-in No. 4 Console—Horn and Cone Cone Controlled Mica Junior Cone 
Model Speaker Speaker Combination Speaker Diaphragm Speaker Speaker 
$60.00 $125.00 $185.00 $20.00 $25.00 $15.00 $60.00 








| Prices Slightly Higher West of Rockies 
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Center Gauges Steel Rules and Straight Edges 


Compare Them for 
Accuracy, Workmanship 









Spring and Firm Joint Calipers and Finish 
— 
——— Ihe more searching your inspection is the 





pre —— better Goodell-Pratt Precision and Machinists’ 
Tools will look to you. 


Inside Micrometers 


You'll find surprising accuracy, sharp, clean 
etched graduations, expert workmanship and a 
beautiful, enduring finish. 








Compare them item by item with other sim1- 
lar lines. There are few as complete or that show 
the nicety of design and knowledge of what the 
toolmaker and machinist really want in fine 
tools. 


There are over ‘five hundred items in this fine, 
comprehensive line. 








Goodell-Pratt Company 
aa 


GREENFIELD, MASSACHUSETTS, U. S. A. 








Speed Indicators 


GOODELL-PRATT 


1500 GOOD TOOLS —~ 


a A 
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The picture above shows one of the pleasing tool window displays used by the W. F. Kennedy Hardware Co., Canton, 


Ohio. 
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Note the neat arrangement and background, which has been used effectively by this firm in displaying small 


tools to advantage 


The Tool Department 


Shovels and Spades 


By Don Thatcher 





ity range is wide, probably because a very cheap 
shovel will answer the purpose where a shovel 
is used occasionally. But where shovels are used 
steadily the best obtainable are the cheapest. In 
constant use in rock and sand shovel quality quickly 
makes itself known. Sand will eat up a poor quality 
shovel blade almost as quick as a cat will lick up a 
saucer of milk, and when the use of poor quality 
shovels is attempted on road beds, highways and rock 
piles they crumple up faster than water eats through 
sand. The standard or generally used patterns of 
shovels are short and long handles, square and round- 
point, the regular pattern short, having a D handle, 
the long a straight handle—these patterns are desig- 
nated D. handle dirt and long handle dirt; the number 
two size is the staple seller, especially of the long 
handle, while there are quite a few larger sized blades 
numbers three and four used in both square and 
round point D handle shovels. 
Of the short handle shovels with square point there 
are also patterns known as D handle spading, made 
with tapered blade, blade at the point being about 1 


GS sane are used for many purposes—the qual- 


in. narrower than at the heel. This is a good garden 
shovel, also easily used where it is desired to carry 
more dirt than can be lifted on a spade. Also con- 
crete, molders and railroad patterns, the latter is made 
both with wood D handle and malleable tamping D 
handle, which when broken can be replaced. 
Railroad pattern shovels usually have more bend 
or “lift” than the regular pattern or dirt shovels, as 
well as being slightly heavier. The standard length 
of handle of short-handled shovels is 26'% in., al- 
though some railroad patterns with malleable tamping 
handles are made with 2714-in. handles. Round point 
shovels will usually average 2 lb. less to the dozen 
than the same size square point of equal quality. 
Long handle shovels are made in the regular or 
standard dirt pattern, also irrigating with and with- 
out stop; some irrigating patterns are made with the 
blade deeply bowled to permit of shoveling water; 
other long-handled patterns are miners, rice with 
perforated blade and ditching with knob end handle 
and tapered blade. Other than the regular dirt pat- 
tern practically all long-handled shovels are round 
point, of which the number two size is the big seller 
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-some sections of the country demand a smaller 
blade known as number 14 size. 

Included in the shovel family are scoops of many 
sizes and purposes, from the small furnace scoop for 
household use to the various patterns of coal, locomo- 
tive and grain scoops. Grain scoops are made in the 
Western or Bull Frog pattern, with blade sizes from 
121% in. x 151% in. to 15% in. x 2034 in. In the Eastern 
and narrow mouth pattern the sizes are much smaller. 

Of spades the staple seller is the number two size, 
square point, short D handle, though quite a few long 
handle spades are used. Other patterns of drain, 
post and ditching spades are used for the purposes 
their names indicate; they are made with round, dia- 
mond point and square point. Local demand and use 
determines the kind of patterns to handle. 

Shovel quality is important; men who are constant- 
ly using shovels want tools that will wear well. If 
weight was not to be considered our shovel manu- 
facturers would have little difficulty in supplying 
shovels to satisfy even those who expect the utmost 
of wear and service; but weight is an important fac- 
tor to the user, as well as to the manufacturer whose 
cost is to some extent regulated by weight of material 
used. The man who is using a shovel all day is do- 
ing the hardest kind of physical labor; he wants as 
light a weight tool as he can get to do the work. The 
average shoveler is a laborer working for some con- 
tractor. He would like to be supplied with light 
weight, wear-out quick shovels, but the contractor 
cannot afford to supply that kind—he has to supply 
shovels that will wear—but not too heavy. 
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Good quality D handle square and round point dirt 
shovels will run from 58 to 65 lb. to the dozen. There 
are made some especially heavy contractor shovels, 
but it’s hard to get men to use them and where used 
steadily they are hard on the workmen. 

Of styles of shovels or methods of manufacture 
and construction the best seliers are tnose made with 
plain back, both socket and plain strap, though among 
the higher priced shovels there is a good sale for the 
one-piece shovel made with solid as well as split 
sockets; these shovels are forged from one piece of 
steel; strong claims are made for their wear and ser- 
vice. When the sockets are split the object is to per- 
mit of tightening handle should shrinkage occur. 

A good shovel assortment for the average store 
that has a fair sale of shovels would be for the high- 
est priced line—one-piece shovels. The next line— 
the best quality socket or plain strap shovels obtain- 
able—for a comparative line—a well-made cheaper 
grade of socket strap shovels—for the occasional 
shovel user—any fair quality—making price govern 
the selection—buy it low and sell it cheap. The fore- 
going applies to short D handle square and round 
point shovels, the staple sellers. Selection of other 
patterns is determined by local conditions and de- 
mand. 

While having the low-priced shovel in stock, never 
hesitate to say it is sold on price; many a householder 
having occasional use for a shovel, who starts out to 
buy the low-priced article will gladly pay a little more 
for a good tool. 


National and State Officers Attend Philadelphia Meeting 


(Continued from page 47) 


shoulder at some hardware fallacies 
saying—“Turnover to my mind is one 
of those war babies—a something to 
tide over a certain strata the hardware 
business has gotten into. When a man 
says turnover, stop and think what it 
means.” He illustrated the case of 
selling a certain small article then 
calling the jobber by phone and having 
the replacement made via a_  65-ton 
truck. “Turnover is unprofitable when 
the cost of replacement exceeds the in- 
terest on the investment.” “Your 
hardware business is known by the 
stock that you keep. There is more 
money made by watching your stock 
and keeping your money invested in | 


| again.” 





a meeting. 


you.” 
Herbert P. 





by all. 


| Referring to hardware associ- 
ations, Mr. Atkinson said, “It is a 
hardware school you attend’ and not 
| It is not an obligation you 
owe some association to attend a meet- 
ing, you tell what you know and the 
other fellow tells what he knows and 
you will carry away something that 
will stick to you—something you can 
use and something that will advancé 


Sheets, national secre- 
tary, paid a neat compliment to James 
M. Rose, secretary of the Philadelphia 
Association, which was well received 


Robert J. Murray, State president, 


John F. Kaufmann, 7031 Garret 
Road, Upper Darby, Pa., was received 
into membership. 

A tour through the Henry Disston & 
Sons plant will feature the next meet- 
ing of Nov. 18. Following the tour 
the regular meeting will be held in the 
Disston Auditorium. 

Rivers Peterson, editor of Hardware 
Retailer, who was the speaker of the 
evening spoke on the subject, “Getting 
on in the Hardware World.” 

He stated that application is a great 
deal more important than invention 
and that if we are going to get on we 
must do things ourselves—that we are 
not doing half as good as we know 


stock. The country is full of people 
who know more about your business 
than you do yourself. If you buy in 
small quantities and the goods are 
handled five times—costs are added to 
your business all along the line—we 
all contribute when we buy articles in 
small quantities. A large number of 


small hardware stores have cropped up 
all around us, it is the old process of 
supply and demand—a lot of them will 
go and a lot of them will crop up 





responded in his inimitable manner to 
“A quick turnover.” 

George C. Brown, president, called 
attention to the advancement of the 
Penn National Hardware Insurance 
Co., to one of the best in the mutual 
insurance business, in which he was 
strongly supported by Hugh F. Mc- 


Knight and B. Frank Antrim. 


During the meeting there was re- 
ported a collection of $847 through the 


collection bureau. 





how now. He called attention to pres- 
ent day fake schemes and the alluring 
idea conveyed of getting something 
without working for it—schemes that 
promise most for the least. He said 
in part “We are going to have to make 
a change in our buying method for we 
are facing a peculiar situation in this 
country. There is more money in the 
country but the individual is harder 
up.” 
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Two New Babies 


Yes, we found out how to improve even such 





a work-a-day staple as a Nipper. 


These new tools are better proportioned than 
any we have ever seen. Extra metal is placed 





Actual 
Size 


where the strains come. 





Better material ... a specially tempered 
alloy steel . . . has been adopted. It makes a 
good, hard cutting edge that will cut tempered 
steel wire, and keep on doing it. 


Better balance, too. Handles of the right 
length, easy to grip. 


Cobblers, machinists, 
varage men, and many 
others use a few Nippers. 
Offer them something bet- 


ter in these new Bernard 
Actual 


Size numbers and you will find 
they can use more of 


them! 


At your jobbers; other- 
wise. write us, 


BERNGRD 


TRADE MARK REG. 


Ow PLIERS, — 
ey 508" 


The Wm. Schollhorn Co., Dept. H., New Haven, Conn. 
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Western Lawn Sprinkler Covers Rectangular Area 


A special feature of the new Western Spray Maker, a new lawn sprinkler 
recently put on the market by the Western Cartridge Co., East Alton, IIl., is that 


it has been so 
designed that 
the sprinkler 
can be moved 
without the ne- 
cessity of shut- 
ting off the wa- 
ter and without 
wetting the 
user. It can 
also be used as 
a nozzle as well. 

The area cov- 
ered by this 
new sprinkler is 
rectangular in 
shape. It is 
made of solid 
brass, finished 
in bright  lac- 
quer. 





It is furnished in an attractive blue, white and gold carton, and an exceedingly 
attractive counter display box is furnished to dealers, containing one dozen 


sprinklers, each in an individual carton. 


New Safety-Walker Is 
Collapsible 


The Safety-Walker, a baby-walking 
outfit has recently been placed on the 
market by the Rockaway Manufactur- 
ing Co., 527-557 East Fifth Street, Cin- 





cinnati, Ohio, special features of which | 


include five inch disc steel wheels, 
equipped with heavy clincher tires, and 
perfect swivel castors, also equipped 
with heavy molded tires. 

The seat of this new walker is rub- 
ber coated (vulcanized) and shaped to 
the body. It measures 14% inches 
from top ring to floor and is 25 inches 
in length, while the width is specified 
at 18 inches. 

The walker is finished in baby blue 
baked enamel and is furnished with a 
steering post, the teething surface of 
which is rubber covered. This new 
device is completely assembled at the 
factory. The free-moving saddle seat 
is designed to make a child walk 
naturally. 

As the walker is of all steel construc- 
tion and has no rivets or bolts, it is 
practically unbreakable. Another spe- 
cial feature of this new walker is that 
it can be folded flat for transportation 
in automobile or street car or for stor- 
ing when not in use. 


New Vulcan Electric Vacuum 








Cleaner 


The Electric Vacuum Cleaner Co., | 
Inc., manufacturer of electric vacuum 


cleaners, 1734 Ivanhoe Road, Cleveland, 


Ohio, is now offering to the trade the | 
Vulcan electric cleaner, a newly de- | 
signed model which cleans thoroughly | 
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by extremely powerful suction and a 
detachable stationary brush. 

It has a strong, durable motor, spe- 
cial twill bag and is equipped with a 
trigger switch in the handle. 

According to the manufacturer this 
new cleaner is designed to eliminate 
service troubles and that with proper 
care it will last a lifetime, with little 
or no service. 

This new cleaner will be distributed 
through the hardware jobbing trade 
under rigid territorial protection and 
only one jobber in a specified territory 
will be given a franchise. 

The Electric Vacuum Cleaner Co., 
Inc., also manufactures the well-known 
Premier Duplex electric cleaner. 


Brookins Announces New 
Filling Station Line 


The Brookins gasoline can, recently 
offered to the trade by the Brookins 
Manufacturing Co., Dayton, Ohio, is 
equipped with a long flexible metal 











hose that puts every drop of gasoline 
right where it is wanted. 

Special patented features prevent 
spilling or splashing while the can is 
being carried. 

The Brookins Portable Drain Tank is 
another development of The Brookins 
Mfg. Co., Dayton, Ohio, that is rapid- 





— 


ly becoming as popular as the widely 
used Brookins Oil Measure. This in- 
vention makes it easy for any garage 
or filling station to give crankcase ser- 
vice without drain pits or racks and 
with an almost negligible investment in 
equipment. 

















November 4, 1926 HARDWARE AGE 17 


World’s Four Best Selling 
LanceT ooth Cross-Cut Saws 


Simonds Crescent- 
Ground Cross-Cut 
Saws—the nationally 
known and most ex- No. 22 
tensively used—are 
the best selling Cross- 
Cuts made. If you 
have a stock of these 
Saws you get more 
sales and consequent- 
ly greater profit. 
They are the most 
satisfactory Saws for 
your customers and 
for yourself. Every 
Simonds Crescent- 
Ground Cross-Cut 
Saw is fully guaran- 
teed. 

















No. 133 





No. 324 





No. 325 





Crescent-Ground Cross-Cut Saws 


Simonds Saw and Steel Co. 
Established 1832 


Fitchburg, Mass. 

















78 HARDWARE AGE 





November 4, 1926 





Every Gillette Window 
a Christmas Window! 


Add These Cards 


SANE) Original 

Pewee Colorful 

| Sales — 
Suggestive 


Gillette 





Attractive Counter Display 


included but not shown 


If you want a complete New 
Improved window check 
this item below 


Gillette Safety Razor Co. 
Boston U. S. A. 


HLA. 
GILLETTE SAFETY RAZOR CO. 


Advertising Dept. Boston, U. S. A. 
Send me the Christmas Window Cards and the Counter 


Display. If you also want the New Improved Display, 
check here 


Name 


Street 


City State 
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Season Approaching! 


Order GENCO Grapefruit Knives 


from your Wholesaler 


STAINLESS 


Two styles of handles, 
black rubberoid or white enamel— 


very attractive! 


GENEVA CUTLERY CORPORATION 
Geneva, N. Y. 




















CHRADE ()AFETY 
Push Button Knife 


No Breaking of 
nger nails 


<n, afety 
Lock 


— 
> 


~ 


Sure to seli on sight. 

Absolutely safe in pocket end in use 

convenience you can't beat iv 

Easily operated with one hand. 

Ln sqfety slide locks the button. 
You can't afford vo be without it. 


Schrade Cutlery ro 


Manufacturers of Superior Pocket Knives 
Factories: Walden, N. Y.. Middletown, N. Y. 
Main Office: Walden, N. Y. 

ORDER THROUGH YOUR JOBBER OR DIRECT 
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New Brown and Sharpe 


Narrow Plate Clipper | 


The Brown & Sharpe Mfg. Co. of 
Providence, R. I., is offering a new de- 
sign “Narrow Plate” hair clipper, in- 
corporating several changes’ which 
greatly increase its convenience. The 


a 





r 














New Brown & Sharpe Clipper 


handles have been raised and shortened. 
This aids in guiding the clipper accu- 
rately and facilitates trimming the back 
of the neck and about the ears. The 
construction has been simplified and 
the new spiral spring assures a long 
life of good service. This clipper is of 
the highest Brown & Sharpe quality, 
and with ordinary use will last a life- 
time. It is made in two close-cutting 
sizes, Nos. 00 and 000. 

A circular describing this new design 
“Narrow Plate” hair clipper will be 
furnished gladly by the manufacturer. 


-_ 


Ohio Firm Burnishes Name 


on Kitchen Paring Knives 


HEN the Brown Hardware Co., 
Berea, Ohio, opened the doors to 


| cents. 








its remodeled store nearly 2000 kitchen | 


paring knives were given to Berea 
women folks as souvenirs. Each knife 
bore the imprint “Brown Hardware 
Co., Berea, Ohio,” burnished into the 
blade, thus offering a permanent ad- 
vertisement for the store. A. C. 
Thacker, manager and part owner soon 
had calls for additional knives of the 
same type. 

Mrs. Smith would have tea with Mrs. 
Jones and while helping her host pre- 
pare some potato salad would note the 
name on the knife, like the style, edge 








and vegetables. 


| trast. 


and balance and decide to buy one just | 


like it. 
tisement would visit the store next day 
and buy a knife. Mrs. Smith’s friends 
would also see the knife, and so on 
down the line. Fortunately 


sold on the idea of burnishing the store 
name on the cutlery. It costs a little 
extra but on a good sized order the 


Mrs. Smith noting the adver- | 


Thacker | 
had an extra 500, but they didn’t last | 


long. You can bet he is pretty well | salesman who sells a pocket knife, to 


| it 








Customer Deserves Advice 
on Sharpening Knives 
We quote from Schrade Cutlery 


Co.’s catalog the following: 
“It is the duty of every dealer or 


advise the purchaser on the care that 
should have. If the following 


| points are briefly impressed, it will in- 


additional investment is not too large. | 


The knife in question retails at 15 
The same practice is probably 
practical on other cutlery items, and is 
good advertising. 


—~- ee 


Camphor Prevents Tarnish 
on Silverware, Cutlery 


A few camphor balls placed in the 
show case with silverware, shiny cut- 


'lery and kindred items with a_ high 
luster will 


help prevent these lines 
from tarnishing. Cornell Bros., Tuck- 
ahoe, N. Y., use this plan very suc- 
cessfully. The camphor balls are easily 
obtained in any neighborhood drug 
store. A handful may be distributed 
around the ordinary case. Cornell uses 
a light crepe paper for display con- 
The camphor balls may be 
placed underneath the crepe paper 
without losing the effectiveness. 


ae 


Paring and Coring Knife 
Developed by Vaughan 


The Vaughan Novelty Manufacturing 
Company, Chicago, has just developed 
and placed on the market an improved 
paring and coring knife. The chief im- 
provement is in the cutting blade, 
which is on the inside and adjusted to 
take a very fine even peeling on fruits 


find this an economical and practical 





_jitem for her kitchen. 


It is finished, 
like all other Vaughan kitchen tools, 
with a “No Chip White Enamel 


Handle.” 


At Left—New Vaughan 
Paring and Coring Knife 
with White Handle. 





sure long life to the knife, avoid abuse 
of the same and rarely will a cus- 
tomer be dissatisfied. 

“To Sharpen.—Use a good oil stone 
or whetting hone, one that is medium 
fine is best. It is important to hold the 
blade at a slight angle to the face of 
the stone, about 20 deg. is right, so a 
slight bevel along the cutting edge will 
be produced, the same as you will find 
on the blade when it is new. The op- 
eration of sharpening should be to 
draw the blade against the cutting 
edge from heel to point. A few drops 
of kerosene or “3 in 1” oil on the 
sharpening stone will help produce a 


_sclentific cutting edge.” 





The housewife will | 





eee +e 


New Economy Cheese Slicer 


Among the recent products placed on 
the market by the Goodell Company, 
manufacturer of cutlery and hardware 
specialties, Antrim, N. H., is what has 
been designated to the trade as the 





Slicer 


Economy Cheese 


Economy Cheese Slicer, a new cutlery 
item designed to cut each slice the same 
size in one-half the time. 

Made of aluminum, it combines light 
weight with sanitation, and is packed 
in an attractive two-color box suitable 
for counter display. It will slice any 
thickness and slices of from one ounce 
to one-quarter pound can be procured 
with it. 
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First Person Advertising 
Sells 700 Pocket Knives 
As Christmas Gifts 


OVEL “first person” ads in which merchandise 
N speaks for itself in friendly and convincing 


fashion are used every now and then with very 
good results by Charles Brown & Sons, San Francisco 
hardware dealers. This successful store finds this 
human interest type of advertising has a particularly 
strong pulling power for merchandise that people use 
in a more or less personal way. 

A particularly successful ad of the first person type 
was one featuring a gift pocket knife last year. In 
this ad a scout knife, offered as a $1.25 special, talked 
to parents, big brothers, sisters and friends so con- 
vincingly that between 700 and 800 people bought 
its counterpart to slip into Christmas stockings or hang 
on trees. 

The store always arranges with the manufacturers 
to provide a chain for Christmas selling which always 
proves a strong selling point, for grown-ups know how 
easily a small boy and his knife are parted if it isn’t 
attached permanently to his active self. The chain 
of the knife was used to form the border of the ad. 


Unusual Cutlery Display 
Table Used by Berea, 
Ohio, Merchant 


UTLERY, alarm clocks and silverware are the 
CU oni lines which are shown in glass covered 

show cases in the remodeled store of the Brown 
Hardware Co., Berea, Ohio. Manager A. C. Thacker 
designed this cutlery case with the aid of Jake Webber 
of Cleveland and finds it a very practical arrangement 
for small cutlery items. 

It is used to display pocket knives, shaving brushes, 
safety razors, blades and straight razors. There are 
nine shallow trays under the glass. These measure 
about 1 ft. wide, 3 ft. 6 in. long and 1 in. deep. They 
are lined with light green felt and are easily removed 
to permit closer inspection of the merchandise. Each 
tray has two sections, so that items at variance in 
price or style may be shown on one tray without 
confusion. 

Four trays: are used for pocket knives, priced at 
25e., 50c., 75c., $1, $1.25, $1.50, $1.75 and $2. Small 
cards, shown with the goods, identify the style and 
model number, and tell the price. The picture gives 
you a clear idea of the construction of this case. It 
is a conventional type and size counter, with glass sides 
and top. The back is of wood, hinged and held in place 
with a screen door catch. 

The trays are very efficient in selling pocket knives, 
giving a little extra finesse to the selling. Should a 
man want to see a knife at 75c. to $1, the second tray 
is placed on top of the glass, where the buyer may 
make a selection without the confusion of several other 
items, yet with all the convenience possible. 
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Brown’s Successful First Person Ad. 


‘ 








Merry 
Christmas’”’ Y 


) 

; WY 

“Here [ am again after an absence of } 
nearly a year—yjust in time to wish you a or) 


Merry Christmas! We 


“I am the well-known, popular ‘Scout by) 
Knife," made for man or boy be he an h 
out-of-doors man, an artisan, a me- ( 
chanic, a Boy Scout or just a regular boy. rh 


“I head the vast army of Pocket y) 
Knives and am therefore also ij 
known as the “General” Utility 

Knife, as my make-up consists of *) 
such a useful combination ot ik 
blades. In addition to my large, i 
strong blade, I contain a combina- / 
tion bottle opener and screw- i 
driver, a can opener and a leather 
puhch and reamer. \ 


“ss a SPECIAL OFFERING to you for V4 
the Holiday season, I have been equipped 
with a knife-chain and hutton loop (as 
itlustrated) so that I am always ‘hanging 


es around’ when wanted. y 
TE: “I am exceptionally wejl built, brass ) 
cr lined and sturdy. ¥ 

yl 








gift problem for Father. 
Brother, Son or Friend, I 
will edge my way into the 
Christmas stocking be- */ 
tween now and December A 
23d complete with chain) for only 


MAIL ORDERS- 
I am fond of traveling, and if you live 
out of town, I will come to you regard- 
less of place or distance, at the same 


special price. 


Chas. Brown & Sons qj 
871-873 MARKET ST Opp. Powell 


me aa $1.75 | 25 W) 
-y but to http you solve your i ij 
















vi ; 
ri Headquarters for “Quality” Cutlery— 

iA Established 66 Years 

x" . ee tae - ‘ 
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Human, appealing and right to the point this first- 

person advertisement of Chas. Brown can’t be re- 

sisted. Note the tie-up on the mail orders and the 
novel presentation 





Brown Hardware Co. of Berea, Ohio, has no connection 
with the California firm, but they sure have much in com- 
mon—as both are mighty progressive 
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Stag 
Handles 








| Yever tain 






Stainless 
Steel 
Blades 


THE ONTARIO KNIFE COMPANY 
FRANKLINVILLE, NEW YORK 








FOR 
EVERY HOME 
“Sells on Sight 





and the 
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ACARDED ASSORTMENT OF Oval” 


SHEARS. A STANDARD NUMBER 


No. [°P 


Wu THE ACME SHEAR CO. 


Bridgeport, Conn. 











More Than Ever Before 


it is essential that you study your Marke 


Report carefully and consistently. 


important price change in the trade is re- 


corded in these columns weekly. 
The 
tic published. 

Use them as a buying guide. 


FINE QUALITY ANDO FINISH 
MADE IN POPULAR S/ZES 


SHOE SLOYD 
Every cruen KNIT V ES  sxstte 
PRUNING UBBER 
PAPER- THAT STAY SHARP PATTERN 
HANGERS : MAKERS 


MARKET REPORTS as found in 
HARDWARE AGE are the most authen- 








Fish and Oyster 
KNIVES 


Wherever fish and oysters 
are caught, shipped and sold 
you will find a steady call 
for “Anchor” Brand Fish 
and Oyster Knives which 
come in many styles. 


“ANCHOR” 


BRAND CUTLERY 





These knives are the product of 
a well known company who 
never put their Trademark on 
anything that doesn’t measure 
up to the highest quality. 


Ask your Jobber—he knows. 





Lamson & 
| Goodnow Mfg. Co. 


Shelburne Falls, Mass., U. S. A. 
New York Office—36 Warren St. 





Chicago, 1732 Republic Bldg. 
San Francisco, Wells Fargo Bldg. 


Boston, 7 Water St. 
St. Louis, Victoria Bldg. 








Get an “Edge” on Sales! 


Dealers are doing i with the Dazey 
“Sharpit.” It puts a keen edge on any- 
thing-—knives, scissors, sickles, tools, A 
quick and ready seller—and « prefit 


producer. 
DAZEY CHURN @ 
MFG. CO. 


a 
/J)] ] 7) 4301 Warne Ave. 
St. Louis, Mo. 
















Send for Catalogue 













ROBERT MURPHY’S SONS CO. __., 
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Eight years 
of 
STOVOIL 


shows steady 
sales increase 


Stovoil replaced oldfashioned stove 


polish. The old graphite base merely 


coated over-——did not prevent rust 


Rust went on merrily underneath 


But Stovoil is different—a product 


of Tapley Laboratories—an entirel 


Pacific Const 
Distributors 






General Sale 
orb 
718 Mission St 
San Franclaco 








747 Everett &t 
Portland, Ore 
350 KF. Jat Nt 
lan Angeles 











Superior 
Laboratories 


Dept. 1102 
Grand Rapids, Mich. 







new chemical formula--a rust re 
mover and = preventative. ‘Thou 
sands of retailers handle it-—na 
tionally advertised. Bottle form, 
screw cap try 3 doz. from your 
jobber. Or—-write for cireular and 
prices, 
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Gillette Celebrating Its 
Silver Jubilee 


HE history of the Gillette Safety Razor seems more 
in keeping with the tales of the Arabian Knights 
than with the sober facts of the twentieth century, 
according to a most interesting description of the origin 
of the safety razor blade appearing in the Silver Jubilee 
issue Of the Gillette Blade commemorating the 25th 
anniversary of the Gillette Safety Razor Co., Boston, 
Mass. , 

In the short space of twenty-five years this simple 
article of utility has given rise to an organization with 
branches or agencies in every civilized country in the 
world, and its distribution is limited only by the boun- 
daries of the earth. 

In 1895, King C. Gillette, then a traveling salesman 
for the Baltimore Seal Company, first thought of his 
safety razor. He was living in Brookline at the time, 
and on one particular morning, upon starting to shave, 
he found his razor dull beyond the point of successful 
stropping, and also in need of honing. As he stood 
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there the dull razor in hand, his eyes resting medita- 
tively on it, the fundamental conception of the Gillette 
Safety Razor was born. It came in a moment and 
many unvoiced questions were asked and answered with 
the rapidity of a dream rather than by the slow process 
of reasoning. 

At that time he visualized ways in which a flat blade 
could be held in a holder. Then came the idea of 
sharpening the two opposite edges on the thin piece of 
steel, thus doubling its service; and following in 
sequence came the handle equally disposed between the 
two edges of the blade. All this came in pictures as 
though the razor was already a finished thing. 

The day of the razor’s inception, the inventor went 
to Wilkinson’s, a hardware store on Washington Street, 
Boston, and purchased pieces of brass, some steel ribbon 
used for clock springs, a small hand-vise, and some 
files, and with these he made the first crude model. He 
also made many sketches, some of which have since been 
used in patent suits and were useful in establishing the 
time and to some extent the scope of the invention. 

Mr. Gillette’s invention did not consist primarily in 
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(Continued on page 87) 
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Is Anything Sold by Hardware 
Trade Subject to More Hard 
Wear Than Tires? | 


Experience of Southern California Firm with 
Tires—The Personal Guarantee 


OWN in the oil fields of Southern California, in 

Bakersfield, to be specific, there is a merchant by 
the name of Emmett L. Hayes, who sells hardware and 
groceries and tires. These three things are mentioned 
separately with thoughtful deliberation, or as the law- 
yers say, “malice aforethought.” These three different 
lines—the various manufactured articles of metal, uten- 
sils, tools, etc., and the miscellaneous household supplies 
for the table, and also the flexible tubes of inflated 
rubber for the protection of automobile wheels, and 
the reduction of the vibrations of motoring—constitute 
the three distinct and distinctly profitable departments 
of the prosperous firm of Hayes & Murray. 

As the purpose of the present story is concerned only 
with the ways and means devised by this firm for han- 
dling and selling tires, we shall not burden the pages 
of this publication with an account of what has been 
done, and still is being done, successfully in the other 
two departments. 


Tires a Separate Department 


As the first step in this direction, therefore, we shall 
proceed to answer the question that most readers prob- 
ably have in mind, namely, why a special department 
for tires? The question is perfectly natural. If there 
is anything sold by the hardware trade which is sub- 
ject to more hard wear, and from which more hard 
wear is expected, than automobile tires, we would enjoy 
hearing about it. Well, one of the main reasons why 
Hayes & Murray keep tires in a spare department is 
because originally the firm bought tires only for use on 
its own trucks, and on the private cars of the members 
of the firm and the employees. Therefore, tires from 
the beginning were given a separate place on the 
ledgers. 

This went on for some time. Finally, the firm sold 
one of its delivery trucks and bought a larger one. It 
was unexpectedly discovered that several new tires 
originally bought for use on the truck that had been 
sold were on hand, and for all practical purposes useless 
to the owners of the new truck. Therefore, Mr. Hayes 
got in his own car and drove out to see the man. who 
had bought the old truck. How the conversation about 
the tires started, continued or ended nobody knows but 
the man interviewed and Mr. Hayes. Neither could be 
induced to talk much about it by the writer. Anyway, 
the tires were sold, and sold at a profit, which is in 
accordance with all established practices of business. 

This experience induced Mr. Hayes to stock some 
tires and sell them. He stocked them, but it was some 
little time before he sold them, simply because, as he 
himself says, he made the mistake of not advertising 
the fact that he had tires for sale. 

One day he tripped over one of the tires in the rear 
of the store, with the result that he had them all moved 
out to the front part of the store, where they would 
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Quality Mop Sticks for 
Customer Satisfaction 
ARCADE 


No. 0 GEM 
MOP STICK 





—all metal parts made of 
steel, heavily coppered. 


—popular style for home 
use. 


—light in weight, but 
sturdy construction, 


—48 inch polished hard 
wood handle. 


—will hold any thickness 
of cloth without adjust- 
ment, 


HE Gem line of Arcade Mop 

Sticks includes many styles and 
sizes for use in the home, store and 
public buildings. Each year finds 
more dealers handling this quality 
line for genuine customer satisfac- 
tion. A complete range of sales 
from the household to-the janitor 
Sizes. 








Strength and simplicity of con- 
struction characterize Arcade Mop 
handles. The adjustable head will 
accommodate both wet and dry 
mops. 





LOOK FOR THE ARCADE LABEL! 
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Write us for catalog --Ask your jobber for prices. 


Arcade Manufacturing Co. 


Freeport, Illinois 
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be plainly visible. That afternoon a customer in the 
hardware department bought one of the tires and also 
an inner tube. 


Advertised 


Then Mr. Hayes advertised tires, displayed tires and 
since then he has been selling tires. When sales are 
slack he drives out into the country and talks with 
farmers and other prospects about tires and hardware, 
and takes orders. When he doesn’t take orders he in- 
duces people to visit the store when they are in town. 
He has made friends with a number of farmers in this 
way, and secured many customers that the store would 
otherwise probably never have gained. 

One of the most successful things he has ever done 
to increase the sale of tires, he says, is to give his own 
personal guarantee with every tire. This was easy to 
do from the very start because he has always bought 
good tires, has had personal experience with the tires 
he has for sale and knows what he is promising. He 
has never made the mistake of over-promising. The 
personal guarantee in his case is practical, and it has 
always been strictly lived up to. He says that he can 
count the number of complaints on the fingers of one 
hand and still have several fingers left over. 


Is There Money in Tires? 


“Ig there any money in tires for the average hard- 
ware man?” we asked him. 
“Certainly,” he replied. 
be selling them, would I?” 


“If there wasn’t I wouldn’t 
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“How about garage and chain store competition?” 

“Well, the fact is I don’t know much about such com- 
petition, but I do know that in a small town, where a 
merchant has a good reputation and is liked and 
handles good merchandise at a reasonable profit, there 
will always be enough business for him, if he goes out 
after it, mind you, and doesn’t sit down and wait until 
somebody else has taken it away from him.” 





Why Not a Hardware Style Show? 


OMEN’S wear stores have style shows and get 

a lot of business from such shows. So why 
couldn’t hardware stores also put on style shows and 
boost business thereby? 

Styles in hardware nowadays are different from what 
they were years ago. Consider hardware for the home. 
for instance. Think what an interesting window dis- 
play you could make by showing present-day house hard- 
ware in your show window alongside of house hardware 
of years ago. And consider how interesting you could 
make a comparison of present-day styles in tools with 
the styles in tools of by-gone years. 

Stage a hardware style show in your store. Have 
comparisons in your show window of present-day and 
old-time hardware styles and continue these comparisons 
inside your store. Then invite everyone in the city to 
come and see them. 

This sort of thing would be sure to get a lot of atten- 
tion and would therefore be sure to help your sales. 
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Who Says the Salesman Is a Nuisance? 


ERIODICALLY the present methods of hardware 

distribution become the target of severe criticism. 
Much of the fire of censure is always directed at the 
head of the jobbing house salesman and, as a whole, 
his right to exist is questioned. It has been insinuated 
innumerable times that the employment of traveling 
salesmen calling on the dealers at regular intervals is 
responsible in a large measure for the present almost 
exorbitant high cost of distribution, and that the sales- 
man’s salary, his hotel bills and traveling expenses are 
all added into the cost of the merchandise. It is 
claimed that by the present system the dealers’ cus- 
tomers are forced to indirectly pay the expense of ‘“‘too 
many” jobbing house salesmen who call on the dealer 
uninvited and unwanted. The critics of the salesmen 
even go farther by stating that these emissaries of the 
jobbers really perform no necessary function—they 
merely receive the dealer’s order for merchandise which 
the dealer could himself readily send to the wholesaler 
by mail. 

However, in spite of this severe arraignment of job- 
bing house salesmen as a whole there is hardly a dealer 
but who will admit that individually the salesman is 
doing much to aid the dealers in their merchandising. 
Practically every dealer can, if he will, think back over 
his own retailing experience, recall instances where the 
friendly action or advice of some salesman was of ma- 
terial assistance to him. Officially, salesmen call at the 


stores of their customers to sell goods, but unofficially 
the true salesman is a friend, an advisor and a source 
of valuable information. 

Examples of almost typical “service’’ rendered by 
salesmen for dealers in matters considerably outside of 
the accepted sphere of their activities are usually kept 
as confidential between the dealer and the salesman, 
and are catalogued as part of the day’s work. How- 
ever, occasionally one of these stories of super-service 
does come to light, as for instance the incident of a 
dealer, who through the unwise indorsement of a 
friend’s note found himself faced by a sheriff’s sale to 
satisfy the collection of the $1,245 involved. On the 
day before the sale was advertised to take place, a 
jobber’s salesman called, and for the first time learned 
of the dealer’s sorry predicament. The salesman imme- 
diately made a vain endeavor to enlist the help of the 
local banker, arguing with him for half a day in the 
interest of the merchant. Upon the banker’s final re- 
fusal to come to the rescue, the salesman returned to 
the store and delved into the accounts receivable, dis- 
covering, to his amazement, that there was a total of 
over $5,000 in good and bad accounts upon the books. 
Taking the best of these, the salesman spent the rest 
of the day and most of the night in his car, calling on 
the store’s customers, pleading, urging and even threat- 
ening until he collected slightly over $1,400 in cash. 
The next morning the sheriff’s sale was forestalled and 
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Bath Room 


Fixtures 


There isn’t a hardware store but what can profitably sell 
good bath room fixtures if the right merchandising meth- 
ods are employed. 


Wherever homes are built, bath room fixtures are needed 
and homes are everywhere. 


The success a dealer has with bath room fixtures depends 
largely upon their attractiveness, quality reputation and 
the display accorded them. 





RINGCS Bath Room Fixtures are noted for their original 
designs, permanent durability and attractive appearance. 


They are the embodiment of symmetry and grace, are 
easily cleaned and never rust because made throughout 


of Solid Brass. 


Sales quickly follow when merchants give them the kind 
of display their fine quality deserves. 


Send for Latest Catalog 


American Ring Company, Waterbury, Conn., U. S. A. 


New York, 2 Hudson St. 
San Francisco, 116 New Montgomery St. 








BRANCH OFFICES: 


Chicago, No. 29 E. Madison St. 
Boston, No. 170 Summer St. 
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the salesman left town without an order but with the 
undying gratitude of the dealer. 

Again, there is the story of a dealer in a small town 
who, tempted by the bait of extra discounts, tied prac- 
tically his entire capital up in a single order of a car- 
load of galvanized ware. A jobbing house salesman 
who, by the way, could have but did not load the dealer 
up with this merchandise, called, to discover the store 
literally flooded with the carload shipment, extra shelves 
having been hung from the ceiling to take care of the 
stock. The merchant’s business was at a standstill— 
the galvanized ware was not moving as he had ex- 
pected, and his money and credit was all tied up in it. 
He asked the salesman to help him out and the latter 
in three days’ time visited other dealers in the ter- 
ritory and succeeded in selling to them the surplus gal- 
vanized ware which originally came from another firm. 
In other words, that salesman, without recompense, 
liquidated the dealer’s stock and relieved him of the 
results of his own shortsightedness, and at the same 
time sacrificed his opportunity to sell to the other 
dealers his firm’s line of galvanized ware upon which 
he would have made a commission. 





The Dealer’s Fault 


tf RANKLY, Joe, I like you and I like your line 

| stuff, but you know that the best part of 
my tool trade is with farmers, and they are ‘price’ 
buyers.” 

“Being frank in return, Bill, I would say that was 
your fault.” 

“How do you figure?” 

“Bill, they are ‘price’ buyers because you have never 
educated them to be anything else but. Let’s take a look 
at the fellows that have devoted a little time to educat- 
ing them up to quality. 

“Take threshers. Do you know any first-rate farmer 
who hasn’t a quality machine? Or plows, tractors, au- 
tomobiles—on down the list till we come to the stuff 
you sell them? Cheap buyer nothing! It’s up to you. 

“Next time one of your farmer customers asks for 
a cheap hammer talk to him. Tell him about quality 
and brands in his own language. Ask him if he’d pay 
$150 for a spavined horse when he could get a sound 
one for $10 more. 

“Show him what a quality tool means in long life, in 
time saved, in the satisfaction of a job well done. 

“He won’t handle scrub hogs. So why use scrub 
tools? 

“Do that with all of them. They won’t flop over im- 
mediately. ’Tain’t their way. But you'll soon have 
plenty of farmer-customers for quality, advertised tools. 
Then you can give me that order that you’re longin’ to.” 

It took six months for the medicine to work to a 
point where Joe got his first order, but they’re coming 
regularly now. 

—Meredith’s Merchandising Advertising. 
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What Mr. Mann Likes 


RED P. MANN, the widely known North Dakota 

merchant who does an annual business of more 
than $500,000 in a town of 5140, was asked recently: 
“What kind of a salesman do you like to have call on 
you?” 

Mr. Mann replied that the salesman who is welcome 
in his store is the one who can show him how he can 
sell a lot of merchandise and make a lot of money. 

“What I like,” he says, “is a salesman who will come 
in and sell me a ton or two of canned goods instead of 
one or two cases. I want him to sell me a big order 
so I can do things in a big way. I want him to show 
me how I can put on a sale, how I can display the 
goods in my windows, on tables and around the store. 
I want him to advise me how to write show cards and 
advertising material and how to bring people into the 
store and make the business a real success. 

“When a salesman comes into my store and tells me 
he has a line of merchandise he would like to see on 
my shelves, I am not so much interested in the price 
of his line as I am in how I can take those goods and 
make money for myself.” 

Mr. Mann says that he realizes the success of his 
business has been brought about largely by the coopera- 
tion which he has received from salesmen, and that he 
sought their cooperation, their ideas, their suggestions 
and made use of them to great advantage. 





Gillette’s Silver Jubilee 


(Continued from page 82) 





a particular form of blade or design of blade holder, 
but in the conception of a blade so cheap as to be 
discarded when dull. To obtain such a blade Mr. 
Gillette abandoned the forged type and resorted to 
one of thin sheet steel, so that it might be cut from a 
strip, and the expense of forging or hollow grinding 
avoided. 

In his new razor Mr. Gillette carried his theory to 
great completeness. The blade was to be made of rela- 
tively thin steel and thereby economy in material and 
labor secured. It was to have two edges, one on each 
side, thus giving double shaving service. The adjust- 
ment of the blade edge in relation to the guard was to 
be obtained by flexing the blade so as to bring the edge 
nearer to or farther from the guard teeth, in order to 
cbtain a finer or coarser cut. 

Then came a time of trial. No one but Mr. Gillette 
had any faith in a razor, the blades of which were to 
be used once and then thrown away. The proposal did 
not appear to be within the bounds of reason, and Mr. 
Gillette’s friends looked upon it as a joke. 

The idea however, like all ideas having merit, eventu- 
ally won the support of capital, and after many vicissi- 
tudes the Gillette Safety Razor came gradually into 
popular favor and an industry of tremendous propor- 
tions established. 

The illustration appearing in connection with this 
brief article shows the original plant of the Gillette 
Safety Razor Co. 
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Far-seeing dealers, sensing 
the trend of the times, are 
building up their power- 
pump business by placing 
exclusive efforts behind 
Myers Self-Oiling Power 
Pumps—the pumps that 
overnight revolutionized the 
pumping of water by power 7 
and quickly established a 
world-wide reputation for 
themselves. 

Never before has this mod- 
ern line meant so much to 
a dealer as it does today. 
Truly, it is a valuable trade 
asset. And because of the 
line now being complete up 
to ten thousand gallons per 
hour, it has an extra value 
in the enlarged opportunj- 
ties it presents for power- 
pump business in every field 
of endeavor where power 
pumps are employed. 

And when you consider these 
things and keep in mind that 
Myers Self-Oiling Power Pumps 
are nationally advertised and dis- 
tributed, why wait longer to add 
this profitable line to your stock? 
We are ready to 
send catalog and 
quote. Your in- 
quiry will have 
prompt attention. 


Today is the 
time to write. 
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a ‘TRADE MARK 


£6. v.53. PAT.OF 


*TEGCO” 
Cut Glass 
DOOR KNOBS 


Patented May 18, 1926 





These new hand-cut glass 
door knobs are the aristocrats 
of the line. They look differ- 
ent, they are different, than the usual “just ordi- 
nary” knobs. Yet they cost but little more than 
the common ones. 

Made in 2%”, 2” and 134”; also small knobs 
to match. 
| All knobs are mounted in 
solid cast brass shanks and can 
be had with wrought or cast 
brass roses as desired. 

Write for the name of our 
nearest distributor. 





Manufactured exclusively by: 


TECHNICAL GLASS _ CO. 


Incorporated 


2060 E. 48th St., Los Angeles, Calif. 
and 114 Church St. New York, N. Y. 





























S@”” SAW SETS 




















Nos. 203 and 204. Lever on lower side. 


The lever is placed on the LOWER side where it 1s 
operated by moving the fingers only. Anvil and plunger 
hardened. Spring of tempered steel, highly polished. 


No. 203 for cross-cut and circular saws. Single tooth 


from 14 to 20 gauge. 


No. 204 for cross-cut M and Champion tooth saws, 


from 14 to 20 gauge. 


E. C. STEARNS & COMPANY 
Established 1864 SYRACUSE, N. Y., U. S. A. 
Sales Representatives 


W. R. VOORHEES & CO., 417 Market St., San Francisco 
THOMAS A. TROY, 150-152 Chambers St., New York 


Canadian Representative 
GEORGE J. B. RAMSDEN, St. Thomas, Ont. 
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Keynote of Convention 


(Continued from page 43) 





I must admit I was becoming a little disappointed 
with this bunch. I came to this hotel and took the ele- 
vator to the 15th floor, hoping to get information for 
an article. I was serious. I wanted to know what hap- 
pened at the convention. Again I asked what the 
keynote was. 

* % . & 


“Listen”—answered one man, who apparently had 
been sleeping on the bed. He was in his shirt sleeves. 
He suddenly sat up. “I will give you the real exciting 
subject of discussion at this convention. Everybody 
was talking about it. I guess it was the keynote of 
the convention.” At last, I thought I would unearth 
something interesting for my readers. I rushed over 
to this man, sat on the edge of the bed and expectantly 
held my notebook in one hand and my pencil in the 
other. ‘Give me the keynote!”—I cried. “Well, sir’— 
said he—“the great subject of discussion at this con- 
vention was the Southern hardware man of 72 who 
married a young lady of 32. One week before the con- 
vention they had a fine bouncing boy. Now, there you 
are!’’—said he. “What more do you want for an ar- 
ticle? What could be better than that? Everybody 
was congratulating this hardware man.” Then this 
prominent hardware man lay back on the pillow and 
whispered, sotto voce—‘“‘You just write in your article 
that there is nothing whatever the matter with the 


hardware trade.” 
* a * 


“Aren’t you satisfied yet?’—said a tall, thin hard- 
ware man, from one of the Southeastern states, with 
a great reputation for oratory. ‘“‘Now, let me tell you 
that a lot of important questions were brought up at 
Atlantic City—yes, sir, serious problems—and all these 
problems were settled. Mr. Asbury was not the only 
man who took up 75 per cent of his time telling about 
the situation. There were other speakers who outlined 
the facts that were confronting us. They outlined these 
facts clearly and forcibly, and then, when they came to 
the conclusion of their speeches, they gave us a very 
satisfactory solution in every case.” “What was the 
solution ?”—asked a red-headed man from New Jersey. 
“Why”’—said this speaker—‘“they told us that every 
territory had its own peculiar problems. These prob- 
lems were different from those in every other territory 
and when we went home, what we should do is settle 
our problems according to the peculiarities of our own 
territory.” “Ha!’—said the red-headed gentleman— 
“what could be clearer and fairer than that? All I 
have to do is go home, find out my peculiar problems 
and then I am expected to apply my own particular 
intelligence to the settlement of these problems!” 


% * * 


“Say’’—said a fat man sitting in a large easy chair 
and toying with a glass of ginger ale—‘‘do you want to 
know what is happening in this country? Well, I’ll tell 
you: The big fish are eating up all the little fish. Yes, 























November 4, 1926 HARDWARE AGE 


sir! That’s what is happening. Did you ever see the 
little fish hop out of the water trying to escape the 
big fish? Well, that’s exactly what is happening in 
business here today. All the little fellows are like a 
bunch of minnows trying to jump right out of the water 
and be flying fish to escape the big fish that are chasing 
them beneath the surface. All the nice big fish in this 
country are sitting very pretty. It is the little fish 
that are doing the hop, skip and jump.” 


* y + 


Suddenly a big, broad-shouldered hardware man from 
Ohio began to laugh as if he had heard a good joke. 
He came over to me, put his hand on my shoulder and 
laughed till the tears rolled down his cheeks. “Say”’— 
said he—‘“did you read this morning’s paper? Do you 
know that our friends over in Europe have just waked 
up to the fact that in order to compete with us, they 
must have a United States of Europe? Stop and think 
of it. They never knew that before. All these years 
each country has been speaking a different language, 
having different Customs Regulations and setting up 
Tariff and Customs barriers, as well as a passport sys- 
tem, against each other. Now they have found that 
it does not pay. You know, here in the United States 
we have the largest area in the world and the greatest 
number of people that have ever before in history had 
free trade between themselves. Stop and think of it’”— 
said this giant, as he pounded me in the chest—‘‘110,- 
000,000 people—same language, same ideals, same food, 
same clothes, same chewing gum. What an opportu- 
nity for mass advertising and mass production.” Then 
he shook with laughter. ‘And just think of it—Europe 
has only now awakened to this fact. It does seem funny, 
doesn’t it? There are a lot of things in this world 
that seem funny.” 


* * * 


I thanked these hardware men for all the informa- 
tion they had given me about the convention. It must 
have been a very serious convention. The meetings must 
have been very largely attended. I think I shall take 
home the Convention Number of “THE HARDWARE AGE” 
tonight, read it carefully and find out just what did 
happen! 


* * is 


Strange as it may appear, I did get home last night. 
With some difficulty, I got away from that gang! | 
carried “THE HARDWARE AGE” with me. I read a full 
and complete account of the convention. I must apolo- 
gize to Mr. Asbury for the remarks of these hardware 
men about his speech. Mr. Asbury’s speech was all 
right. The Hardware Council is all right. All of us 
are looking forward to those pamphlets and those re- 
ports of their work. We know they will be construc- 
tive, but for the love of Mike, do hurry them out. Time 
is passing. Some of us are growing old! 


* y wn 


Then I read that speech by Fayette R. Plumb. That 
was a good speech, too. Fayette is not a giant in size, 
but he is a giant in intellect. One point he made which 
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When captured, the whale 
was towed alongside and 
“cut m” The  blubber 
being stripped from the 
carcass. 
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(Reg, U. 8, Patent Offce) 


WOOD SCREWS 
DRIVE SCREWS 
Cut themselves in— 
MACHINE SCREWS 
STOVE BOLTS 


Never strip! 
Be Convinced, Send for Samples 


CONTINENTAL 
WOOD SCREW CO. 
New Bedford, Mass., U. S. A. 











cA HAPPY blending of Radio’s 
latest advancements with ultra- 
precision construction methods 
makes Aborphone the outstand- 
ing receiver of the year. 


The strikingly beautiful 

Arborphone cabinet as- 

sures an ever-active mar- 

ket to the franchised Ar- 

borphone dealer. Write 

or wire for information in 
your territory. 





$ $105 
IncludesR i 4 

60 Includes Recetver, 

in Loud Speaker 


7 PRECISION PRODUCTS COMPANY 
328 South Main Street Ann Arbor, Michigan 
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Morrill Sawsets 


Morrill Sawsets are preferred by men who make 
a business of saw setting. Using a saw set con- 
stantly shows up its quality. You can sell Morrill 
Sawsets to the most critical customer because 
the Morrill is the kind that “gets over” at first 
sight. 





THE MORRILL LINE 


Nall Pullers 
Bench Stops 
Sawszsets 
Liquid Seap Dispensers 
ead Seal Presses 
Hand Punches 


‘ Morrill Products Sell and STAY Sold 


_ The Morrill Line is made with the idea in mind that quality 
is. the thing that appeals to the customer most. This is the 
reason why you will find it easy to sell Morrill Products. 


Let us tell you more about them, 


CHAS. MORRILL, INC. 


102 Lafayette St. New York 











Osborne High Grade Punches 





Belt Punches Arch Punches 
Spring Punches Revolving Punches 


A varied and attractive line for the Hardware Trade. Also: 
Leather Workers’, Trimmers’ and Upholsterers’ and Plumbers’ 
s. 


The above tools will please your customers, as well as our 
famous and Punches. 

Remember we have had one hundred years of successful manu- 
facturing experience, employ only skilled workmen and use the 
finest quality of materials. 

We stand back of every tool we make. Try us. 

Write for Catalog 
Cc. 8. OSBORNE 4&2 OO., NEWARK, N. J. 
ESTABLISHED 1826 











Russell Jennings 
Auger Bits 







Patented by 


No. 101-E , 

Mr. Russell Jennings 
Electricians in 1855 
Auger Bit 


Quick Boring Thread 
Single Lip and Spur 


Russell Jennings Mfg. Co. 


Chester, Conn. 














I never saw anywhere before—that is—the high cost 
of goods makes it necessary to use more capital in 
business. It is hard to get that capital. It can only 
come out of the inventory. Therefore the high cost 
of goods has led to a reduction in inventories and to 
a quicker turn-over. Good point. The next time I write 
an article on turn-over, I will bring out this point as 
being original. You know, anything is original that 
you have heard only once! 


* * * 


After reading Mr. Plumb’s remarks, I studied the 
price chart gotten out by Messers. Oliver Brothers, 
Inc. This chart is chuck full of things to think about. 
Just takes the prices of 1914 and compares them with 
the prices of 1926. Why have some goods advanced so 
much more than others? Why haven’t some lines been 
liquidated? Of course we all know that labor has ad- 
vanced but how about improvements in machinery? 
How about the great efficiency in production? How 
about the fact that one workman today in the United 
States is producing more goods than ever before in the 
history of the world? 


* * * 


Then there was that address by Mr. A. I. Findley, 
Editor of The Iron Age. No hardware man should 
fail to read that. It is full of authoritative informa- 
tion gathered from first sources. 


. & ¥ 


There was also that speech by Mr. D. D. Peden, in 
which he quotes one of my articles. That of course is 
the most valuable speech of all! 


* * * 


Well, well! Here’s a letter from Dennis Merriman, 
the new President of The American Hardware Manu- 
facturers Association, telling me all about conditions. 
Dennis is optimistic. He writes a lot of interesting 
things in his letter. One of the main points he makes 
is that inventories in the hands of jobbers and retail- 
ers are’ all very low; nobody has been over-buying; 
nobody can be very seriously hurt when inventories 
are low; the trouble with the slump of 1920 was that 
almost everybody was caught loaded up to the guards 
with goods and as prices declined, they were compelled 
to take heavy losses. This can not happen now. 


x % ¥ 


The best service I can render the hardware trade is 
to recommend that they set aside one evening, take 
home this Convention Number of “THE HARDWARE 
AGE,” shut off the radio, hang up the telephone, lock 
the door and study it carefully from kiver to kiver. 
Your house paid your expenses to the convention. You 
were of course just a little frivolous at some of these 
room parties. That is only human. It is a great thing 
to renew old friendships. However, in return for your 
salary and your expenses, you owe it to your house 
to post up and inform yourself on all these excellent 
speeches that were made at the convention. It would 
be a shame to have them wasted. Do it tonight. What 
is the use of these articles of mine unless they help? 
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Building for Success 


HE salesman who makes for himself a full meas- 
ba ure of success must do more than sell his product 
to the merchants. 

A salesman who has been turning an increasing 
volume of business in his territory every year, when 
questioned as to his methods explained that he ap- 
pealed to the selling mind of his dealers as much or 
more than he did to their buying mind. In short, he 
was the sales manager of his agents and their clerks. 

A merchant who cannot be sold on “buying” is prac- 
tically always ready to be sold “selling.”” He will listen 
while the alert salesman explains how another of his 
dealers, whose conditions are similar, increased sales 
by a timely local advertising campaign. 

The same merchant may profess not to have any time 
to hear why he should buy the salesman’s product, but 
he will take time to learn just how the Mercantile 
Company, in the next town, increased a certain phase 
of its business by using modern sales methods, such 
as an attractive window display or through personal 
solicitation. 

And what is the result? This salesman who sells 
selling, or sales ideas, builds a reputation among the 
merchants in his territory. They learn to respect him 
and his products. His calls are looked forward to with 
interest by his agents. 

It is the salesman who can sell the merchants his 
product and then show them how to sell it who is 
building for his company, and incidentally for himself 
a greater success. 

—Meredith’s Merchandising Advertising. 





Business Expansion Decreases 


Overhead 


(Continued from page 34) 


mailing to these at least once a month. Then we have 
access to other lists that we circularize for special 
events, seasonable goods, etc.” 

The letters that go out with these mailings are 
printed, letter and letterhead together, on the multi- 
graph in their own office. Also all of the office forms 
are printed on this multigraph. One girl, the book- 
keeper, does this and is able to run about 3000 letters 
an hour on the machine. Plates have been made for 
their list of names and the addressing is done on the 
machine. 

There is a greater advantage to doing this work 
themselves than merely the saving in printing bills. 
They have been able to simplify all office forms so 
that their bookkeeping work has been reduced con- 
siderably. The forms regularly used with their cash 
register system were bulky, arranged to fit many 
phases of different businesses. These were done away 
with and simpler forms arranged and printed at con- 
siderable saving of time and money. 

It was interesting to compare the book records of 
the business as it is now run with those of the old 
store. The costs, in round figures, are the same. 
The volume of business has more than quadrupled on 
a slightly smaller investment. 





HARDWARE AGE 91 








Antique Franklin Siove 
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E are headquarters for these quaint 
stoves so much in demand for re- 
modeled town houses and apariments 
and for country homes. 
Howes Antique Franklin Stove is re- 
produced from one known ito be more 
than a century old. 


THE S. M. HOWES CO. 


HUDSAAAERSEUANUANDNAAUUSAPAAU EEN TAANENAALLUePeALAOegtTHa aan NgATAONNY 








For Soldering and Tinning all Metals 


SOLDERING 





It acts as a complete substitute for Acids, Zine Chloride 
and Salammoniac. It is non-poisonous, non-injurious 
and non-explosive. A little Rubyfluid makes a tight 
joint with little solder. + 


Send today for a FREE sample 


RUBY CHEMICAL CO. 


67 McDowell Street Columbus, Ohio 











“GEM” apsustaste 
REGISTER 
SHIELDS 








VERY warm air 
register in your 
locality needs a “Gem” Shield. SELL IT. 
“Gems” fit all size registers. Attractive and 
easily adjustable. Floor Shield re- 
tails at $1.50; Wall Shield at 75c. 















1140 BROADWAY. NEW YORK,NY \ 
BUY FROM YOUR JOBBER 
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IVER JOHNSON 


BICYCLES VELOCIPEDES 
JUNIORCYCLES 


Champion Single Barrel Shot Guns 
Matted Top Rib Single Barrel Shot Guns 
Ventilated Rib Single Barrel Trap Guns 
Double Barrel Hammerless Shot Guns 
“Hammer the Hammer” Revolvers 


Send for Dealer Proposition 
IVER JOHNSON’S ARMS & CYCLE WORKS 
332 River St., Fitchburg, Mass. 


New York, 151 Chambers St.; Chicago, 108 W. Lake St. ; 
San Francisco, 717 Market St.; New Orleans, La., 625 Pine St. ; 
Ogden, Utah, 2327 Grant Ave. 




















(Patented April 21, 1925) 





KEYSTONE AUTO “SOC-KIT” 


Seven different size sockets, socket screw driver and 
8 in. hex. steel handle—ali in neat pressed case of 
heavy gauge nickel plated steel. Ready seller to auto 
mechanics and car owners. 

“Keystone quality.” Write for Discounts. 


The Keystone Manufacturing Co. 


Buffalo, N. Y. 


Sales Representatives—Surpless, Dunn & Co. 
New York 




















BURNLEY 


The Soldering 
Paste that has 
satished cus- 
tomers for over 
23 years. 





Sample free. 





BURNLEY BATTERY & MFG. CO. 
NORTH EAST, PENN. 











PAINE STOVE BOLTS 


As Good as the Best 


One hundred bolts and nuts 
in a strong, substantial box. 
In bulk if you wish. 

Prompt deliveries. 


Sold to jobbers only. 


Samples and discounts on request. 
No charge. 


THE PAINE COMPANY 
2949 Carroll Avenue, Chicago, III. 
33 Warren Street, New York, N. Y. 
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Chain Stores 


Reprint of an article appearing in the Sentinel- 
Record, Hot Springs, Ark., by 
Hamp Williams 


HAIN stores and mail order houses extend no 

credits to anyone for any reason. They figure 
that if you are good for your debts you can borrow the 
money and pay them for their merchandise before de- 
livery, but if you are poor and can’t get the money 
they don’t want your business; makes no difference how 
honorable you are or how bad you need the favor. If 
you buy from the mail order houses you send the cash 
in advance. You must pay the post office department 
for taking that money to them, then you must wait for 
the goods until they get ready to ship, you must pay 
for their delivery to your post office or express office, 
as the case may be. It is a cold-blooded proposition 
with them; they don’t know you and they don’t care to 
know you—they want your money, that:is all, and when 
your money plays out you play out, so far as they are 
concerned. 


Founded on Faith 


Our whole commercial structure is founded on faith, 
our religion is founded on faith, our government is 
founded on the Bible, and our faith in its teachings. 
The mail order houses and the chain stores are build- 
ing enormous fortunes without faith, at least, they have 
no faith in their fellowman, and having none in him, 
how can they have any faith in God, Who created us all? 

The independent merchants of this country help keep 
the wheels of progress turning. They are a part of the 
family, they are our dependence in adversity as well 
as in prosperity. They are a part of our legitimate 
plan of distribution, they belong into our lives and we 
couldn’t get along without them. It is up to the people 
to decide, however, which plan of distribution is worth 
most to them in sickness and health, poverty and in 
wealth; and while you may be one of the chosen dis- 
ciples of mail order houses and always have the cash 
to pay them for the very small portion of merchandise 
that you need which they propose to furnish from their 
store which consists of such goods only as are fast mov- 
ing and bear a profit. 


Main Stays of Life 

The main stays of life come through the independent 
retailers. They buy your poultry and eggs, butter and 
milk and other farm products, the mail order houses 
get the proceeds; the independent retailer furnishes 
you meat, flour and potatoes, nails, horseshoes, plows, 
cultivators, mowers and wagons delivered into your 
homes, and wait thirty days to twelve months for the 
pay. The mail order houses won’t do that, they would 
not do it if they could, the profits would be too small 
on staple lines, and they would not trust you, anyway. 

Millions of farmers could not make a crop if it was 
not for the independent retail merchants of this country. 

Finally, we have come to this conclusion that we can, 
will and do meet the prices made by the chain stores 
and mail order houses and will furnish the people 
everything they need in our line, and what we haven’t 
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got in stock we will order, and if you are good for your 
debts we will credit you, and in addition will deliver 
the goods right into your home and give our personal 
guarantee that the goods will give satisfaction, which 
guarantee is much easier enforced against us, your 
neighbor, than a similar guarantee by a big, cold- 
blooded corporation in Chicago or New York, which 
don’t give a tinker’s dam about you or any of your 
folks. All they want is your money. 


Cold Blooded Competition 


In order to meet this cold-blooded competition of mail 
order houses and chain stores we independent retailers 
must change from our antiquated plans of doing busi- 
ness to up-to-date methods. We must’ stop the leaks, 
increase volume, pay cash for our merchandise, and 
buy it where it is cheapest, and if price and quality is 
equal buy from the legitimate wholesaler. If, however, 
they will not sell us at prices to meet competition buy 
of the manufacturers in this country, and if they will 
not take care of us seek foreign markets; and to do 
this the independent retail merchants of this country 
will be forced to adopt cooperative buying methods 
which I hope we will not be forced to do; but there is 
one thing we must do that we are not doing and that is 
advertise our goods and our prices. You need not say 
or try to make yourselves believe that your friends and 
your kin prefer to buy away from home. I would hate 
to think that my people whom I had sold goods to for 
thirty years preferred to trade with Sears & Roebuck. 
I don’t believe it. The reason they send their money 
away for goods is that they believe, and in some cases 
it is true, they can buy them a little cheaper, and God 
knows they need to buy as cheaply as they can, and at 
that they don’t get the comforts out of life that you 
and I get. 


To Increase Advertising 


Here is what my firm is doing. We are advertising 
and expect to increase our advertising account about 
400 per cent the coming year; then it will not amount 
to as much as the chain stores do. .How can the people 
know our prices unless we advertise them? We are 
meeting their prices and we are selling lots of goods, 
but like the farmer, we are not making a profit over 
and above a fair interest on our investment after de- 
ducting the cost of delivery, rents, depreciation, etc. 
Here is the plan we have adopted for the future: Pay 
cash and be hard-boiled on buying, meet chain store 
and mail order competition and advertise our goods 
and the prices; consult our credit bureau before open- 
ing new accounts. 

Discharge all salesmen who are not yielding a profit 
and pay the balance according to what they earn; carry 
a complete stock of merchandise, that we may have 
what the people need and when they need it, regardless 
of the profit or turn-over, and, if possible, render a 
greater service to our people. Be ready at all times 
to extend credit to the deserving and charity to the 
distressed, is our motto and has ever been. 
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Basting Spoons—Mixing Spoons—Whipping Spoons—Spatula 

Knives—Bread Knives—Pancake Turners—Meat Forks—Soup 

Ladles—Bottle and Can Openers—Ice Picks—Orange Peelers, Etc. 
Vaughn Can Openers sold all over the world. 


3211-3225 Carroll Avenue - CHICAGO, ILLINOIS 











Stop Them with Snappy Signs 















Just as a traffic sig- 
nal sign stops motor- 
ists, so do National 
Show Card Signs stop 
customers. 


With our practical 
little outfit which 
doesn't require experi- 
ence to use, any clerk 
in your store can make 
Snappy signs 
that will make 
people—‘‘Stop— 
Look and Buy.’’ 
Small cost, big 
returns. Send 
for Complete 
Information. 


° . . 1602 Seavevetiy Ave. 
National Sign Stencil Co. 5/°%., Minn. 
Pacific Coast Office——-206 Chotiner Bidg., Los ik Cal. 











A FULLY RODDED VARNISHED 


STEP-STOOL 


AT $7.50 PER DOZEN 
Fa tt 
A FULLY RODDED 


STEP -LADDER 


TOP, ower y 
mee ROPER RFT. IN 3, 4, 5, and ~y ft. PLENGTHS” 











ABOVE PRICES ALL F.O.B. FACTORY 


STERLING STOOL & STEP-LADDER CO. 
STERLING, ILLINOIS - 























LMU TRE 


“Buffalo” standard hardware . 
grade wire cloth is quick sell- 
ing because it is superior 
value—accurate mesh, uni- 
form selvedge, thoroughly 
galvanized, moisture does not 
harm it. We can also supply 
window screen wire cloth in 
black, galvanized or bronze 
wire. 

Write today for catalogue No. 8-A.B. 


BUFFALO WIRE WORKS CO., INC. 


518 Terrace ‘Femerly Schecler’s 80) Buffalo, N. Y. 
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IVER JOHNSON 


BICYCLES VELOCIPEDES 
JUNIORCYCLES 


Champion Single Barrel Shot Guns 
Matted Top Rib Single Barrel Shot Guns 
Ventilated Rib Single Barrel Trap Guns 
Double Barrel Hammerless Shot Guns 
“Hammer the Hammer” Revolvers 
Send for Dealer Proposition 
IVER JOHNSON’S ARMS & CYCLE WORKS 
332 River St., Fitchburg, Mass. 


New York, 151 Chambers St.; Chicago, 108 W. Lake St. ; 
San Francisco, 717 Market St.; New Orleans, La., 625 Pine St. ; 
Ogden, Utah, 2327 Grant Ave. 
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KEYSTONE AUTO “SOC-KIT” 


Seven different size sockets, socket screw driver and 
8 in. hex. steel handie—all in neat pressed case of 
heavy gauge nickel plated steel. Ready seller to auto 
mechanics and car owners. 

“Keystone quality.” Write for Discounts. 


The Keystone Manufacturing Co. 


Buffalo, N. Y. 


Sales Representatives—Surpless, Dunn & Co. 
New York Chicage 




















BURNLEY 


The Soldering 
Paste that has 
satished cus- 
tomers for over 
23 years. 


Sample free. 


BURNLEY BATTERY & MFG. CO. 
NORTH EAST, PENN. 














PAINE STOVE BOLTS 


ne As Good as the Best 
One hundred bolts and nuts 
in a strong, substantial box. 


In bulk if you wish. 
Prompt deliveries. 


Sold to jobbers only. 


Samples and discounts on request. 
No charge. 


THE PAINE COMPANY 
2949 Carroll Avenue, Chicago, IIl. 
33 Warren Street, New York, N. Y. 


























Chain Stores 


Reprint of an article appearing in the Sentinel- 
Record, Hot Springs, Ark., by 
Hamp Williams 


HAIN stores and mail order houses extend no 

credits to anyone for any reason. They figure 
that if you are good for your debts you can borrow the 
money and pay them for their merchandise before de- 
livery, but if you are poor and can’t get the money 
they don’t want your business; makes no difference how 
honorable you are or how bad you need the favor. If 
you buy from the mail order houses you send the cash 
in advance. You must pay the post office department 
for taking that money to them, then you must wait for 
the goods until they get ready to ship, you must pay 
for their delivery to your post office or express office, 
as the case may be. It is a cold-blooded proposition 
with them; they don’t know you and they don’t care to 
know you—they want your money, that-is all, and when 
your money plays out you play out, so far as they are 
concerned. 


Founded on Faith 


Our whole commercial structure is founded on faith, 
our religion is founded on faith, our government is 
founded on the Bible, and our faith in its teachings. 
The mail order houses and the chain stores are build- 
ing enormous fortunes without faith, at least, they have 
no faith in their fellowman, and having none in him, 
how can they have any faith in God, Who created us all? 

The independent merchants of this country help keep 
the wheels of progress turning. They are a part of the 
family, they are our dependence in adversity as well 
as in prosperity. They are a part of our legitimate 
plan of distribution, they belong into our lives and we 
couldn’t get along without them. It is up to the people 
to decide, however, which plan of distribution is worth 
most to them in sickness and health, poverty and in 
wealth; and while you may be one of the chosen dis- 
ciples of mail order houses and always have the cash 
to pay them for the very small portion of merchandise 
that you need which they propose to furnish from their 
store which consists of such goods only as are fast mov- 
ing and bear a profit. 


Main Stays of Life 

The main stays of life come through the independent 
retailers. They buy your poultry and eggs, butter and 
milk and other farm products, the mail order houses 
get the proceeds; the independent retailer furnishes 
you meat, flour and potatoes, nails, horseshoes, plows, 
cultivators, mowers and wagons delivered into your 
homes, and wait thirty days to twelve months for the 
pay. The mail order houses won’t do that, they would 
not do it if they could, the profits would be too small 
on staple lines, and they would not trust you, anyway. 

Millions of farmers could not make a crop if it was 
not for the independent retail merchants of this country. 

Finally, we have come to this conclusion that we can, 
will and do meet the prices made by the chain stores 
and mail order houses and will furnish the people 
everything they need in our line, and what we haven’t 
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got in stock we will order, and if you are good for your 
debts we will credit you, and in addition will deliver 
the goods right into your home and give our personal 
guarantee that the goods will give satisfaction, which 
guarantee is much easier enforced against us, your 
neighbor, than a similar guarantee by a big, cold- 
blooded corporation in Chicago or New York, which 
don’t give a tinker’s dam about you or any of your 
folks. All they want is your money. 


Cold Blooded Competition 


In order to meet this cold-blooded competition of mail 
order houses and chain stores we independent retailers 
must change from our antiquated plans of doing busi- 
ness to up-to-date methods. We must stop the leaks, 
increase volume, pay cash for our merchandise, and 
buy it where it is cheapest, and if price and quality is 
equal buy from the legitimate wholesaler. If, however, 
they will not sell us at prices to meet competition buy 
of the manufacturers in this country, and if they will 
not take care of us seek foreign markets; and to do 
this the independent retail merchants of this country 
will be forced to adopt cooperative buying methods 
which I hope we will not be forced to do; but there is 
one thing we must do that we are not doing and that is 
advertise our goods and our prices. You need not say 
or try to make yourselves believe that your friends and 
your kin prefer to buy away from home. I would hate 
to think that my people whom I had sold goods to for 
thirty years preferred to trade with Sears & Roebuck. 
I don’t believe it. The reason they send their money 
away for goods is that they believe, and in some cases 
it is true, they can buy them a little cheaper, and God 
knows they need to buy as cheaply as they can, and at 
that they don’t get the comforts out of life that you 
and I get. 


To Increase Advertising 


Here is what my firm is doing. We are advertising 
and expect to increase our advertising account about 
400 per cent the coming year; then it will not amount 
to as much as the chain stores do. .How can the people 
know our prices unless we advertise them? We are 
meeting their prices and we are selling lots of goods, 
but like the farmer, we are not making a profit over 
and above a fair interest on our investment after de- 
ducting the cost of delivery, rents, depreciation, etc. 
Here is the plan we have adopted for the future: Pay 
cash and be hard-boiled on buying, meet chain store 
and mail order competition and advertise our goods 
and the prices; consult our credit bureau before open- 
ing new accounts. 

Discharge all salesmen who are not yielding a profit 
and pay the balance according to what they earn; carry 
a complete stock of merchandise, that we may have 
what the people need and when they need it, regardless 
of the profit or turn-over, and, if possible, render a 
greater service to our people. Be ready at all times 
to extend credit to the deserving and charity to the 
distressed, is our motto and has ever been. 
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WuHite ENAMELED HANDLES 


Basting Spoons—Mixing Spoons—wWhipping Spoons—Spatula 

Knives—Bread Knives—Pancake Turners—Meat Forks—Soup 

Ladles—Bottle and Can Openers—lIce Picks—Orange Peelers, Etc. 
Vaughn Can Openers sold all over the world. 


3211-3225 Carroll Avenue - CHICAGO, ILLINOIS 











Stop Them with Snappy Signs 


Just as a traffic sig- 
nal sign stops motor- 
ists, so do National 
Show Card Signs stop 
customers. 

With our practical 
little outfit which 
doesn’t require experi- 
ence to use, any clerk 
in your store can make 
Snappy signs 
that will make 
people—‘‘Stop— 
Look and Buy.”’ 
Small cost, big 
returns. Send 
for Complete 
Information. 


National Sign Stencil Co. ; ~ gy a samneae Dy 


inn 
Pacific Coast Office—-206 Chotiner Bldg., Los Angeles, Cal. 
























A FULLY RODDED VARNISHED 


STEP-STOOL 


AT $7.50 PER DOZEN 
Fa at 
A FULLY RODDED 


STEP-LADDER 


TOP, a Ps ry PAIL-SHELF 
betes PERF) FT. IN 3, 5, and 6 ft. LENGTHS 








ABOVE PRICES ALL F.0O.B. FACTORY 


STERLING STOOL & STEP-LADDER CO. 
STERLING, ILLINOIS: 





























uNLOW TRE 


“Buffalo” standard hardware . 
grade wire cloth is quick sell- 
ing because it is superior 
value—accurate mesh, uni- 
form selvedge, thoroughly 
galvanized, moisture does not 
harm it. We can also supply 
window screen wire cloth in 
black, galvanized or bronze 
wire. 

Write today for catalogue No. 8-A.B. 


BUFFALO WIRE WORKS CO., INC. 


(Fermerly Scheeler’s Sons) 
Established 1869 Buffalo, N. Y. 


518 Terrace 
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Sell a Grinder Whenever 


You Sell Edge Tools 


The adaptability of Cheney and Royal 
Grinders is making it easy for dealers to 
sell a Grinder whenever they sell edge 
tools. 

For example: The housewife finds it very 
handy to put a keen edge on her kitchen, 
carving and bread knives whenever they 
need sharpening. 

And when a farmer or shop mechanic 
needs a grinder, the Cheney No. 7 will 
measure up to every requirement. Besides 
grinding mower knives perfectly, it also 
grinds all kinds of edge tools, making it 
widely adaptable. 

Point out to customers what these grinders 
save for them every time tools and imple- 
ments get dull and need sharpening and 
they’ll see the advantage in doing the work 
themselves. They soon return their mod- 
erate cost. Send for prices. 


S. CHENEY & SON, Manlius, N. Y. 


7”x1%,”" wheel 


Cheney No. 7 























—and to men 


who use, buy 


atin 


tools—there’s 
the whole 
story 
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A Cheney 


will suit Any man! 


Every man who ever held a 
Cheney Hammer long enough to 
take a couple of good swings 
with it was sold on a Cheney 
for life. 


Men like to ease their fingers 
around a Cheney Hammer’s sec- 
ond-growth hickory handle. It 
settles itself comfortably in the 
fist. And the Cheney’s tool steel 
head, with its perfectly tem- 
pered ends, puts all the force of 
a blow to work at the spot where 
it’s needed. Tool users are more 
than keen about the Cheney 
“hang’—it’s their idea of per- 
fect hammer balance. 


Most dealers find Cheney Ham- 
mers the easiest to sell. Fact is 
—they almost sell tsemselves. 





SyEY 


CS 


ZBE NTIS ESN 
PREINETS'S 
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“Thats tt =I want 
J ) a box of No. 1” 


“That sheet of Clover Sandpaper you 
asked me to try pleased me immensely. 
I never saw harder or sharper Flint and, 
oh boy, how it cuts. If all of my men 
would stick to their jobs like that Crit 
sticks to that paper I’d save money on 
every contract. 

“My men can do more work with 
Clover Flint Sandpaper than any brand 
they’ve ever used. 

“And only for that shelf display I’d 
sure have gone out without it.” 

Mr. Dealer, this is typical of similar 
experiences that happen almost every 
day in different hardware stores. 

Just get your customers to TRY 
Clover Sandpaper—they’ll keep coming 
for more all the time. 

Send for Samples. 


CLOVER MFG. CO. 


110 Main St., Norwalk, Conn., U. S. A. 
The Largest and Oldest Manufacturers 
of Abrasive Compound in the World 
Clover Dealers Get Clover Business Service Free 





Handsomely Decorated Ream Package 


Two Color Box Package 


or 
for Display Purposes Bulk Consumers 








. CLOVER MEG. CO. 
110 Main St., Norwalk, Conn., U. S. A. 


Gentlemen: Please send us Samples of CLOVER 
Sandpaper and refer us to nearest Jobber. 
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Scale Builders Since 1835 


That means a great many things, but one 
point is most significant — Chatillon 
Scales satisfy! They satisfy the dealer, 
they satisfy the sealer. 


Only experience can bring out a line of 
scales that fully meet the requirements of 
the trade. This widespread knowledge, 
turning to the problems of the grocer, 
fruit and vegetable dedler, has helped to 
develop vegetable scales that meet with 
success everywhere. 


Large, easily read dials, sturdy construc- 
tion, accurate weighing, and convenient, 
properly sized scoops make weighing 
speedy and satisfaction positive. All 
styles and capacities. 





Write us for complete information 


JOHN CHATILLON & SONS 


ESTABLISHED 1835 


85-99 Cliff Street New York City, N. Y. 














‘Pecfeer™ 
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WMA HLLLUNIN 


The “Customers” Who Send a Friend 


Some of those “Customers” we have been mentioning 
Peer here week after week are getting into action. We under- 
‘LUDLWSAYIOR | stand they have been boosting “Perfect” Screen and Hard- 

J | ware cloth. All the neighbors are talking about its quality 
| | and fine appearance and passing it on to their friends. 


It started some time ago when our Dealer Friends insured 
themselves against dissatisfied customers by selling better 


Wire Cloth. 


And now all their efforts are being rewarded by repeat 
sales and new customers. 





[f you are not meeting these folks ask your Jobber to 
tell you about “Perfect.” 


mn 
— eu 


AMHERST TT Mm ren 
LUDLOW-SAYLOR WIRE CO. 


Galvanized St. Louis, Mo. Painted 
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No. 800 


Operated by Hand or Power 


“Tt Paid for Itself in 30 Days” 


Said a Dealer Who -Cut Only 10 Keys Per Day 


Suppose you install a Segal Rectifying Key Cutter and cut only ten keys per day. 
Figure your profit. 
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EE ee $2.50 
Sy ee I IN OI ii reser pieces ccccedcetecoees .60 
EE EE OE Ee ee $1.90 
SE a a $57.00 
Cost of No. 800 Key Cutter, $46.25 less 2% for prompt pay- 
ee ee oy oe re ee ee ee eee ae hehiawwn oes 45.33 
rE Ss us sad bekeeeewne cee eelens $11.67 


You now own the machine. It has paid for itself in 30 days plus a 
profit and on the basis of cutting ten keys a day will earn more 
than its original cost each month. 

We have figured on a basis of only ten keys per day. Many dealers 
using our machine cut anywhere from 50 to 250 keys daily. It 
cuts all kinds of flat and cylinder keys. 





Our Key Cutter is fully up to the standard of 
our famous Jimmy-proof Segal Lock No. 666 
endorsed by Burglary Insurance Companies 
everywhere. Protects millions. Never been 
Jimmied. 
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Rivets, Roofing Nails, 
Scratch Brush Wire, 
and Pipe Couplings. 


THE BRIDGEPORT SCREW CO. 


Bridgeport, Conn. 


TAA SASSTSSETESSEsSsSEsSVSsTEsSsSssssassesessssesUuesssussusdssusdasnas >_> 
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2 ‘ 
BRIDGEPORT, CONN. 





.»~S sR SS SSB Ss SSPSSPSRAS 


Representatives: 


George E. Quigley, Detroit 
Milton Pray Co. oll 


Francisco, Los Angeles, Seattle 
aird & Co., Memphis, Tenn. 
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Explainable 


The cold-drawn sockets—patented 
feature—explain the 30% extra 
strength of your “ALLENS.” 


The special heat-treating of differ- 
ent-style points and _ individual 
sizes, explains the perfect balance 
of toughness and hardness. 








The accuracy of Allen threading— 
testing of pitch diameters with 
pitch micrometers—explains the 
staying power of ALLENS in mov- 
ing parts. 
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These points explain why ALLEN 
screws move the fastest from 
Dealers’ stocks—and explain why 
Allen Dealers lead in the hollow 


screw business of their localities. 






Have you the new Catalogue? 


The Allen Mfg. Co. 
139 Sheldon St., Hartford, Conn. 


Branch Offices: 


W. C. Stauble R. E. Gregory 
2704 Rochester Abe. 1029 Wesley Ave. 
Detroit, Mich. Evanston, Ill. 


E. P. Crawford W. J. McRae 
3348 No. Park Ave. 320 Market Street 
Philadelphia, Pa. San Francisco Cal. 
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- Witt Cans Are Business 


Builders 


You know the story of Witt, makers of the 
only line of Cans and Pails that are backed by 
the manufacturer’s guarantee. 


The rugged construction of Witt is well known 
to you as being a standard of comparison. 
There is a Witt can or pail for every purpose, 
ranging in size from a 5 to 33-gallon capacity. 


Witt dealers make 3 times the usual profits 
made on any other. 


Supply your trade with guaranteed Witt Cans 
and they will prove conclusively to you in 
added business with greater profits, the advan- 
tages of selling this quality guaranteed line of 
Cans and Pails. 


Majl a conservative test order at once—for a 
trial. Your jobber can supply you, or write 
direct to 


THE WITT CORNICE COMPANY 
2111 Winchell Ave. Cincinnati, Ohio 


Manufacturers of 





CORRUGATED 
*CANS and PAILS: 


The Brighton Line of Cans and Pails is of medium weight and splen- 
did construction. A goed seller for the special sale. Ask about it. 
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S quality is always a first considera- 
tion with us we know that the metal 
used in our rivets is absolutely “right” to 
start with. This is also true of the fabri- 
cation of the metal into the finished prod- 
uct. As proof of these statements we in- 
vite a comparative test of the driving and 
setting qualities of our rivets with those 
of other make. 


Coast Representative 


J. T. McCDEVITT 


Postal Telegraph Building 


SAN FRANCISCO, CALIFORNIA 
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TUBULAR RIVET & STUD 
COMPANY 


BOSTON 


















































































































































































































Folder illustrating and describ- 
ing Warren “Economical” Dis- 
play Tables, with prices, upon 
request, 


Speed in Selling 


In any line of business, more goods are sold through 
display than any other factor. Should you step into 
a retail hardware store, furnished with Warren Fix- 
tures, it will be found doing a larger business with 
proportionately less stock and less help, than any 
less modern equipped store. 


For thirty-five years the Warren organization has 
designed, created, improved, and perfected, to at- 
tain its leadership. Thus in purchasing Warren Fix- 
tures you secure in them the collected, organized ex- 
perience of thousands of retail hardware dealers, in 
addition to that of our own hardware merchan- 
disers and expert craftsmen, and not simply a mass 
of hinged panels, drawers, open shelves, etc. 


WARREN SECTIONAL 
HARDWARE FIXTURES 


H. W. Mills & Company, Passaic, N. J., go so far as 

to say Warren Fixtures “are better than some of our 

salesmen, as customers often find just the articles 

they want by looking around while waiting, and 

ofttimes see articles they need and did not intend to 
. 9 al 

purchase when they came in. 


You have, no doubt, been considering the advan- 
tages of new fixtures. Send us a rough sketch 
of your store and let us suggest a modern floor 
plan arrangement and show you how Warren 
Fixtures will increase your profits. 


Catalog of Warren Fixtures upon request 


J. D. Warren Mfg. Company 


159 No. State St. Chicago, Illinois 
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COREIN 


Wood Screws 
Drive Screws 
Ceach Screws 
Machine Screws 
Set Screws 

Cap Screws 





Saw Screws 
Thumb Screws 
Hand Rail Screws 


Special Automatic Screw 
Machine Products 


Steve Belts 
Tire Bolts 
Agricultural Bolts 

Sink Bolts 

Hanger Bolts 

Machine Screw Nats 
Steve and Tire Bolt Nuts 
Semi-Finished Nuts 
Castellated Nuts 
S.A.E. Nuts 
Jack Chain 
Plumber's Chain 
Register Chain 
Safety Chain 
Furnace Chain 
Ladder Chain 
Sash Chain 
Escutcheon Pins 
Speedometers 
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UNIFORM QUALITY and ADEQUATE STOCK 
The CORBIN SCREW CORPORATION 


The American Hardware Corp., Successor 
NEW BRITAIN, CONN. 


Warchouses—New York, Chicago, Philadelphia 
Western Factory—Dayton, Ohio 


O90-0-0<8-0-2-8< 
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No.218 No.54 
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GREASE Cups 
and Oil. CUPS 








HE constant demand for oil and 

grease cups as repair and re- 
placement parts as well as for new 
work makes them an indispensable 
part of the stock of the up-to-date 
dealer. The Empress line of grease 
and oil cups is complete. It consists 
of over fifty types each in several 
sizes. Whatever the need, there is 
an Empress cup for it. 


Rooklet No. L-103 gives full data on the 
complete line. Write for it. 


BOWEN PRODUCTS 


CORPORATION 
Main Office 
AUBURN, NEW YORK 
Branches 

RE dco tee eere 161 Massachusetts A 
<<. ce cebeneseers 412 Wrigley Bidg 
DOP .ccccbeeccenses 13 Euelid 
is. hos eee 276 . Warren Ave. 
ne Mew. cose ce seneees 1420 MeGee St. 
MINNEAPOLIS .........- 983 17th Ave., S&S. E. 
ta se eh oe ewes” Broadway 
SAN FRANCISCO...... _..,.Menadneck Bidg. 


Manufacturers of Empress 
Lubricating Devices 
since 1890 
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Sidewalk 
Ice Chopper 


Something different—a 
real tool that lasts for 
years, does twice the work 

and much easier. Tool steel 
edge, real hickory handle. 

Your customers are buying 
these, are willing to pay the 
price. Put in at least a few 
of each size and see how fast 
they sell. 

Cities all over the North are 
standardizing on them — better 
get in on these. 


Ask for Ice Chopper Folder 











The L. & I. J. White Co., Inc. 


125 Columbia St. Buffalo, N. Y. 















The Saw Test 


The revolving hard- 
ened steel inserts 
inside the bronze 
ty locking bolts will 
hy turn any saw blade. 



















VAULT 
The 6 


mr LOCK 
PROOF 
The only lock passed and 
approved by the Under- 


writers’ Laboratories as 
being burglar-proof. Rim 
and mortise, front and 
store door patterns. 


Francis Keil & Son, Ince. 


401-425 East 163rd St., New York 
1876—A Half Century of Progress—1926. 
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Rubber 
Headed Nails 


are used as bumpers on pianos, closet seats, and 
to receive the thrusts of drawers, also to prevent 
noise and marring to such as they are attached. 
Stem Tips, made in thirteen sizes, especially de- 
signed for chair legs and prevent the scratching of 
floors. Absolutely noiseless. 
We make a large variety of rubber specialties. 


a, 


See~ 
e our ty 
talog Buye's 


@ 
in cw 





Send for catalog and 
prices. 


ELASTIC 
TIP CO. 


370 Atlantic Avenue 
Boston, Mass. 





On Page 263 

















Show More, Sell More! 





Take the pictures out of the mail order catalog and 
they won’t do any business. 

You can show better than pictures by sampling the 
original article. 

A Heller man can show you how to get an increase 
of from 50 to 100% if you will follow his simple, 
inexpensive tried-out plan. It won’t cost a cent to 
talk to him. Just mail coupon TODAY. 


W.C. Heller & Co. vi 


MONTPELIER, OHIO 
20 Vesey St., New York City 
I would like to increase my knowledge 


Kindly have your man call. 
of Merchandising Hardware. 
Name 


se@eaeeéeoee @ee eee ewe ee? e2oeiree@ @6@é@s 86664 Ge Ce ee Ce eaees OOee O68 O98 OO @4E 


Address 


“es eevee evneeeeeeeneeewneevpeaeeeeaeeeeneeeeeeeae een ee eee ee eeeeaeene 
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“Improved” Guaranteed 
Jersey 
Shoe Lasts and Stands 





They are lock bearing and absolutely the best of 
their kind. 


If you are stocking lasts and stands similar to the 
JERSEY it will be to your interest to get in touch 
with us before placing your next order. 


We will show you that you will increase your sales 
on Lasts and Stands by stocking JERSEY. 


Look 

for 

This JN 
Mark S 

Denotes YW 


Quality, 
Durability. 






STAR HEEL PLATE CoO. 


Louis Sacks, Inc. 


357-391 Wilson Ave. Newark, N. J. 


‘54 

















Makes You 


SOCKET WRENCH 
“HEADQUARTERS” 





With this carefully selected 
Walden- Worcester Assort- 
ment on your counter, your 
trade soon learns that you 
can supply any needed socket, 
handle or attachment. The 
Cabinet offers a convenient 
and attractive medium for 
the display of the stock. 

In a word, an investment 
of only $54 makes your store 
Socket Wrench “Headquar- 


ters.” 
No. 1100 Assortment of 113 
Parts, including 75 CHROME 


NICKEL Steel Sockets for 
Ilex and Square nee — 
ers, Offsets, Tees, atchets, 
Assortment No. 1100 Connectors, Universal Joints, 
Extensions, etc. Graded in 
proportion to demand.« All 
parts interchangeable. Net 


Write us for name price, including all-steel cabi- 
cote "jehhe “ond epeurue v 
for Socket. Wrench STEVENS WALDEN-WORGESTER, Inc. 
_ " Mfrs. of Walden-Worcester Wrenches and 
Stevens ‘‘Speed-Up’’ Tools. 


Worcester, Mass. 


RCESTER | 


STEVENS-WALDEN-WO 











GOULDS 


GOULDS ROTARY PUMPS 
Should Be a Part of Every Dealers Stock 





ts: 
— Rotary Pump 


Built in six sizes and four constructions. Will 
handle a great variety of liquids and is good for 
heads up to sixty feet. 


Write for Catalog “‘M" for prices on Goulds Rotaries 


GOULDS PUMPS, Inc. 
Seneca Falls, New York 


PUMPS 











Hardware Age Verified List 
OF WHOLESALERS AND RETAILERS 


CONTENTS OF THE SEVENTH EDITION 

Wholesale Hardware Houses in United States, Canada and 
Foreign Countries. 

Retail Hardware Stores in United States, Canada and 
Foreign Countries; also General Stores, Lumber Yards, etc., 
handling hardware. 

Chain Hardware Stores in United States and Canada. 

5c, 10c and 25c Stores carrying hardware in United States 
and Canada. 

Department Stores carrying hardware and housefurnish- 
ings in the United States. 

Wiseufactuvess’ Agents in United States, Canada and 
Foreign Countries. 

Automobile Accessories Jobbers. 

Dealers in Mill, Steam, Mine and Machinery Supplies. 

Export Merchants handling hardware and kindred lines. 

Sporting Goods Wholesalers and Retailers. 

Mail Order Houses handling hardware and housefurnish- 
ngs. 

Woodenware and Willow-ware Wholesalers. 

Paint, Oil and Varnish Jobbers. 

Radio and Electrical Goods Jobbers. 

Plumbers and Tinners Supplies Jobbers. 

Membership Lists of Hardware Associations. 


Hardware Age Verified List of Wholesalers and Retailers 
is indispensable in economic direct-by-mail promotion work 
and also a helpful guide for salesmen’s calls. Every sales 
manager should have one on his desk, and every salesman 
could profitably carry a copy in his grip. Since the previous 
issue was published there have been more than 10,000 
additions and corrections, and these all appear in the 
Seventh Edition. 


Hardware Wholesalers find Verified List of great value in 
“‘checking’’ thetr retatil prospect records. 


$12.00 postpaid 


Hardware Age Verified List Department 
239 W. 39th St. New York, N. Y. 
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: Sell the Best 
Ti HARDWARE 
For Hard-wear 


For more than 50 years 
emer Bommer Spring Hinges have 
maintained their leadership and 
proven their superiority over all 
others. 

They have kept pace with the 
times, because they have been 
kept up with the times whenever 
improvement was possible. 


BOMME 


SPRING HINCES 


ARE THE BEST 


Replenish your stock with Bommer. 




















_—— 





5 








They are in universal demand—are 
quickest to sell—easiest to apply and 
the most satisfactory spring hinges 
made. 


Your Jobber handles them. 


Send for New Catalog 47. It is a 
big help in ordering. 














Bommer Spring Hinge Company 
Manufacturers BROOKLYN, N. Y. 




















“RITER="| 


To display and Demonstrate the Rite Cupboard 
Latch is to Sell it, because it satisfies that in- 
sistent demand for CONVENIENCE. 

A slight pressure on push button and door opens 
—gentle push and door closes and is securely 
latched. Fits any detail. 


YOUR JOBBER IS READY TO START 
YOU THE RITE WAY TO MORE 
BUSINESS 


Manufactured by Rite Hardware Co., 
125 W. Washington St. Los Angeles, Calif. 





me Y fC 
0S C00 
a N 


Olive-Knuckle 


The Knuckle of the Hinge is a copy 
















of the popular French “Olive-Knuckle”’ 
Hinge which sold at about $3.50 per 
pair in iron. We offer this Hinge in 
iron (malleable) at a_ price which 
makes its use possible in competition 
with ordinary butts. Supplied in Mal- 
leable lron, Brass or Bronze Metal. 


Friction Stay 


When applied to 
Doors, Hinged Win- 
dows swinging in, or 
Transoms, holds them 
open in any desired 
position, or when 
closed absolutely pre- 
vents rattling. 

Designed on the 
osinaiein of a multiple 
disc clutch, with six 
friction surfaces one 
inch in diameter; fric- 
tion adjustable. 
Circular upon request 


THE OSCAR C. RIXSON CO. 


4450 CARROLL AVE, CHICAGO, ILLINOIS 
NEW YORK OFFICE, 10! PARK AVE., N. Y. 



































Real lock security with at- 
tractiveness and economy 
combined. Bolt and Inside 
Knob are deadlocked by 
turning key once backwards 
so that bolt cannot be 
forced back or lock opened 
from inside by knob. A 
special protection for glass 
panelled doors. Can also be 
used as an ordinary night 
latch and doesn’t cost any 
more. Rapid seller. 


Send for our new catalog No. 7—our line 
interest you. 


will 


BRANCHES 
22 Warren St... ee ee ee New York City 
_ f iy of Rea Sees Philadelphia, Pa. 
183 W. Lake St Fie bh deeb es 66 eceasduwan Chicago, Ill. 
BBE SO Mev cccse cs ctlusceccesn am Dee. Oe. 
406 Wall St..... 1% 6 ae oth ae Los Angeles, Calif. 
ee Ge sos 0 vc ce sbabbhkn £4 ee ee Detroit, Mich. 


i) INDEPENDENTIOCK CO, 


Fitchurg, Mansa., U. 8S. A. 


Manufacturera of Cylinder Locka, Padlocka, Inside Door Seta, Glaaa 
Knob Seta, Key Blanka, Auto Switch Keys and Hardware Spectaities 
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4. Sizes 


15-18-21 & 24” 





NEW “YANKEE” 
BIT EXTENSION No. 2150 


Stands Abuse and Follows Through 
Bits Will Not Loosen and Pull Out in Work 


CANNOT JAM—A Yankee feature prevents jamming of bit in socket. 
NO JAWS to break. The square shank is held firmly by socket. 


WILL FOLLOW AN 11/16” BIT, OR LARGER 


The unique construction of this tool is at once recognized by electricians, carpenters, 
plumbers and all mechanics who use bit extensions. It is nickel plated throughout to prevent 
rusting, with high polish on sleeve, giving it a fine appearance. 


Show your customer the “YANKEE” Bit Extension with the “YANKEE” Brace No. 2100—a combina- 
tion of the two finest tools of their kind. 


Your Jobber Can Supply. NORTH BROS. MFG. CO., Philadelphia, Pa. 


O not worry about how many and what 
socket wrench sets to stock. MOSSBERG 
Cabinet 800 contains an assortment of 
chrome molybdenum steel sockets from 
which common sense sets can be quickly 
assembled. This Cabinet will look well on your coun- 


ter, too, for it is made of handsome brown enameled 
steel. Price, complete, $75.00. 

























Glass Cutters 


Cuts Ribbed, Cathedral and 
Plate Glass. Has Ball Head 
Handle for Tapping. 





No. 023 








They 
Sell! 


ED DEVIL 
Glass Cutters 
sell freely be- 

cause they are gen- 
erally known to give 
dependable service. 
It pays to sell tools 
that customers know 
—and want. 


LANDON P. SMITH INC. 
111 Coit Street, Irvington, N. J. 


Successor to Smith & Hemenway Co., Inc., 
(Giass Cutter) Business 


Strall ine dhe erhevl : 



















“Red Devil” 
Means 

Glass 
Insurance 


















FRANK MOSSBERG oma) 
Lamb St. Attleboro, Mass. e 











Growing demand for 


W. ROSE Tools 


is the result of our use of choice ma- 
terial and skill. 


Wm. Rose & Bros., *"7. 2" 


Selling Agents 
Wiebusch & Hilger, Ltd. 


Ne. 1111—6 inches Wide Heel Cat Back New York 
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INDISPENSABLE! 


AN Needed in the 
IDEAL BENCH penny i 
for use in and 
connection with an GARAGE 





ELECTRIC 
WASHING MACHINE 


LOVELL’S FOLDING HANDY WASHER BENCH 


Made of Hardwood 
Varnished 





18 inches wide—S1 inches long. °° 5494 inches hick 14 denen Se seaenighe por 
LOVELL MANUFACTURING CO. : - - Erie, Pa. 


Largest Manufacturers of Clothes a in the World 














Make the Sale 
and Forget It 


When a dealer sell a COES 
Knife-Handle Wrench that’s 
the end of it until the cus- 
tomer wants another COES 
of larger or smaller size. 


The dealer doesn't worry, the 
customer never complains 
and the jobber is concerned 
only about keeping stocked on 


all standard sizes from 6” to 
21” 





COES WRENCH CO. 


“In Business Since 1841” 





Worcester Mass. 
SELLING AGENTS 
d. ©, DEaCAREY @ Cee cccccces 29 Murray Street, New York 
JOHN H. GRAHAM & CO...... 113 Chessbere St., New York 
FENWICK FRERES......... 8 Rue de Rocroy, Paris, France 





























[UFKIN TOOLS 


SUPERIOR IN QUALITY AND DESIGN 
Winning Their Way with Mechanics and Dealers to the High 
Position Held by 


hoy ala 






Send for 


Catalog No. 11—Tapes and Rules 
Catalog No. 5—Tools 


HE [UFKIN fouLe £0. 


SAGINAW, MICH. NEW YORK 
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HOUST 0 N’S 
Gold Medal Rock Hard Water Putty 


_ Will Not Chip, Break, Warp or Crack 
Quickly Dries Rock Hard—Stronger Than Wood 
Just the thing for every home! Needed by every painter and carpenter. 
Has hundreds of usee—filling cracks; repairing friezes, ornaments, furni- 
ture and woodwork. Permanently sticks te wood, cement, plaster, stone 
and compositions of all kinds. Easy to mix. Can be made te match any 


shade. 
Easy Sales, Quick Profits 


Sells at sight. In handy cartons. Retails at 1 Ib., 30c.; 2 Ibe., GOc.; 
S ibs., $1.40; giving dealer 40% quick margin. A great repeater. Write 
for samples. Ask your jobber or order direct. 


GOLD MEDAL PRODUCTS COMPANY 
Makers of Houston's Famous Was Products 
1210 Sheridan Read, North Chicage, Illinois 
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Which Hod Would You 
Rather Carry? 


If you had to haul mortar for a bg ving, you 54” 
certainly wouldn’t want to car that 8 ‘c ia 
dripped water all over your shou com. YY,” 


There are lots of hod carriers in your town 
the discomforts of carrying 
because they have not n 
shown the onan e and better kind. 


This open field of profit is yours for the 


who are bearin 
leaky hods simp 














You would choose a Never Drip Steel Hod 1” es “ 
with its one-piece . 
whistling on your way while the other fellow 
sulked. 


You would go 








Quick Shipment 
Oliver Iron and Steel Corp. 





DROP FORGED WELDLESS 


EYE BOLTS 


ROLLED THREAD 
GALVANIZED OR PLAIN 


ee) 


Y2" Diam. with Eye 








1%,” Inside 


7 ” 66 
| yn" ee 


1A” ae 





asking. Write us at once for details. 1001 Muriel St. 
The Cleveland Wire Spring Co. PITTSBURGH, PA. 
Cleveland 
ESTABLISHED 1863 | 











“COLD HANDLE” FRY PANS AND SKILLETS 









Made in the “L. & G.” 

QUALITY, both in FIN- 

ISH and WEIGHT. Or- 

der a Sample Lime and be 
vinced. 














BOSTON 
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€=Loo0k for the tag, carrying our name, at the end of every roll! 


The Gilbert & Bennett Mfg. Co. 


Established 1818—America’s Oldest Woven Wire Factory 


Manufacturers of 


WIRE CLOTH, NETTING and FENCING 
Galvanized Steel Wire Cloth in all Meshes and Gauges 


New York City Georgetown, Conn. Chicago Kansas City 








BaP oe. jen aad re rey Se re 
te 


Rat Ry Be — , 
eS 4 a is A 
Jaf) a 4 : “a +P, hae ae ott rm, ey CLAS 


«is 











et a 


WHEELBARROWS 












No. 6A 


4 Sterling 
Better 
' Sterling wheelbarrows are a specialized 
Machine Screws product, built strong for hard continu- 
: f th ous service. 
Or C The line includes a barrow for every 


wheelbarrow purpose. They are carried 


Hardware Trade in factory and warehouse stocks for 


prompt delivery. 


Send for catalog. 


a ae STERLING WHEELBARROW CO. 


MEW YORK. WY. Milwaukee, Wis. 


be Gael cour er 
Warehouses Warehouses 
Chicago Detroit 
New York Cleveland 


Bronze and Copper 
FLY SCREEN CLOTH 


Spargo is real fly screen cloth that looks the 
part. 

And besides its attractive appearance, du- 
rability is woven into every square foot of it. 


Write for prices. 
Spargo Wire Co., Rome, N. Y. 
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Remember 
service are back of every clipper 


Known as Reliable for 
over Fifty Years 


Priest 





The bobbed hair fad is at its peak 
—take advantage of it. 


Priest’s Tiger and Shaver are ideal 
for keeping the cropped hair short. 
The daintiness and light weight of 
these clippers always attract women 
customers. 


quality and 





AMERICAN SHEARER MFG. CO. 
NASHUA, N. H. 























“The Gem” 


a 

“I’ve used mine for 20 years” 
Hundreds of letters tell us the same story about 
the Gem Nail Clipper—Dealers everywhere are 
having good steady sales on this dependable line. 
There is a Gem Nail Clip for every pocket—-Gem 
Jr. has ring for attaching to watch chain. Fach 

dozen attractively carded for 

rapid sales. 


ASK YOUR JOBBER 
FOR 


Gem 


“=” Nail Clippers 


Made by THE H. C. COOK CO., Ansonia, Conn. 





“Ansonia” 


























Nine 





Notice 





Sexton Ajax 
Galvanized Sheet 
ASH CANS 


Very strongly constructed and 
riveted by our Patented Meth 
od to insure lasting service. 


(,00d sellers. 
Send for Catalog which shows 
complete line. 
“"Nu-rih’ 
other etvlew  “PASEXTON CAN CO} [ EVERETT STA BOSTON KG> 
Coy 


IYERS CUSHION 


RL RE 
+ Insure perfect shelf service for any line of merchandise. 


we Gee tread r+ ah guy spaced, with convenient full 
length h 




















i 




















rf 


‘No is” 


Hic AGO. Li 


Genuine Tinners Fire 
Pots bearing the trade 
name ‘“‘Torrid’’ are 
made by Diener. 
None others are genu- 
ine. Besure the Fur- 
nace you buy has our 
name on the tank. 


GEO. W. DIENER 
MFG. CO. 
CHICAGO 


Makers of Fine Blow 
Torches and Fire Pots 





both sides of ladder permit mounting 











| or whee es Pe ease. Both hands free to remove or 
~T) replace stock. without hed of falling. Cushioned Tired 
| Trolley and Truck Wheels eliminate noise and prevent 
1 vibration. Erection as simple as A, B, C. 
small space. Make top shelves safely available ' 
for stock su agate One style--neat of af f 
--nie ae Ha - 
pee ’ 
in use. ye LAND 


adh SHEA 














American Steel & Wire 


BARBED: Ellwood Glidden, Am. Glidden, Am. Special, 

















Ar ge n, Baker Perfect, ” Ellwood Juni L 
NAILS, SPIKES KES, STAPLES, ‘TACKS, Hot Galv’d Nails. 
ZINC Ram ED FENCES: American, Royal, Anthony, 
ad Nas one a”, s., Poster. Prairie, Banner. Steel Gates. 
rae noo 
a : re le brands. 


WIRE for pon. . a 


Chicago, New York, Boston 
Denver, Birminghem, Dalles 
U. 8. Steel Produets Co. 
San Francisco, Los Angeles, 


Portiand, Seattle 
Quick Delivery. Write us for selling plans. 
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FORSTNER BITS 


One of the Most Remarkable Tools for Wood 
Working Ever Invented for Brace and Machine 


The Forstner Labor-Saving Auger Bit, unlike other -—_ is guided by its Circular Rim instead of its center, consequently it will bore any 


arc of a circle and can be guided in any direction rega 






THE PROGRESSIVE MFG. CO. - 


ess of grain or knots, leaving a true polished surface. 
expeditious than chisel, gouge, scroll saw, or lathe tool combined for core- 
boxes, fine and delicate patterns, veneers, screen work, scalloping, fancy 
scroll twist columns, newels, ribbon moulding and mortising, etc. 


lt is preferable and more 


TORRINGTON, CONN., U. S. A, 





The SIGN of QUALITY 


Manufacturers of the finest line of Garage Door Hardware. 
Recemmend Allith products for satisfaction. Let us send 
you our new Catalog. It is considered the most complete 
ever published—a request brings it FREE. 


Representative jobbers distribute A-P 
products throughout the United States. 


Door Hangers Fire Door Hardware 
Garage Door Hardware Overhead Carriers 
Rolling Ladders Spring Hinges 


= 100/Usable 


Theres not a Speck of WETS 4 
in tinning soldering ions with— 


SPECO 


Yelilc Manet: Ms ialualeaiete 
AYonye/ aay Prices 


SPECIAL CHEMICALS CO. 


T 
limos 














ROOF GUTTER SUPPORTS 


This illustration shows, unassembled, one of the many styles of 
eaves trough hangers made by us which may be adjusted every 
eighth of an 
ineh for 
drainage in 
the gutter. 

These ha *® are 
widely through 
out the United States 







Write for catalog No. 
27, whien also ilius- 
trates and describes 
conductor hooks and 6) ex 
fasteners. 


Free sample gladly 


furnished. 


L. D. BERGER COMPANY 


51 N. 2d St., Philadelphia, Pa. 























Brass and Steel Gate Hooks and Eyes 


M. S. BROOKS & SONS 
Chester 


Conn. 








Since 
1848 f. | MERS. 
bd ), of Bright Iron 
a and Brass Wire Goods 
we 


Also Specials of 
Wire and Metal Stampings 

















Waukegan 
painted or galvanized. 
Painstaking care makes 
SCREEN CLOTH 
“Established 52 Years’’ 


All meshes, all widths, 
W | RE our Screen Cloth wear. 
Norton Iron Works, Ashland, Ky. 

















They want JEFFERY’S 


Boat owners know that Jeffery’s 
Waterproof Marine Glue is a 
Standard Nationally Advertised 
Product that makes a boat per- 
manently leak-proof without a 


come-back. That’s why they 
want JEFFERY’S. 
We don’t intend to let boat 






owners forget JEFFERY’S, so 
why not be prepared to supply 
them? Sold by all Leading Job- 
bers. 


fa LW. Ferdinand é.Co,¢* 


i) 152 Kneeland Street. Boston.Mass. 





€ 
Jul | hag 
Buy? 
Bayes 
4/0 


Pin 




















BAND “I NOX” saws 


QUALITY SERVICE 
UNIFORMITY OISTINCTION 





“The Jools in the Plaid Bac” 
AMERICAN SAW & MFG. CO. SPRINGFIELD, MASS. 


MACK SAWS ~ GAND SAWS — SCREW ORIVERS ~ GLASS CUTTERS 

















Robertson “Horseshoe Magnet’ Hammers 


Permanent magnet which holds "yp 
7 101 ac 


the tack in position for driv- 
ing. Awarded the Silver Medal 

(the highest offered) at the Panama-Pacific Exposition 
Good profit. 


Name and design trade marks registered U. &. Pat. Of@. 
ARTHUR R. ROBERTSON 94 Portland St., Bosten, Maes. 
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Classified Opportunities 





BUSINESS OPPORTUNITIES 


POSITIONS WANTED 











A Clean Stock of Hardware 


For sale, good going business, good location. It will be 
worth your time to write me for particulars. Reason for 
selling too many other lines to see to. Address Box H-292, 
care of Hardware Age, New York. 














FOR SALE—ESTABLISHED HARDWARE BUSINESS in page 
Wisconsin. This business has paid dividends each year during —— 
five years. Stock and fixtures $33,000. Average business $100, 000 ere 
is an opportunity for the right man. Owners of business moving West. 
Address Box H-264, care of Harpware Ace, New York. 





FOR SALE—AN OLD ESTABLISHED HARDWARE BUSINESS 
at Chester, N. Y., Orange Co., fifty miles from New York City on the 
main line of Erie R. R. Stock will inventory about $12,000. Population 
about 1400, with large farming section to draw from. C. S. HUNTER, 
Chester, New York. 





FOR SALE—GOOD HARDWARE, FURNITURE and sporting goods 
business making nearly four turnovers and located in a fast growing town 
= the —_ west coast of Florida. Address CARL HOLMER, Box 256, 

iami, Fla. 





FOR SALE—Paper shell pecan nuts, large variety, 75 cents per pound 
delivered up to 25 pounds. Above quantities 60 cents pound express col- 
lect. Address P. CULPEPPER, Barney, Ga. 





HELP WANTED 








=a 


EXPERIENCED SALESMEN 


We have opening for several good men who can 
produce results—who are adepts in missionary work 
| for the jobber and who can sell the better class 
wholesale trade an exceptional line of special clean- 
ers, metal polish, waxes, insecticides, disinfectant, 
etc. Line well and favorably known to large users. 
Territory open—Western Pennsylvania, Ohio, Vir- 
ginia, North Carolina, Maryland and West Virginia. 
State experience, familiar territory, earnings for 
| past two years and employers during that time. A 
good line for producers. Address “Alpha,” 32 S. 
Eutaw Street, Baltimore, Md. 














who has called on the 
Must be thoroughly 
some following. 
New 


GOOD OPPORTUNITY FOR A “HUSTLER” 
retail trade in Brooklyn, Jamaica and Long Island. 
experienced in Builders’ Hardware and Tools and have 
State full particulars. Address Box H-289, care of Harpware AGe, 
York. 

SALESMEN—PROGRESSIVE NEW YORK JOBBER requires a 
capable hardware salesman for Central or Southern New Jersey. Must 
be experienced in the line, possess initiative, good character and person 
ality. Write fully, giving 11-297, care of 

ork 


HARDWARE AGE, New 

SPLENDID OPPORTUNITY FOR A MAN 25 to 35 years, with some 
knowledce of Hardware, to connect himself with well established business 
in one of the best cities on the Pacific Coast. Must be able to invest 
$2500 to $5000 in stock of corporation. Address Box H-293, care of 
Harpware Acre, New York. 





references. Address Box 











SALESMAN WANTED—By well known sales organization, to cover 
New York State and part of Pennsylvania. Must have experience in 
selling wholesale trade and have working knowledge of hardware and 
tools. State age, experience and compensation desired. Address Box 
H-257, care of Harpware Acr, New York. 








WANTED—Salesmen ls on Retail Hardware Trade to sell our line 
of Tool Racks, Rubbish Burners and Cappers. Commission basis. Write 
for proposition. GRAND RAPIDS WIRE PRODUCTS CO., corner 
First and Front, Grand Rapids, Mich. 





BRASS HARDWARE FOUNDRY FOREMAN—Must be experienced 
in entire phase of the craft. State full particulars, references, salary, 
experience, etc., in first letter. Address Box H-283, care of Harpware 
Ace, New York. 





MAN FAMILIAR WITH Builders’ Hardware, 
None but those having experience need 
Address Box H-288, care of Harpware Ack, New York. 


WANTED—YOUNG 
capable of taking off Blue Prints. 
apply 


Hardware Man, 44 Years Old, 
15 Years on the Road 


with two of the leading national hardware 
jobbers. Two years on the road with a large | 
sporting goods house. Now employed as 
buyer same house. Does not like inside work; 
would like to make connection with factory for 
South and Southwestern territory. Have good 
knowledge of hardware. Fair knowledge 
sporting goods and toys. Can furnish best of 
reference. Address Box H-280, care of Hard- 
ware Age, New York. 





i 











Sales Manager with 20 Years 


Successful record with two nationally known Hardware Job- 
bers as salesman and sales manager. Desires position as 
sales manager with like concern, one that is permanent and 
) where there is a real opportunity to grow. xperienced to 
direct the efforts of others and produce results. Age 40, 
married, now employed. Can give references by men na- 
tionally recognized in the Hardware Trade, as to ability, 
character, personality, habits and integrity. In position to 
make substantial investment and prefers to do so. An inter- 
view will convince you, if you are looking for a man to 
revive your business and sales organization. Correspondence 
and interviews confidential. Address Box H-291, care of 
Hardware Age, New York. 








| 
| 
| 











HARDWARE MAN—WHO WANTS HIM? ~~ BUYER, 
MANAGER OR MANAGER. YEARS’ PRACTICAL EXPERIENCE— 
NOT THEORY. WHOLESALE, RETAIL HARDWARE, 
BUILDERS, MARINE, OIL WELL SUPPLIES, BUYING, SALES 
MANAGING, CATALOGUE PRICING, CLASSIFYING ARRANGE. 
MENT. A CAPABLE ORGANIZER. CAN PUT YOUR HOUSE IN 
ORDER. OLD AND YOUNG ENOUGH TO FILL BILL. EM- 
PLOYED. DESIRE CHANGE. ADDRESS BOX H-267, CARE OF 
HARDWARE AGE, NEW YORK. 








EXECUTIVE, AGE 41, WHOSE PRESENT engagement terminates 
December first, seeks position as manager of Paint and Glass Department 
of Wholesale Hardware concern. Thoroughly familiar with all duties and 
details of thjs character, having served successfully in this capacity. Ex- 
ceptional sales ability, twenty years’ experience, capable of handling sales- 
men, purchasing and advertising. Highest references furnished. Address 
Box H-290, care of HArpwAre Ace, New York. 





MAN WITH TWENTY YEARS’ EXPERIENCE in selling and 
merchandising wants connection with manufacturer of hardware or elec- 
trical lines looking for salesman to sell jobbing trade on Pacific Coast; 
salary or drawing account and commission. Address Box H-295, care of 
HarpwarE Ace, New York. 





SALESMAN, 32 YEARS OLD, TWELVE years’ experience with tools 
and builders’ hardware, as well as general line, desires immediate connec- 
tion with reliable firm where earnings are hased on amount of effort put 
forth. What have you to offer? Address Box H-298, care of HARDWARE 
Ace, New York. 





HARDWARE SALESMAN, AGE 30, EXPERIENCED in managing 
retail store in Chicago, as well as in selling, wishes position selling hard- 
ware or house furnishing trade in and around Chicago. Salary or commis- 
sion basis. Only quality goods of merit considered. Address Box 7185-A, 
care of HArpware Ace, Otis Building, Chicago. 





SALESMAN, 
cialties to Jobbers, 
selling position with reliable firm. A-1 references. 
Michigan or all of the Central States. Address 
Harpware Ace, New York. 


age 33, with 10 years’ experience selling hardware spe- 
Retailers, and also industrial trade. Now open for 
Prefer the State of 
Box H-282, care of 





EXPERIENCED CATALOG COMPILER, AMERICAN, CHRISTIAN. 
Wishes high class connection only. Metropolitan district. Address Box 
H-276, care of Harpware Acre. New York. 








Let US Help You Word Your “Want.” 
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SALES ACCOUNTS WANTED 








| Agencies Wanted 


) Manufacturers’ Agency calling on all the 
hardware and general stores in Canada 
) from coast to coast with their own repre- 
sentatives wishes to secure additional 
» lines of kitchenware, hardware or hard- 
ware specialties. Best of references. 
2 Apply Box H-132, care of HARDWARE 
| AGE, New York. 











HIGHLY SUCCESSFUL SALES REPRESENTATIVE DESIRES 
lines of hardware, machinery, tools and kindred specialties for Detroit or 
entire State of Michigan. Wide acquaintance developed in ten years of 
experience among leading jobbers and manufacturers of the United States. 
Can furnish best of references. Address Box H-278, care of HArpware 
AcE, New York. 





MANUFACTURERS’ AGENTS with established trade, hardware deal- 
ers and department stores in Chicago, as well as the entire State of Illinois 
and Wisconsin, want additional line in Builders and Cabinet Hardware, 
Brass Goods, Mechanics’ Tools, Electrical Supplies, or line of Dry Bat- 


teries. Address Box H- 284, care of HArpware Ace, New York. 





WANTED—Representative lines on commission basis, for Long Island, 
New Jersey and New York. Have car; will only consider first class 
proposition. Builders’ hardware preferred. Address Box H-281, care of 
Harpware Ace, New York. 


NEW YORK REPRESENTATIVE WITH ESTABLISHED clientele 
in metropolitan district for ten years, can successfully carry one additional 
line. Details of sales experience gladly furnished. Address Box H-296, 
care of Harpware Acs, New York. 








—— 





Watch the Weekly Market Reports 
in this paper and you'll buy Hardware right. 
Remember money saved at the buying end is as 


good as money made at the selling end 











SALES REPRESENTATIVES WANTED 


SALESMEN—MANUFACTURERS’ REPRESENTATIVES or Com. 
mission Men to sell established line of trellises, arches, pergolas, to hard- 
ware, furniture and department store trade. Liberal commission. Good 
territory open. Season now starting. Write at once giving full particu- 
lars in first letter, WOOD SPECIALTY CORPORATION, GREEN 
FIELD, INDIANA. 











MANUFACTURERS of full line household specialties want local repre- 





sentatives in all important cities to handle line on commission. Depart- 
ment houses, premium concerns, are all big users. State experience, lines 
handled and territory covered. We want none but those who can “make 
good.” ‘or such our proposition is an excellent one. Address “S. H..’’ 
care of HARDWARE AGE, New York. 

EXPERIENCED RESIDENT SALESMAN WANTED for each State, 
to call on retail trade on commission basis as side-line, by a large wholesale 
hardware and auto accessories house. Commission to be paid on re-order 


direct from new accounts opened by said representatives. 
for live wires. CHAS. WEILAND, INC., 
City, N. Y. 


Big opportunity 
149 Chambers St., New York 





AN OLD ESTABLISHED Paint and Varnish manufacturer has several 
openings in Ohio and Pennsylvania for experienced paint and varnish 
salesmen. A complete line of highest quality canned goods, as well as 
industrial and upkeep materials, is ante Advise at once in full, regard- 
ing experience. Address Box H-285, care of HArpwAre AGE, New York. 





SALESMEN CALLING ON JOBBING AND retail trade to handle new 
design or screen door hinge distinctly different. Commission basis only. 
Product sells at reasonable prices, and would prove a good line for ageres 
sive salesmen. THE MASTER PRODUCTS CO., 6410 Park Ave., S. F.. 
Cleveland, Ohio. 





DEALERS and anxious in 
We are a manufacturer 


SALESMEN CALLING ON HARDWARE 
obtaining additional line of exceptional merit. 
marketing a new article, the only one of its kind on the market: unlimited 
possibilities; liberal commission. Address DAVIS TOOL & E NGINEER 
ING COMPANY, 6481 Epworth Boulevard, Detroit, Mich. 





MANUFACTURER of the Roberts Multiple Sprinkler wants sales rep- 
resentatives calling on jobbers, large hardware and housefurnishing stores. 
State lines handled, basis of compensation, territory covered. sive Ccom- 








plete references. Address ROBERTS BRASS MFG. CO., Detroit, Mich. 

AS MANUFACTURERS’ REPRESENTATIVES, ON THE Pacific 
Coast. We are in a position to handle additional lines of Hardware and 
Sporting Goods. Address Box H-299, care of Harpware Ace, New York 


_-— 


COMMISSION AGENT FOR MANUFACTURER OF hand tools and 
hardware specialties to cover metropolitan district. Address Box H-294, 
care of HArpwAre AGE, New York. 











REVOLVING 
CABINETS 


Hardware stores, dealers in 
auto supplies and garage 
owners like these cabinets. 


They prevent mixing of bolts 
or screws. 


Large capacity. Small space. 


Many sizes. Send for Cata- 
log and Price List. 


Your Jobber will supply you. 


American Bolt & 


Screw Case Co. 
Dayton, Ohio 








“TIVES” Patent Ventilating Lock 





Showing Window 


Showing Window 
Clos Open. 


Manufacturers of 


“Quality Hardware Since 1876” 
Window and Door Specialties 


THE H. B. Ives Co. 
New Haven, Conn., U. S. A. 














Manufactured and 


COLUMBIA. tionat carson co., Inc. 
Dry Batteries New York, San Francisco 


-they last longer 


CANADIAN NatrowaL Carson Co., 








Atlanta Chicago Kansas City 


Limited, Toronto, Ontario 














ELEVATORS 
DUMBWAITERS 


Write for Our Catalog 
ENERGY ELEVATOR CO. 
211 New Street, Philadelphia 
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FENCE 


fit STEWART IRON WORKS Co. 


ii 
225 Stewart BLock CINCINNATI. OHIO 








SCYTHES and AXES 


Scythes since 1912. Axes since 1880. 


RIXFORD MFG. CO. 
East Highgate, Vt. 








TAINTOR POSITIVE SAW SET 


ce 


TAINTOR MFG. CO., 113 Chambers St., N. Y. City 


All steel. Fully Guaranteed. 
Send for Free Book. 


NEW CATALOG OF 


STONE WORKING TOOLS 
and SUPPLIES 


Free on request—send for it today 
TROW & HOLDEN CO. Barre, Vermont 








Plug Counterbore 


Made in two sizes, 
ve and 1, inch. 
The Conn Valley 

Mfg. Co. 


A Labor Saving Tool Centerbrook, Conn 
U. 8. A. 


STRATTON ™ “iow * 
HANDLES 


Fer Small Tools, Utensils, Electrical Goods, Etc. 
Enaemeling, both baked ond air dried. 


STRATTON MFG. CO. Stratton, Maine 











Waste — Mops — Wicking 
Cleaning Cloths 


Caulking Cotton—Chemical Cotten 
tten Clotheslines 


Send for samples and prices 
MASSASOIT MANUFACTURING CO. 
Fall River, Mass. U. 8. A. 

350 Broadway 


eeecece @ 188 West Madison St. 





Carpenters’ Chalk 


STANDARD CRAYON CO. 


Danvers, Mass. 














SEYMOUR SMITH PRUNING SHEARS 


A Full and 
Line of Ky 
and Tree ae 








J. L. THOMPSON MFG. CO. 
Waltham, Mass. 


Tubular and Bifurcated 














and Fenders 
Protect Life— Avoid Fires 


Catalog on Request. 


The Fred J. Meyers Mfg. Co. 
Hamilton, Ohio 














Confidence in Sfampion, Braud 


Tungsten Lam is shown by 20,000 re- 
tallers and 5 obbers who sell them. 
Consolidated Electric 
Lamp Co. 

DanVers, Mass. 
under the Genera] Electric 
Incandescent Lamp Patents.’’ 





**LAcensed 
Compeny’s 











_rernoen mg ESN Behan, eve RIVETS 
a DOMES of SILENCE 


The perfect Furniture Footwear! Every 
home needs several dollars worth-- Display 
our Cabinet! Write for particulars. 


Domes of Silence Division, 
HENRY W. PEABODY & CO. 
17 State Street New York City 




















SAMSON CORDAGE WORKS 


MANUFACTURERS OF SASH CORD. CLOTHES 
BRAIDED CORDAGE LINES, SMALL LINES 
AND COTTON TWINES ETC. SW /0R CAALOG 


BOSTON MASS. 


























YERDON CAST 


BRASS HOSE BANDS 


ive JUST THE SERVICE you want Hose 
ds for on All Hose Connections. A trial 
will convince. 


WILLIAM YERDON, Box 102, Fort Plain, N. Y. 











American Can Company 


CHICAGO 


NEW YORK SAN FRANCISCO 








Lithographed 
' metal displays 
and signs 


Cans for all 
purposes. 
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“A”—This non-streak Flange on all Milcor Stackheads, 
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eo e 
prevents any two-piece Register from streaking the wall. | 
"B”—The non-streak Flange, edged over the base of a | Due to this practical 





two-piece Register, all ready for the Register Face, 





construction, MiZCOR: Stackheads pre- 
vent streaking of walls above registers 


t ger detail in the design of Milcor Stackheads 
is of great value to you whenever you find a 
“doubting Thomas” who has not yet been con- 
vinced that Milcor Furnace Pipe and Fittings are 
the most practical obtainable. When the Register 
Face is placed in position on this Milcor Stackhead 
after the non-streak Flange has been edged 
over, any two piece register becomes streak-proof. 


Think what this means to you —ANY two-piece 
register becomes streak-proof! Whatever may be the 
preference in registers, Milcor Stackhead con- 
struction prevents streaking. You can serve your 
customers best and safeguard your reputation 
by specializing on Milcor Furnace Pipe and Fit- 
tings, Stove Pipe and Elbows and the complete 
line of Milcor Quality Sheet Metal Products. 


Other important details of Milcor Stackhead construction: Adjustable top 
collar, to fit standard size of wall pipe. Top collar capped so stackhead can 
be used as solid head. NO ADDITIONAL COST in spite of these superior 
features. Milcor Catalog No. 25 gives complete details. Have you a copy? 


MILWAUKEE CORRUGATING COMPANY, MILWAUKEE, WISCONSIN 


CHICAGO, ILL. 


MILCO 


KANSAS CITY, MO. 


LA CROSSE, WIS. 





THESE SHEET METAL PRODUCTS DESERVE YOUR ENDORSEMENT 
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in the Tools they buy 


Sell them 
BROWN © SHARPE 
Lools / 
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BROWN & SMARPE Dal 





Brown & Sharpe Tools are known throughout 
the world for their High Quality. They are the 
tools the customer expects to receive when he asks 
for Quality Tools. They are the tools that estab- 
lish the store which sells them as a Quality store. 





For nearly a century, Brown & Sharpe Tools 


have been giving entire satisfaction to both dealer 
The tool shown above is 


and customer. Is your stock of Brown & Sharpe Adjustable Square No. 554. 


Tools complete? It is one of over 2300 dif- 
ferent Brown & Sharpe Tools 
known for their excellence in 


Send for Small Tool Catalog No. 30 
all parts of the world. 


Dept. HA 


BROWN & SHARPE MFG. CO. 
Providence, R. I., U. S. A. 


BROWN & SHARPE TOOLS 


Made Best—They Give Complete Satisfaction 
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BLUE FLAME 




















BUILT BY 
MASTER MECHANICS 






SHAPLEIGH HARDWARE CO. 


INTERNATIONAL DISTRIBUTORS 
ESTABLISHED 1843 






DIAMOND EDGE DIAMOND EDGE 
TOOLS DE CUTLERY 
ST. LOUIS, “".—*°" U.S.A, 
DIAMOND EDGE 1S _ A QUALITY PLEDGE” 











rT Oe eee ne ee ye 





Shapleigh National Series No. 1429 






JERSEY 
OIL STOVES 


THE ACME OF MECHANICAL CONSTRUCTION 
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A Department Store’s Christmas Mer- 
chandising Plan—What a prize winner ‘\ 


won besides the prize. f Sally’s progress strikes a snag but 


carries on—Getting the best from the 
factory salesman. 
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New Thor Cylinder Washer 


CLOTHES LIVE LONGE RJ 


ae 7 Le ee ec ee been * 
BG Sy ROR RS oS a 








in sales of electric ; | a | eens two-page color 
washing machines - Yh y SE ao rVohucadtiseitcelantem @lue 
is rapidly going to 30 Saturday Evening 
es Post —or the adver- 
[Thor Dealers. And Re: 

: ekiaettaelanlemh te) am @relere 
the New Thor Fold- 


Te | Housekeeping. Thor 
ing Ironer is already si | eee a obermuelenereriaiem celts 


the fastest seller. ae , e selling to the public. 
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Then get the story of the New Thor features, 
and of Thor’s advertising 
Fastest Washing ; White Duco Finish 
a Olt Cacaam .ettetebtere A BAe Se 
Most Sanitary No Ojl; JF Treetbeteycem Oaubtetetae 
| NO Olling as | 
Clothes Live Longer . Two Sizes 


Electric Household Utilities Corp. (formerly Hurley Machine Co.), Chicago * New York - San Francisco 
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‘Yes Sir, its a UTAH = 
No Sir, | dont mean maybe 



































GUARANTEE 


Buy a UTAH and use it 
for two weeks. Compare 
its tone with the best 
others are able to produce. 
If the UTAH does not 
give at least 50% better 
reception, return it to your 
dealer and he will cheer- 
fully refund your money. 


os. 
& 





The only com- 
plete line of 
speakers on the 
market. 


We are manu- 
facturers, not 
assemblers. 


Electrical Goods Section 


Size 171%” x 13%” 


$19.00 


3 








Utah Book Speaker 


Exceedingly decorative 
Unusual tone and ra 


e 


Utah Radio Products Co. 
1421 S. Michigan Ave., Chicago 












Utah Standard 


The Speaker with the 
Golden Throat 14” bell 


$22.50 


Utah Junior 


11” bell 
$12.50 





Utah Superflex 
$10.00 
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The Eyes of a Nation 


From the lofty floors of the highest skyscraper to the 
black depths of the deepest coal shaft Edison MAZDA i 





Lamps furnish the eyes for a nation. . 
They direct hustling lines of traffic, illuminate great low- : 
funneled liners and light up homes in congested cities and . 
along solitary roads. 
The incandescent lamp is the most necessary merchandise 
carried by the electrical dealer and the merchant who dis- 
The men ¢, Plays the Edison MAZDA“ Lamp emblem may well be | 
Pare 5: proud of the two oldest and most famous names in the 
lighting field. 
EDISON MAZDA LAMPS | 


A GENERAL ELECTRIC PRODUCT | 
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: There are 2 methods of selling 
‘ electric cleaners—by house-to- 
q house canvassing, and by store 

display and demonstration. 

There are 2 kinds of electric merchants 
—those who canvass and those who 
sell from the floor. 

There are two classes of customers— 
those who want a good cleaner 
at a popular price, and those who 
want the best cleaner at a fair price. 

There are 2 
eTe Gare «4 
ELECTRIC CLEANERS to meet these conditions 
The SUPEROYAL at $72.50 complete with attachments, we 
contend, is the best cleaner made: it is priced to give the dealer 
those liberal margins of profit necessary for him to canvass 
aggressively and profitably. 
fi 
‘ a The ROYAL STANDARD at the new low 
oe Dope! we lave Som price of $48.50 complete with attachments, 
but the price. ‘The Koval is the highest quality popular priced ma- 
any combetlser except the chine on the market. This price draws a 
uperoyal here pictured: 
. big volume of trade to the store that dis- 
2 plays and advertises it. The margins pay 
handsomely for your floor salesmanship 
and leave you a gratifying net. 
With ROYAL you get 
volume at a profit. Write 
for our NEW proposition 
THE P. A. GEIER COMPANY 








540 East 105th Street : Cleveland, Ohio 


CONTINENTAL ELECTRIC CO., LTD. 
507 King Street, East, Toronto, Canada 


5 oe 
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made my machine 
an Electric for $1822 


—— 











“This is why I geé so much sewing 
done so quickly ard easily and with- 
out ever getting fired. It's a joy to 
sew when this little motor does all 
the work. 

“I simply place thé motor against the 
hand wheel and my toe on foot con- 
trol pedal. No scréws—no nuts—no 
bolts either. Then I sew as fast or slow 
as I wish, at a cost of less than one 
cent an hour. Both hands are free to 
guide the work. I neWer break threads. © 


Sold by reliable Dealers everywhere. 
Write for interesting booklet. 
Hamitton Beacu Meg. Co., Racine, Wis. 


Hamilton Beach 
Home nteter 





Mother, this Motor 


959% of all the Sewing Machines 
in Your Town are Foot Treadled- 


Sell Them this *18°° Motor 


it makes an ELECTRIC of ANY machine 














We're telling 6,607,415 families regularly how they 
can make an electric of their sewing machine for 
$18.50 with the Hamilton Beach Home Motor thru 
advertisements in The Saturday Evening Post; Good 
Housekeeping and The Ladies’ Home Journal. 
They’re quick to see it, too, as evidenced by the rapid 
increase in Home Motor Sales. 


b that your store is head- 
You Tell em quarters for this fa- 
mous labor and time saver. We furnish you with 
every practical selling help including a window dis- 


play, newspaper electros, movie slides, illustrated 
folders, etc. 


The quality and reliability of this motor is known 
the world over. Approved by Good Housekeeping 
and Modern Priscilla. And of more importance, it 
has the unqualified endorsement of nearly a million 
women users the world over. 


Excellent Christmas Sellers 


The Home Motor meets exactly that ever increasing 
demand for a practical Xmas present at a popular 
price. At $18.50 it’ it’s a good seller and your margin 
1s right. 


Make sure you’re well stocked with this popular 
number as well as Hair Dryers and Vibrators. 


Hamilton Beach products are sold and stocked by 
reliable jobbers. Order from the one nearest you 
now. Be prepared for the Xmas selling season. 


Hamilton Beach Mfg. Co., Racine, Wis. 


Hamilton Beach 
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Matched~Unit Radio is made 
Only by Stewart~Warner 


Two of the biggest sellers in the Matched-Unit Radio 
line are the Model 300 receiver and Model 400 reproducer 


featured in the large illustration. 


Model 300 is a five-tube, tuned radio frequency table type re- 
ceiver. It is handsomely finished in walnut and will add to 
the appearance of any home. At the astonishingly low price 
of $50, this set is the outstanding radio value of the year. 


Model 400 reproducer has a rich full sweet tone and has 
been designed and made especially to work perfectly with 
anv of the Stewart -Warner table type receiving sets. 


The Stewart-Warner line includes a wide assortment of 
5-tube and 6-tube sets, with 1-dial or 3-dial control, table 
and console models, priced from $50 to $400. 


Remember, the only Matched-Unit Radio on the market is 
made by Stewart-Warner. 
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Radio Tube 
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At 
ZB It had to come—this new way of buying 
radio—common sense demanded it. 





People today want a radio made complete 
by one manufacturer. They want the satis- 
faction of knowing that one maker is fully 
responsible for the performance of receiver, 
tubes, reproducer and accessories. They 
want the Matched-Unit Radio, with all 
units designed and built by Stewart-War- 
ner—all tested with other Stewart-Warner 
units before leaving the factory to insure 
perfect operation, perfect co-ordination. 


Model 325 


Table Cabinet 
Model 350 





Your customers know that it is just as 


> > > & ee 


Console 
Model 310 





Prices Slightly Higher 
West of Rockies 




















The Public is Buying in a New Way— 
Will You Profit by it ? 





illogical to assemble a radio from units made 
by several manufacturers as it would be to 
assemble an automobile by buying an en- 
gine here, a body there, a set of wheels 
another place. 


Will you profit by this new way of buying 
and selling radio? You will if you have a 
Stewart-Warner Protective Radio Franchise. 
Thousands of Stewart-Warner dealers have 
already started on the biggest sales-and-profit 
season they have ever known. Do you want 
to join them? Write today for information 
regarding a franchise in your territory. 


STEWART-WARNER SPEEDOMETER CORPORATION 
1826 DIVERSEY PARKWAY, CHICAGO, U.S. A. 


STEWART-WARNER 
Matched-Unit Radio 








TWELVE MILLION 


PEOPLE ARE TODAY USING STEWART-WARNER PRODUCTS 
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Dano Policy 





UST as we came to you with our 
offer to let Kolster Radio and 
Brandes Speakers prove their su- 
premacy, so now we go to the public 


and urge people everywhere to hear 
these instruments. 


Instead of a maze of technical de- 
scriptions and pretty pictures, we urge 
people to let their ears be the decid- 
ing factor. We bank everything on 
a demonstration. 


This appeal has met with instant 
approval. It is sensible and sound. 
It shows people we are selling them 
real enjoyment instead of claims. 














It proves conclusively that we have 
such faith in our product that we are 
willing to let it sell itself. 


Kolster-Brandes national advertis- 
ing is all couponed. We know its 
pulling power. We know it is being 
read by millions of people through- 
out the United States. 


If you have not yet heard a Kolster 
Radio and a Brandes Speaker, ask 
your jobber for an opportunity. He 
will gladly lend you these instruments 
for a private demonstration in your 
own store or home. These instru- 
ments will sell themselves to you as 
they will sell themselves te your 
customers. 


Send the coupon for the name of the nearest 
Kolster-Brandes distributor. We will notify 
him that you would like to hear a Kolster Radio 
and a Brandes Speaker. In the meantime we 
will send you a complete illustrated description 
of our line. 


Kolster-brandes 


FEDERAL~ BRAN DES,INC. 


Woolworth Building 
NEW YORK, N. Y. 














Federal - Brandes, Inc. 






Brandes demonstration. It is 
understood that this does not ee et a la atl STATE 
obligate me. 












Woolworth Building tunes ae Se | 
New York, N. Y. 
Please atrange a Kolster- ESE RS Pe OE PEC RAE ee OS as ee 
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The HARTMAN 





The UPRIGHT 


» with built-in speaker, $175 
Other models, $100 to $180 


Among the great horde of ordinary radio 
receivers .... distinctive, as a gentleman in 
the midst ofa ‘mob.... the Hartman Single-Six 
represents the outstanding radio achievement 
of the day.... It is the only perfectly syntonized* 


ELECTRICAL MFG. Co 
Mansfield Ohio 


Coshocton, O. ‘Chatham, Ont. 


——_———e ae ee 


Su pe er CR "bine ith Sy BN ott 
sin RiGee Rak SOL Mesa meas A 





mn 






















of electrical 
experience 


y, stand back of it 
1 Mh b gmwreen of experience 
; 


back of it, years of serv- 
ice before it—these are two 
strong reasons why dealers 
find it easy to sell Graybar Vacuum Cleaners. Low price 
is another reason, for people expect to pay much more 
for quality like this. 


Customers can expect quick and thorough cleaning, 
and dealers can expect quick and lasting sales. More than 
that—dealers carrying Graybar housekeeping appliances 
can look to the sale of one to lead to the sale of another. 


4 From Graybar vacuum cleaner, to iron, to washer, to 
= ironing machine, to sewing machine is an easy transition 
: for the customer and a profitable one for the dealer. 

Pe Offices in 59 Principal Cities 

M Executive Offices: 100 East 42nd Street, New York City 

b 
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Successor to Wesrern Electric Supply Dept. 
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THE GRAYBAR TAG UNDER WHICH 60,000 
QUALITY ELECTRICAL SUPPLIES ARE SHIPPED 
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The 
New Horton 
- Automatic 
lroner 
{Gas or Electric} 










The 
Horton No. 34 
Electric Washer 

{ Submerged 
Agitator} 














«A Horton for every 
purse and purpose 
HORTON AUTOMATIC IRONER HORTON NO. 30 


40 inch Roll, Gas and Electric Heat Peerless Water Motor Washer 


HORTON No. 34 
Submerged Agitator Washer 
HORTON No. 40 
Three Cup Suction Washer 
HORTON No. 33 Washer 
WoodTubElectricAgitatorWasher PHORTON No 35 
HORTON No. 33-P 
Wood Tub Power Washer Washer 


C4 


HORTON No. 22 
HORTON No. 23 








Q 


HORTO 

















Miracle Hand Power Washer 


Motor High Speed Hand Power 


Single Cup Vacuum Hand Power 


by the Largest 
Washer Dealer 
in the Country 


and why | 


WASHING MACHINE DEALER, 

considered as the largest in this 

country, with fifteen years’ experi- 
ence selling most makes and types of wash- 
ers, has just decided to adopt the Horton line 
exclusively. For seven years he has handled 
Horton. On the record of actual sales and 
service, he now chooses Horton alone. 


We do not, however, gauge our success by the 
size of our dealers. In the fist of regular Horton 
customers are many of the largest—and also many 
of the smallest dealers in the country. Business 
relationships stretching over periods of fifteen, 
twenty, and even fifty years are not uncommon. 


What is it that ties these dealers to Horton, year 
after year, in good times and bad ? 


Fundamentally, it is the spirit in which Horton 
does business. 


We try to humanize our business relationships— 
to develop friendships — and thus build our own and 
our customers’ business on the firm foundation of 
confidence. 

Every man in the Horton office and plant is con- 
scious of the tremendous obligations involved in 
such relationship. 

And so Horton Washers and Ironers must be as 
good as it is humanly possible to make them in 
order to keep faith with our friends. 


Horton Manufacturing Co. 
Fort Wayne, Indiana 


Washers 


lroners 








GOOD PRODUCTS — Yes / and above all else: GOOD FRIENDS 














Liane Bae 
STE PE EY oasis 


ope ge ake aR war ; 
0D Me RD Dem 
a Fgh ee en tacts SP Rah ht 





“They perform 


like sets costing three times the price—” 


wrote one of the largest radio dealers in the country 


FREED- 
EISEMANN 
RADIO 


NE of the merchandising features most welcomed by dealers is that 

the customer prefers a complete Freed-Eisemann installation. The 
Freed-Eisemann A-B-C power units and the Freed-Eisemann speaker have 
been an instantaneous success. 











No wonder! Our engineers worked on these accessories two years 
before we considered them fine enough to bear our name. 


Now you can met chand tse 





a compl ete Freed-Eisemann installation 





With the Freed-Eisemann Full-floating Cone Speaker and the Freed- 
Eisemann A-B-C power units, you can now have a combination to please 
your most exacting radio-wise customers. 

You will find it to your distinct advantage to investigate immediately 
our very generous discount policy. 


FREED-EISEMANN RADIO CORPORATION 
Freed-Eisemann Building, Brooklyn, N. Y. 























A 





MODEL 40—$85 MODEL 16—$45 MODEL FE-603—$36.50 MODEL 14—$25 


Single control 3 stages TRF. B and C Eliminator, guaran- A perfect “A” Full-floating cone 
Shielded. Licensed under teed noiseless. Safety door cuts power unit. speaker. 
Latour Patents. current while hooking up. 
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TROUBLE-PROOF 


gre nae oy 
the New Gainaday  ™ 
» Sells and Stays Sold. ie 


HEN it costs as much or more to keep a wash- 
ing machine sold as it does to sell it in the first 
place, profits on the sale soon shrink to the vanishing 


point. 
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That’s why it is good business to sell the washing ma- 
chine that has practically eliminated dealer servicing 
costs —The New Gainaday. Don’t take our word for 

Let us send you copies of records kept by dealers 
who have sold hundreds of New Gainadays—whose 
| business is growing month after month, and who are 
making money. 








We want a Gainaday Dealer in every 
locality. If you are interested in the best 
washing machine proposition on the 
market, write us for full particulars. 


GAINADAY ELECTRIC CoO. 


3016 LIBERTY AVE., PITTSBURGH, PENNA 














YEARS AHEAD 


The New Gainaday is years 
ahead in appearance, design, 
construction and efficiency. 
A demonstration convinces. 
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In This Issue— 


The Trade Comes 


EDITORIALS 38 
What Winning a Merchandising Prize Meant to This HERE came in the ELEc- 
Merchant 18 TRICAL GOODS office a few days 
ago the manager of the largest 


Although the competition ended several months ago, Mr. 
Dawson is still hearing from customers to whom he 


SS spss 


store in a city of 6000 people. He 


made his educational talks about lamps. | wanted some back copies of ELEC- 
How Reynolds Have Built Up a Christmas Gift Trade 21 |  tricaL Goops. “I was not interested, 
Consistent effort, beginning early, over a period of years | I thought, in electrical goods when 
has paid big returns in volume. : 

; vour magazine first came to me, so 
Getting the Best from a Factory Salesman 36 I did not save the copies and only 
yypemsb ne monet om is . made a part of the local read bits here and there,” he said. 
, sig tia SeRE ey “Four months ago I realized that 
oany gE Halted by a Snag 22 I had some space that might as well 
yee gg hy yp Sy be put to work, so I put in an electric 
Chantler tells how she did it. cleaner. In three months, I have sold 
ELECTRICAL GOODS IN PICTURES 33 on time payments and some for 
The New Washing Machine 27 cash. Some customers come in to 

Live Merchants Value Effective Display 28 buy ane Chngrdeendbenmalaereg 
Home Scene Windows Effective for Christmas 29 “This man wants more wor k and 
The Dead Stock Wail. By Hope Connor 32 I am going to get an electric refrig- 
Impressive Display in Wieboldt Store 34 erator. The hardware dealer in our 
Sales Follow Educational Work by Demonstration 35 etsig nena saunas ear iemengh - 
has been doing some pioneer work 


After twenty years experience, this mid-western store still 
believs in showing the people. 


The Joy of Demonstrating a Waffle Iron 20 


Mrs. Carter sees more than mere sales in her work, for she 
believes she is doing something for her fellow women in 


and all he needs is some local gossip. 
I think your magazine put these 
thoughts into my head.” 

We did not ask this man exactly 























showing the appliances. how many electric cleaners he had 
Be Careful of Your Radio Reading 26 sold for cash. The impression he 
Arthur Sinsheimer, radio editor, sees much danger in some left was that the number was about 
of the radio publicity now being circulated. twenty. 
More and Better Sales by Better Salesmen 24 We believe that this man would 
A splendid solution of the recent contest and a new one, have sold more cleaners, if he had 
with a few words about demonstrations. started his department with a stock 
Selling Lighting Convenience and Economy for Christ- of table appliances and incandescent 
mas , 52 lamps, which are bought more fre- 
Demonstrating the many uses to which the clamp type quently, to help to create an electrical 
lamp can be put and its suitability as a Christmas gift. . 
El —— Brief background for the electric cleaner 
ectrical News bDriets 58 business. After we had presented 
New Goods 40, 42 our opinions to him, he said that he 
: Ee SA eae Eee had come to the same conclusion and 
was about to stock appliances. 
GEORGE H. GRIFFITHS, General Manager He believes that electric vacuum 
FRANK E. WATTS CLYDE JENNINGS cleaners work two ways for com- 
Manager Editor | : — 
| panion sales; in the rug depart- 
> ie ye | ste a in the electrical goods de- 
: | Publishing Address, U.P.C. Bldg., 239 W. 39th St., New York City eae lacian 
f | 
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= is another difference 


between The Hoover and a 
vacuum cleaner: last year the 
public paid twice as much 
money through dealers for The 
Hoover as for any other 
cleaner in the world. 


THE HOOVER COMPANY, NORTH CANTON, OHIO 
The oldest and largest maker of electric cleaners. The Hoover is also made in Canada, at Hamilton, Ontario 
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Cooperation With Electric Service Company Will 
Be Helpful to the Appliance Merchant 


AVERY merchant who sells electrical appliances can profit much by co- 
ae operation with the electric service company of his community. This 
seeny statement is made regardless of whether or not the service company 
ata Sells appliances. 





If the service company does not sell, the officers of the company will doubly wel- 
come the assistance of the merchant in extending the use of electricity in the shops 
and households by distribution of appliances and equipmen‘. 


If the service company does sell appliances, the interest of the service company 
is so much greater than the mere profit on the appliances themselves, that it should 
extend the helping hand to the merchant. 


Regardless of the position taken by the service company as to actual selling, it has 
in its possession a quantity of information that will be useful to the appliance mer- 
chant. People with electrical devices naturally turn to the service company for 
help when in trouble. Records of these visits give the service company valuable 
information as to quality of makes and uses of the various appliances. Such in- 
formation is invaluable to a merchant who may be considering new lines or making 
other changes in his merchandising plans. 


Companies also quickly gain information as to the quality of merchandise dis- 
tributed by mail order or canvassing companies and as protection to their own busi- 
ness, they will share this information with the right kind of merchants. 


Service companies have in their ranks men who can do much to aid the merchant 
in properly servicing the appliances that he sells. In some cities the service com- 
panies have installed repair shops where they take care of all sorts of appliances at 
fair cost for the work. In some cases they take over guarantee service for the mer- 
chant at a price he could not meet by hiring special employees and the merchant 
pays for this work pending adjustment with the manufacturer. Beyond the guar- 
antee period they do this work for reasonable pay from the owner. 


It is the belief of ELECTRICAL GOODS that within a few years many more service 
companies will adopt some such service work as this in their promotional depart- 
ments instead of actually selling the appliances, as is now the practice of about half 
of the service companies. The New York Edison Co., The Illuminating Co. of 
Cleveland, Ohio, The Los Angeles Municipal Co. and Detroit Edison Co. are prom- 
inent examples of service companies that do not sell merchandise but aid ‘the mer- 
chant in what they believe to be the best possible manner. Some of these compa- 
nies have large repair departments. 


The revised market development plan fostered by the Society for Electrical De- 
velopment has as one of its fundamentals this cooperation. Under this plan the 
service company would help by advice and with funds the local merchants. The 
plan would provide a system whereby this would be done fairly and without favor 
and on an established basis. 


But while this plan is developing into practice, we believe that the appliance mer- 
chant has much to gain if he will go to the service company or companies in his 
community and ask how cooperation in selling merchandise can be established. 


Electrical Goods Section 17 
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HEN the National Lamp 

Works announced the list of 

prizes to be given in its mer- 
chandising instigated to 
popularize the new line of Standard 
Lamps, to be held throughout the 
country early this year, Robert E. 
Dawson, head of the Dawson Hard- 
ware Co., 5448 Troost Avenue, Kan- 
sas City, Mo., carefully perused the 


contest, 


list of awards. 

Mr. Dawson's business, though 
primarily a retail hardware estab- 
lishment, had featured its small de- 
partment of incandescent lamps and 
made a specialty of electrical repair 
work. Mr. Dawson did not read the 
list of prizes with any expectation of 
winning the first prize, but he viewed 
the contest as an opportunity for ac- 
quiring one of the smaller awards as 
a present for his wife. Mrs. Daw- 
son had spoken to her husband sev 
eral times about the dilapidated con 
dition of the household typewriter 
(Mrs. Dawson writes poetry for na- 
tional magazines), and a typewriter 
was to be one of the prizes in the 
lamp merchandising contest. 

Therein, thought Mr. Dawson, lay 
a chance to increase the lamp busi- 
ness in his store, and to gain favor 


providing the needed 
He began his campaign 
before the contest was officially 
under way, and thereafter left no 
stone unturned which might help him 
to win one of the prizes. 

Mr. Dawson had always followed, 
more or less, the Four-Star Plan as 
outlined by the National Lamp 
Works for effectively merchandising 
lamps, but with the advent of the 
contest he began at once to increase 
his activities in each of the four 
phases, studying each to discover 
wherein he had previously neglected 
possibilities. He and his clerk talked 
incandescent lamps (“light bulbs” 
Kansas City people call them) to 
everyone with whom they came in 
contact, both in a personal way and 
by telephone. Mr. Dawson was 
greatly surprised at the results. 

A few weeks ago Robert E. Daw- 
son was announced as the winner, 
not of the typewriter but of a Ford 
touring car, the first prize! The car 
was presented to him at his store 
later. « 

When notified of his award, Mr. 
Dawson did not consider it merely 
the end of a contest in which he had 
won the first prize; he reviewed the 


at home by 
typewriter. 
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An Automobile for Your Wife 
Kissed by Many Pretty Girls 


Continued Business Increase 


steady increase in lamp sales since 
the beginning of the contest, and 
viewed the award as the beginning 
of a permanent sales and advertising 
policy under which he would operate 
the lamp department for all time to 
come. Even the presentation of the 
highest award became an _ oppor- 
tunity for Mr. Dawson to further 
publicize his lamp department. 

Howard F. Viot, general manager 
of the Southwestern Lamp Division, 
National Lamp Works, whose offices 
are in the Board of Trade Building 
at Kansas City, assisted Mr. Dawson, 
and the presentation day was made 
a gala occasion on South Troost 
Avenue. 

When “Bud” Arthur, represent- 
ative of the C. A. Buscher Co., job- 
bers of electrical supplies, and Mr. 
Viot delivered the touring car at the 
Dawson Hardware Co. store, they 
were met in front of the store by 
members of the cast of the Fairy- 
land Park Follies, who were _ in- 
strumental in assembling a large 
crowd in the street. 

Mr. Viot formally presented the 
motor car, fittingly decorated with 
ribbons and attractive posters, to 
Mr. Dawson, while a Pathe News 
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cameraman and a commercial pho- 
tographer recorded the ceremony. 
The dancing girls from the Follies, 
official cheer leaders for the occasion, 
planted congratulatory kisses upon 
the smiling face of the hardware 
dealer in full view of the cameras 
and the assembled multitude. 

When the pleasant ceremony was 
done, Mr. Dawson drove his prize, 
carrying now the additional adorn- 
ment of several of the Follies girls, 
about the streets of the city. A 
greater portion of many residential 
districts of the city, such as form the 
Dawson company’s special field, were 
covered during that afternoon. 

The motion pictures, showing the 
presentation ceremony and_ subse- 
quent parade, were shown through- 
out an early July week at the Pan- 
tages, one of the largest of the city’s 
vaudeville theaters. Doubting the 
direct benefit to his business from 
the downtown showing of the film, 
Mr. Dawson arranged a_ two-day 
showing of the pictures at the neigh- 
borhood theater, located within one 
block of the Dawson store, where 
most of his customers spend their 
picture evenings. 

In speaking of the direct results 
of such publicity, Mr. Dawson said 
that his store has shown an average 
10 per cent increase in sales, each 
month over the previous month, since 
the first of the year. It is impossible 
to accurately determine how much of 
this increase has been due to any 
single form of publicity, however, 
since lamp customers who are buy- 








Mr. Dawson used his show window for the announcement of his success 


in the contest. Lamps, of course, 


were the chief decoration. In the 


lower left hand corner is a copy of ELECTRICAL Goops that tells the 
story of his successful campaign. (June, page 34.) 


ing during the present month may 
have been won to the Dawson store 
weeks ago, when they were not in 
need of lamps at the moment. 

A few cases have recently come to 
the personal notice of this dealer, in 
which customers ask to “see some of 
those new lamps you were telling me 
about last spring.” Mr. Dawson 
thinks the idea of buying their fu- 
ture supply of lamps from his store 
has probably been implanted in the 





Mr. Dawson is here receiving official congratulations. 


Electrical Goods Section 


Left to right 

are “Bud” Arthur, jobber representative; George E. Dawson and 

Howard F. Viot, manager Southwestern Lamp Division, National 
Lamp Works. 
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minds of customers during and 
previous to the contest and that they 
are just now buying because new 
lamps have not been needed until 
now. 

He also expects that many cus- 
tomers who are now being spoken to 
in connection with their supply of 
lamps may not feel the need of new 
lamps until fall, or possibly winter 

but, when that need is felt, those 
customers will make it a point to 
call again upon the Dawson Hard- 
ware Company. 

The fact that the schedule of in- 
crease in lamp sales at the Dawson 
store is held up during July, 
usually one of the poorest “lamp 
months” of the year, is evidence 
in itself that Mr. Dawson’s con- 
tinual hammering upon the subject 
of the new “inside-frost” lamps is 
creating new business for his elec- 
trical goods department and ever 
enlarging its scope. 

Although Mr. Dawson’s store is a 
small one in point of floor space, his 
heing a graduate of Northwestern 
University and a man well on the 
sunny side of forty, with unusually 
keen advertising ability and business 
insight, augurs well for the continued 
growth of his business, which is also 
ideally situated in a new and rapidly 
developing residential section of 
Kansas City. 





“What a Pleasure to Demonstrate 


a Waffle Iron!” 


The fact is, Mrs. Carter feels that way about all appliances, 
because she believes she is really doing good 
for everybody, especially women. 


managers in department and 

other stores do not realize 
how much good the demonstrators 
do. 

Demonstrators prepare the way 
for the salespeople “n the floor. Be- 
cause the demonstrators have more 
time to study the merchandise they 
are demonstrating, they can be more 
helpful to the customer. Also they 
can take the customer who is ask- 
ing many intricate questions from 
the salesperson and give more time 
to this customer than the salesperson 
can afford to do. 

A good many people looking at 
appliances—even the percolator—do 
not know anything at all about them, 
not even about the fuse, where it is 
located or what it is for. When we 
show people how simple it is to re- 
place the fuse, costing only a few 
cents; at the same time showing how 
to have the coffee ground for the 
best results; how easy to keep the 
parts clean, then we have created a 
desire to own one of the beautiful 
percolators or urns. 


GS manacers I think buyers and 


Golden Waffles: No Smoke 


Then the waffle iron! What a 
pleasure it is to demonstrate waffle 
irons! To have the waffles come 
out of the iron crisp and golden 
with no smoke! You tell mother that 
she can sit at the table, hear the 
conversation with the family and 
keep up the waffle supply. Dad likes 
them, too, and, of course, he likes 
to have mother at the table. 

If, after the customer has bought, 
she has trouble with the waffles stick- 
ing, I ask her to bring in her own 
iron. Then I show her how to make 
the batter, how to bake them, do- 
ing this in her own iron. After that 
she is happy and goes home to give 
waffle suppers. 

Demonstrators require a lot of pa- 
tience, as a display of electric ap- 
pliances attracts so many people who 


By Mrs. Jennie Carter, 


Demonstrator for The Johnson-Elder Co., 
Dayton, Ohio 





are merely curious, and yet with a 
little attention, tact and courtesy, 
you can find which part of the work 
they dislike and by demonstrating 
the appliance for that purpose get 
their interest and make good pros- 
pects of them. 

Demonstrators should know 
enough of the goods they are show- 
ing to convey to the customer a feel- 
ing of confidence. Of course, to do 
this, we must have the utmost con- 
fidence in the goods that we are 
selling and the company that we rep- 
resent. 


I:xplaining the Mystery 


Take the electric iron. A woman 
is ironing and her iron goes dead. 
It is alla mystery to her. She thinks 
the element has burned out. These 
customers often bring the iron to 
me, leaving the cord at home. I take 
a new cord and plug and demonstrate 
the iron for her. Then I take an 
old plug I keep for the purpose and 
show her that the contacts are 
burned out. 

Then I show her how to replace 
it and at what small cost. Some- 
times she brings the cord in with 
her. Then I put in new contacts, 
charging her the regular price— 
which is very little. She goes away 
happy that she can finish her iron- 
ing. She is pleased with the quick 
service and is satisfied that her iron 
is all right. 

Demonstrators really do the most 
good in helping their customers get 
the most value from their appli- 
ances; giving to them little hints as 
to their care; quoting to them a new 
recipe; in fact, taking an interest 
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Photograph of Mrs. Carter in 
her department on page 28 


20 


in buyers after they have the appli- 
ances brings then back for more. 

I sold a young man a toaster last 
fall, and at Christmas time he came 
back and said that he liked that 
toaster so well he wanted another 
one for a Christmas gift. How much 
of this was due to showing him ex- 
actly how to handle the toaster? 

At Christmas time I sold a man 
a beautiful urn for his wife. After 
Christmas she came in and wanted 
me to take it back because she could 
not make good coffee in it. I talked 
with her, stirred her pride a bit, dis- 
cussed the various kinds of coffee, 
told her just how fine to have it 
ground; for I knew she could make 
good coffee if she understood. Well, 
a few days later she came in again. 
She told me that the fault had been 
with the coffee and the way it was 
ground. She admitted that the poor 
coffee was her fault, and now that 
she had learned how to operate the 
urn, she was perfectly satisfied with 
it. 

Colors Attract Attention 


I find that changing my displays 
often, using a different color scheme 
each time, attracts a good deal of 
attention. I used a background of 
yellow with a cutout border of jon- 
quils in April. In May I used a lav- 
ender background with a border of 
wisteria, in June a ground of Ameri- 
can beauty color with a border of 
roses and a huge American beauty 
rose over the table with streamers 
and a bride and groom and flower 
girl under it. 

You know it seems to me that 
these are the things that we dem- 
onstrators can do that are really 
worth while—as they all help the 
people to learn how to use appliances 
and to get the most good out of the 
beautiful appliances and that we 
should endeavor to do it, because ap- 
pliances are really helpful as time 
and labor savers. 
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Early Start, Stressing Electrical Gifts, 
Brings Christmas Trade 


How Reynolds Co., Vermont Christmas store, interests customers 
in practical and satisfactory gifts 


HE Christmas season is near 
at hand—providing, as it does, 


for the hardware and dry 
goods stores the best time of year to 
increase their profit-showing and 
turnover in electrical appliances. 

With the shopping days of Decem- 
ber, gift buying begins in earnest, 
and Reynold’s, Vermont’s Christmas 
store, dresses in the symbolic garb 
of the season. The spirit of Christ- 
mas is reflected in the thousands of 
new gifts, carefully selected for gift 
appropriateness, 

Twenty-nine years ago this busi- 
ness was formed, 29 years of busi- 
ness history in Burlington, 29 years 
of honorable, progressive . retailing. 
It has been the purpose of this store 
to give at all times and under all 
conditions efficient service and to 
fully carry out their slogans, “WE 
FURNISH HOMES” and “YOUR 
CREDIT IS GOOD.” 

Some years ago the management 
felt that there was money to be made 
in electrical goods. Immediately 
such a department was opened in the 
basement store. It is now a com- 
plete store in itself. Realizing that 
women purchase the greater part of 
electrical appliances, the atmosphere 
of this section of the large store has 
been made as nearly -homelike as 
possible. Especial stress is placed 
upon this at the Christmas sea- 
son. 

In emphasizing electrical devices 
for gifts, the Reynolds Co. under- 
stand the great importance of an 
early start. We all know that most 
Christmas gifts are not bought im- 
pulsively, but only after much inves- 
tigation and deliberation. Purchases 
result from many shopping expedi- 
tions on the part of mother, dad and 
the children. 

Therefore, about the first week in 
December, this firm has a very ef- 
fective Christmas window display in. 
They know by experience that this 
electrical goods window must radiate 
a real Christmas atmosphere. To 
carry out this effect, Christmas 
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Special Showing of 


Electrical Appliances 
Useful Christmas Gifts That Bring 


the Greatest Pleasure 


| LECTRICITY is the servant in the home. It is ready 
iv and willing to save time afd eliminate much unnec- 
wf] essary labor. It js no wonder that when one receives 

—— something electrical for Christmas there is rejoicing 
Why not decide to give useful gifts this year, the kind 
that will be used and appreciated for years. Make it an elec- 
trical Christmas, Complete stocks are now on display in the 
windows and various departments in the storé, ready for 
your selection. A small deposit will hold any of the items un- 
til Christmas. 
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Photograph of a typical Rey- 

nolds Christmas Electrical Gift 
Window on page 28 
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trees, tinsel, icicles, cotton, snow 
colored lights and other ornaments 
are employed. Everything as far as 
possible that can be used for a gift 
is displayed. 

The electrical department is dec- 
orated in the manner of the season. 
As many devices as possible are dis- 
played on tables to enable the cus- 
tomer to investigate more readily at 
their own leisure. The customers 
like to take objects into their hands 
for examination. Particular care is 
used to price everything plainly. 
Another idea used is to set aside cer- 
tain tables designated for the vari- 
ous members of the family. Such 
tables carrying signs above them: 
“GIFTS FOR MOTHER,” “GIFTS 
FOR FATHER,” etc. 

Simultaneous with the appear- 
ance of the Christmas window, gen- 
erous space is devoted to this depart- 
ment in the two local daily papers 
and numerous other State papers. 
In this respect it might be added 
that this firm is one of the largest 
users of newspaper advertising space 
in the city of Burlington, due to 
their determination to keep the name 
REYNOLDS constantly before the 
people. In the newspaper advertis- 
ing, attention is called to the special 
showing of electrical gifts, with the 
suggestion that they are the kind 
that will be used and appreciated for 
years. 

Direct by mai] matter is also sent 
out. Along with a letter giving gift 
suggestions an attractive booklet is 
sent entitled: “MY CHRISTMAS 
GIVING.” This booklet has several 
pages upon which are suggestions, 
and in the back part several pages 
which are especially prepared to 
serve customers as a place to record 
Christmas gifts purchased before 
the holidays and remembrances re- 
ceived. This is sent out to a very 
large mailing list. 

Upon the side of the three de- 
livery trucks are placed signs read- 
ing as follows: 

(Continued on page 56) 








Sally's Progress 


Her Early Christmas Plan Gets Her 
Into the Rough Going 


When other buyers rise up against her domination of the store, she formulates a new 
plan on the way home and tries it out on the men 


ALLY HOPE’S Christmas sales 
S campaign opened with such a 

bang the echo reached and as 
suddenly awakened every other de- 
partment head in Bangup’s Big De- 
partment Store. For several days 
thereafter the voices raised in pro- 
test literally rocked the sales organi- 
zation. 

In justice to Mr. Bangup, be it 
said he was fully prepared for the 
outbreak. He anticipated it when 
he approved Sally’s aggressive sales 
tactics. In fact, he rather wondered 
if the other buyers had been lulled 
to a comatose state by years of habit 
and ordinary activity. 


For nearly. eight 
months now they had 
supinely countenanced 


Sally’s agyressive sales 
activities. Then, just as 
he was beginning to be- 
lieve them asleep, they 
rose almost in a_ body. 
' Everyone seemed to have 
been struck with the same 
idea at the same time. 

Sally, they complained, 
individually and in num- 
ber, had been “getting 
away with murder” and 
she therefore must be 
stopped from _ further 
trespassing upon the 
rights of other depart- 
ments. To their utter surprise Mr. 
Bangup agreed with them and took 
this occasion to point out that they 
had been napping. After the last 
protestant closed the door of Mr. 
Bangup’s sanctum, he sent for Sally. 

“The game is up!” he exploded 
unceremoniously the instant she sat 
down. “The day of your easy glory 
is over, my girl; you’ve got the whole 
place up in arms.” 

For just a moment Sally felt chills 
chasing up and down her spine, for 
she naturally mistook the true pur- 


“The 


game is un, 
day of your easy glory is over. 


By Ethel Wan-Ressel Chantler 





port of his words. But she quickly 
determined not to show her feelings 
in any case. 

“That’s interesting,’ she made a 
half successful stab at bravado. 
‘“‘May I ask for a little illumination? 
I’m quite ignorant of a war raging 
around me—or about me.” 

“You would be,”’ he agreed lacon- 
ically. “But the fact is that so far 
this week—and it’s only half over— 
| have been receiving complaints 
from everybody who can raise a 
voice. Personally, I have been won- 
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Mr. Bangup exploded. 


whole place up in arms.” 


dering why they let you get away 
with it for so long—and now I know. 
But they’re awake now,” he smiled 
meaningly. 

“You mean the other department 
heads are complaining?” Sally asked 
naively. 

“Precisely. You’re getting more 
than the lion’s share of advertising 
space in newspapers—mails, too, and 
window space. I called you here to 
inform you that we are aiming to 
run a department store and not an 
out and out electric shop—get me?” 
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You've got the 


But Mr. Bangup could not refrain 
from telling her how delighted he 
was she had put it over even for 
a little while, for it certainly made 
a stir both in and out of the store. 
Then after giving her permission to 
continue such activities as she had 
planned and which he had author- 
ized, he told her she must call a halt 
on any further activities which could 
be construed as in any way infring- 
ing upon the rights of other depart- 
ments. 
Of course Sally agreed grudgingly, 
but in so doing contrived to wheedle 
his consent to go through with sev- 
eral additional “stunts” 
already planned, notably, 
cloth signs on delivery 
wagons telling the public 
that electrical Christmas 

| gifts give real satisfac- 

\ tion to giver and recipient 
alike. 

[ But that night Sally 





went home feeling pretty 
‘“‘blue’’—hopes for a big 
Christmas business 
dampened—all wet, in 
fact. She was glad upon 
reaching home that only 
her father, mother and 
brother Ben were present, 
for she could then wallow 
more or less freely in her 
abyss. Or at least so she 


“The 


thought. 

Although Mr. Hope had guided 
Sally’s footsteps up the wavering 
ladder of merchandising success, he 
was aware that unless all the other 
department heads’ were _ slightly 
dulled from the ‘“‘neck up,” as they 
say, Sally would not continue for 
long to get away with her kaleido- 
scopic sales campaigns. Conse- 
quently, one searching glance at his 
daughter told him the sword of 
Damocles—a la Bangup, that is— 
had fallen. 
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Ben being somewhat tactless and 
absolutely irreverent of his sister’s 
business ability did what only a 
younger brother dared do. 

“What’s the matter, old thing? 
Has your pet sales plan been nipped 
in the bud—or was it stopped at the 
wire?” he inquired brightly. 

“Right on both counts, 
except it’s plans—plural,” 
she told him tragically. 

“That’s nothing to get 
down-and-out about. 
Make others—you’re full 
of ’em,” he assured her 
loyally, his pose of indif- 
ference completely van- 
ished. 

Sally smiled wanly and 
proceeded to tell them 
what had taken place at 
the store. 

“Whew! But wouldn’t 
Joe laugh to hear this and 
see you now!” Ben 
laughed at the spectacle 
of his brother-in-law’s 
satisfaction at the sudden 
obstruction in Sally’s 
merchandising progress. 
For Joe Werner’s merchandising of 
things electrical suffered by contrast 
to his success as contractor, and he 
always appeared to resent Sally’s 
success in the field where he knew 
he had failed. 

But at that moment Joe and his 
business did not interest Sally. She 
was confronted by a problem and 
was determined to find the solution 
as quickly as possible. She was 
anxious to sit down and quietly dis- 
cuss the situation and her plans with 
her father and Ben, for her mother 
never took active part in these dis- 
cussions. Just then the bell rang, 
and Joe appeared on the threshold. 

He came only to inquire about 
Mrs. Hope’s rheumatism, but upon 
seeing Sally at home decided to stay 
a while. He sensed the situation 
almost immediately. But when told 
what was wrong, instead of being 
delighted as Ben anticipated, Joe 
seemed really concerned. Sally, who 
knew Joe better than did _ her 
brother, quite frankly told him the 
details of what had happened. 

“What do you plan to do now?” 
he asked at length. 

“Sell appliances,” she answered 
determinedly. 

“But you’ve been doing that,’’ he 
protested. 

“T’ve been selling the idea, for the 
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most part, now I’m going to sell 
appliances right off the floor of my 
own department.” 

Both Ben and Joe wanted to know 
how she intended to do this without 
the help of advertising. Sally needed 
just such a challenge to get her 
started. Mr. Hope, knowing what to 





Sally had thought up a new plan and decided to try 
it out on her father and Ben 


expect, sat back to watch her work 
out her own problem. 

All the way home from the store 
Sally had puzzled over the problem. 
And eventually she formulated a 
plan. It was this she wished to dis- 
cuss with her father and Ben. Now 
she decided to try it on the three 
men. She reasoned that if they 
could not shoot it full of holes or 
point out weaknesses probably no 
one else could. 

“I’ve come to the conclusion,” she 
began, “that Bangup’s as a depart- 
ment store is and will continue to 
make enough stir in the community 
to attract people into the store, some 
to buy certain specific things, and 
others to look around in the hope of 
seeing what they want. Not shop- 
pers in the sense of seeking where 
to buy a particular item the 
cheapest, but who are shopping, so 
to say, for ideas for gifts. And my 
feeling is that any department 
within the store that makes an ef- 
fort to aid them in their search will 
just naturally attract the business.” 

“Sounds logical to me. But how 
are you going to aid them?” Joe 
inquired. 

“My plan is to first teach the 
salespeople in my department to 
really sell the idea of something 
electrical for Christmas, instead of 
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just being content to answer ques- 
tions and stand by to take orders. 
Also I am going to depend more on 
displays and service.” 

“And they are?” 
Hope. 

“At the moment I have in mind 
a dressing table and a girl demon- 
strating the toilet acces- 
sories. She will also in- 
vite visitors to have the 
vibrators, violet-ray sets 
and the like demonstrated 
on them. Every sort of 
appliance will be dis- 
played with the sort of 
furniture it will be used 
with in the home. 

“Each display of ap- 
pliances needing explana- 
tion will have a continu- 
ously running set of 
placards which will stress 
the high spots of the 
appliance. The sales 
clerk for that table can 
manipulate the placards.” 

“That’s an idea, all 
right,” Ben agreed en- 
thusiastically. 

“Don’t interrupt her,” Joe warned. 
“Can’t you see she’s all wound up 


queried Mr. 


and your butting in throws a 
monkey wrench into her mental 
works.” 


Sally smiled. 

“Then to introduce a little action 
and to draw people with children,” 
she continued, “I am going to borrow 
an electric train and tracks and all 
the other electrical toys I can, and 
have them going continually. If the 
toy department wants to have their 
own sales clerk handy, all the better. 

“And last, I’m about to take a leaf 
from the tactics of chain candy 
stores, where they have different 
leaders in one and two-pound boxes 
already wrapped up. That is, I plan 
to display but one of each article and 
set each off by a placard stating the 
salient characteristics that make it 
an ideal Christmas gift. The ap- 
pliance will be already boxed, 
wrapped in appropriate paper and 
will have all price marks removed; 
so that the customer may have the 
purchase sent direct or take it with 
comparatively little delay. 

“Also, there will be available a 
supply of Christmas cards for use of 
the patrons in having gifts sent di- 
rect from store to recipient. 

“Then to stimulate sales effort, 


(Continued on page 56) 
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Need of More 


Demonstrations 
in Small Store 


HE small store can sell just 
as effectively—if not more so 


—by demonstration than the 
large store. This statement runs 
contrary to some opinion but not to 
experience where it has been tried. 

Who ever started the idea that the 
demonstration of merchandise was 
an exclusive big store proposition, 
should be hunted down and punished. 
This punishment could never be 
made to meet the crime, for the of- 
fense is a large one. It would be 
extremely difficult to estimate how 
much it has cost the small store 
keeper to follow the foolish doctrine 
of no demonstrations. 

A few years ago the writer went 
into a small store to buy a flashlight 
battery. Such sales were not as com- 
mon then as now and this dealer did 
not sell very much electrical mer- 
chandise. 

“Why not test it?” we asked. 
There was nothing to test it with, 
but two days later there was. It had 
never occurred to this storekeeper 
how cheaply a test stand could be 
arranged. He thought this was one 
of the conveniences that belonged 
only to the large store. The cost 
was immaterial even to his small 
volume and largely because he had 
put in this little test stand, he 
added incandescent lamps to his 
stock and eventually built quite a 
nice electrical goods department, 
which added considerably to the vol- 
ume that he needed to increase his 
business. 

There are many reasons why a 
demonstration of an electrical appli- 
ance in a small store is more effective 
than in a large store, especially if 
the demonstration is made by one 
of the store force. 

Henry Jones, or his sister, Millie, 
may be clerks in this store and they 
are known to the customers, either 
as “pretty smart” or “dumbbells” as 
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Where Was the Mistake? 


$20 for Those Who Point Out Errors 


f ps women and a man stopped to watch a washing machine 
demonstration and were much interested. The women asked sev- 
eral questions that were satisfactorily answered. 


marked: 


“Your machine seems quite similar to the Blank.” 


“Oh, that machine!” exclaimed the demonstrator. 
invented that made so many mistakes he was fired. 
working under our engineers 
Now those people are making that machine from cheap 


hired him, and 
machine. 


parts to try to get their money back. 


To the person actively engaged in selling who supplies the best 
explanation of the fault, ELECTRICAL Goops will pay $15. 
five next best answers, $1 each will be paid. 
Because of the number of answers 
received, it will be necessary to consider only those who state connec- 


TRICAL Goops will be the judges. 


tion with a retail store. 


Address Sales Contest, ELECTRICAL Goops, 239 West 39th Street. 
Competition closes November 20. 


New York City. 


The man re- 


“The man who 
Our people 
he designed this 
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The editors of ELEc- 














the case may be. Certainly they are 
regarded as being ordinary humans 
and not wonder workers and when 
they say “there is no trick to this, 
all you got to do is to put in the plug 
and turn on the current and it heats 
up right away,” the people will be- 
lieve them. 

The large store is sometimes han- 
dicapped by the expertness of the 
demonstrator and the belief of cer- 
tain people that there is some trick- 
ery in doing a thing so easily. It 
is not yncommon to hear a woman 
say at# the professional demonstra- 
tions: 

“If I had time to study and be- 
come expert on those things, I would 
get one, but I have a lot of things 
to do.” 

The impression gets out that 
handling an appliance is a good deal 
like playing a piano; that if you are 
not a natural musician, you have to 
study and practice to gain the ability 
required. 

This opinion never obtains in the 
small store. 

Of course, no one would suggest 
that in the small store one person 
be designated as demonstrator and 
do nothing else but demonstrate. The 
idea is that on the table where elec- 
trical appliances are demonstrated, 
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facilities be made for plugging in the 
appliance. Then when a woman 
shows interest in a _ toaster, per- 
colator, grill or other appliance, the 
clerk can plug in and show how it 
works. Clear water will show how 
the percolator operates. Any woman 
can judge by the heat that an elec- 
tric toaster will toast and that a grill 
will cook. 

In one store we heard about, the 
proprietor let his clerks use a table 
and some appliances for preparing 
lunch, and on this they not only pre- 
pared their lunch but they made 
toast or coffee for the customer who 
really wanted to know how efficient- 
ly these operated. 

A washing machine and an ironer 
can be connected and the woman 
who sees the cylinder turn, oscillate 
or whirl, as the case may be, will be 
convinced, and as to the ironer, once 
she runs her handkerchiéf or scarf 
through it, the sale is made. If not, 
then, later for the ease with which 
the work is accomplished will create 
the desire of ownership. 

By all means arrange the slight 
conveniences necessary for a prac- 
tical demonstration in the small 
store, additional sales of appliances 
will make the expense worth while. 
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Overselling 
is fault in 
Heater Sale 


VERY new discovery in the 
H, electrical world adds to the 

problems of the appliance 
salesperson. Electricity will do so 
many wonderful and wierd things 
that the public is always expectant of 
its doing the thing at hand. Miracles 
seems the regular thing. 

Within the last few days the news- 
papers have been telling of the suc- 
cessful experiments with the Cathoid 
rays and some of the wonders this 
new development will perform. This 
development, of course, has nothing 
in common, with electrical appliances 
of today. However, these wonder 
stories make a considerable impres- 
sion upon those who lack an under- 
standing of electricity. 

All such stories cultivate the pos- 
sibilities of credulity and arouse 
people to ask if this appliance will 
not do for them some of the wonders 
of the Cathoid rays. 

The salesperson must always keep 
in mind that slightly more than one 
half of the families use electricity in 
their home, and that probably one 
fourth of these families use elec- 
tricity only for light. Most people 
know vaguely that electricity is used 
for heat in trolley cars. If they read 
at all, they have read often that elec- 
tricity will some day be the means 
of heating homes. That is a fre- 
quently made prediction. 

The point we want to bring out is 
that the situation is one for over- 
selling. It is difficult for the un- 
initiated to believe that there is any- 
thing impossible for electricity. 
Radio is to these people a greater 
wonder than heat, and electricity 
makes radio satisfactory to them. 

The point we had in mind in pre- 
senting the problem was that this 
salesman took advantage of the 
woman’s credulity. She could have 
been a very intelligent woman, a 


Eleetrieal Goods Section 





caught her attention. 


clerk. 


“Yes, ma’am,” was the answer. 





The Problem 


HE woman was well dressed, but even a casual observer would 
have said that she was thrifty. 


“Is this expensive?” she asked, pointing to the heater. 
“That model is $7.50. We have them from $5 to $10,” replied the 


“Are they expensive to run?” came next. 

“If you live in the city where the 8-cent rate holds, it will cost 
you a little less than 5 cents an hour.” 

“Can they be used economically for heating the house?” 


A live heater on the counter 








most excellent housekeeper and 
mother and still not know that man’s 
genius had not yet perfected an 
appliance that will enable electricity 
to heat a house at less cost than by 
use of coal. This salesman, because 
of his association with appliances, 
was to her a spokesman for the elec- 
tricity business. The very fact of 
his surroundings should have given 
to him a sense of his responsibility. 

The salesfolk who responded to 
this problem measured up pretty well 
and there is some difficulty in making 
the awards. Here is the list as de- 
cided upon: 

Miss Hope Connor, Hardware & 
Specialty Co., Florence, Ky. 

Tom Manwarring, Morgan Hard- 
ware, Hollywood, Cal. 

Alice F. O’Brien, G. Fox & Co., 
Hartford, Conn. 

Clark Smith, The Lawson Hard- 
ware Co., Newburgh, N. Y. 

Fred Bateman, Charles 
Ottawa, Canada. 

Forde Miller, Gardner Hardware 
Co., Gardner, Mass. 

Miss Connor’s solution quite covers 
the point we had in mind and we 
will quote it in full. 

“That salesman who told his pros- 
pect that an electric heater ‘could be 
used economically for heating a 
house’ was laying up trouble for him- 
self—if he sold the heater. 

“He should have explained, in 
answer to her question, that the elec- 
tric portable heater was never in- 
tended to replace the heating sys- 
tem, but is a wonderful auxiliary, 
and when used as such it is truly 
economical. For instance, on chilly 


Ogilvy, 
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mornings, in the spring and fall, no 
method of heating gives greater com- 
fort and is, withal, so inexpensive. 


“Or when extra heat is needed in 
the bathroom, sickroom or nursery, 
the electric heater will supply it. 
It makes available, at a cost from 
five to ten cents an hour (depending 
on the rate) a small volume of clean, 
direct heat, when and where desired. 
—And that’s the beauty of it—its 
constant availability. 

“For it is capable of being turned 
off and on at will, with no loss such 
as that involved in building a coal 
fire, and allowing it to ‘go out.’ 

“In other words, you pay only for 
what you get: but yet when it comes 
to selling a portable electric heater 
for heating the entire house, I’m 
reminded of the story where in a 
‘salesman’ allowed his customer to 
buy a*toaster—for use as a brooder 
stove.” 


Miss O’Brien says the heaters she 
sells do not come back, because she 
goes into the cost of current and 
service to be expected very care- 
fully. Mr. Smith believes the sales- 
man should have explained the vari- 
ous models of heaters more carefully. 

Mr. Miller says that a salesman 
should ask more questions than are 
indicated in the problem, for much 
good selling can be done by asking 
questions. Mr. Bateman believes 
that the direct answers‘given by the 
salesman in this case were evasive 
because they evaded the full facts. 
That is interesting, because we usu- 
ally think of long and _ intricate 
answers as being evasive. 











Some Radio Publicity Is 
Harmful to Business 


Dealer should read carefully stories in papers in his com- 


munity so he will be ready to counteract 


\ OU, as a retail merchant 
charged with the responsibili- 
ty of properly directing the 

buying influence of your radio cus- 
tomers, cannot be too careful in 
analyzing every word you read on 
the subject of radio, whether it be 
in magazines, newspapers or even 
some of the less responsible manu- 
facturers’ own descriptive matter 
and advertising copy. 

For the past several months I 
have been carefully reading all that 
I can of material appearing in all 
classes of publications and while the 
greater part of such reading was 
helpful, still there was just enough 
selfish propaganda to create a “bad 
influence” in the minds of your radio 
prospects who are unable to “read 
between the lines.” This “‘bad influ- 
ence’ may materially affect your 
sales unless you are in a position to 
correct such false impressions. 

In the first place, some of the best 
known writers on radio subjects are 
sometimes, and quite often, subsi- 
dized by manufacturers so that in 
their articles, the product of a par- 
ticular manufacturer is featured as 
the only thing that will give the re- 
sults outlined. That’s a lot of bunk 
and you want to watchout for it or 
you’ll find your shelves stocked with 
a dozen different makes of the same 
kind of part where two or three 
would be ample. 

In the kind of articles I’m talking 
about, you’ll find that the writer al- 
ways has an “axe to grind.” For 
instance, just recently there appeared 
a beautifully written article on the 
subject of why it was much better 
to place the loud speaker twenty 
feet or more from the receiver. It 
was claimed that better reception, 
better volume, better tone and a few 
other things would result in such a 
move. And it was all written so 
smoothly by a well known radio 


the bad influence 


By Arthur Sinsheimer, Radio Editor 


technician that it sounded plausible 
—until he spoke of a well made 
twenty foot extension cord put out 
by a certain manufacturer and ad- 
vised all his readers to try one. 
The theory of placing the loud 
speaker twenty feet from the set was 
just plain foolishness and was being 
put over by a writer whose name and 
reputation got him the space in the 
newspaper and he was paid for writ- 
ing the article by the extension cord 
manufacturer. These stunts are 
being printed every day, so before 
you jump to conclusions and place 
orders, read every article a second 
time to see whether it was done for 
your help or for the other fellow’s. 
But it isn’t only the paid radio 
writers who will give you trouble. 
Only last month Thomas A. Edison, 
the master wizard of electricity and 
the father of the phonograph—a man 
who is known and respected round 
the world by every man, woman and 
child—made the statement that “the 
radio, so far as music is concerned, 
is a failure.’”’ Such a thought, com- 
ing from so great a man, is bound to 
have some effect on the prospective 
radio purchaser unless you can show 
the reason for his thinking that way. 
“Music on the radio is very poor 
because it is badly distorted” he said. 
“Radio is good for news and for re- 
ports of ball games, boxing matches 
and speeches where distortion is not 
noticeable.” He goes on to state 
that there is no money in it for a 
dealer who handies radio because 
“we have made a survey of Edison 
dealers who have sold radios and find 
that they are rapidly giving them 
up. The radie is a big new fad but 
after the novelty has worn off, the 
phonograph will reclaim its own.” 
Now let’s see what is back of such 
statements. In the first place, the 
phonograph has been Mr. Edison’s 
child and he is bound to favor it 
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The Man Who Knows 


over everything else. Secondly, Mr. 
Edison, most unfortunately, is so 
deaf that he was not able to hear the 
broadcasting of the Dempsey-Tunney 
fight, although he eagerly awaited 
the round by round account of it 
from his family who were gathered 
around the radio set in his own home 
and who repeated the reports to him 
or wrote them for him. This state- 
ment was made by his wife. 

So how then, can he know about 
the awful distortion in radio of 
which he talks. 

And lastly, Mr. Edison plans to 
put a new type of record on the mar- 
ket and business man as he is, he 
naturally is trying to pave the way 
for his phonograph trade at every 
opportunity. Re-read the foregoing 
extracts from his statement made 
last month and see for yourself if it 
doesn’t smack of personal, one-sided 
propaganda. 

This kind of publicity and subsi- 
dized writing is not new but it is 
increasing in volume every day and 
must be watched or it will have a 
bad influence on radio in general. 
Read every bit of it, then find the 
“nigger in the wood pile,” so that 
when your customer asks you about 
it you can explain the “reason why.” 

As for ourselves, we claim no 
medals but the policy of ELECTRICAL 
Goops and its parent publications 
has always been and always will be 
“your interests first.” We have 
nothing but helpful merchandising 
suggestions to sell—ideas which we 
believe will be of profitable value to 
your business. 

Whatever individual problems you 
might have can always be talked 
confidentially through personal corre- 
spondence or a visit to our offices 
whenever you get to town. That’s our 
idea of really helping the department 
and hardware store merchants to 
make money in their radio business. 
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Successful Appliance Merchants Place High Value on Displays 


Mrs. Jennie EF. Carter of the Johnson, Elder Co., believes in her work. She believes that she is doing a 
service to women when she sells them the electric appliances that will do so much to lighten their work. 
She is shown here in her department. Story on page 20 
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Windows of this type are found to be very helpful to electrical Christmas gift trade by the Reynolds Co. 
This firm makes it a point to start early in promotion of electrical gifts. Story on page 21 
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The Home Interest Window Has a Special Appeal at Christmas 


"A Gi 








A window designed by W. L. Stensgaard of the Stewart-Warner Display Service. This design can easily 
be applied to Christmas or other home festivals. 








A home interest window executed by the display department of the George A. Gray & Co. of Duluth, Minn., 
that served to draw much attention to the cleaner as a family gift possibility. 
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FACTS 
you Should know about 


“BY BATTERIES 


IN THE production of Heavy-Duty 45-volt “B” batteries Eveready has estab 
lished a new standard of “B” battery life and economy. 


Eveready Heavy-Duty 45-volt “B” Batteries 
will outlast any Light-Duty 45-volt “B” two 
to one, regardless of the number and kind 
of tubes used! Moreover—though lasting 
twice as long, they cost only one-third more! 


To cap the climax of “B” battery 
economy, Eveready, in the production of 
'veready Layerbilt No. 486, has _per- 
fected a Heavy-Duty “B” battery of un- 
equaled endurance and dependability- 
positively the most “B”’ battery in service 
and satisfaction that its price can buy. 

You can make no mistake in flatly 
recommending Eveready Heavy-Duty 
‘“B” Batteries, and especially Layerbilt 
No. 486, to a// radio owners using normal 
voltages (45 to 135 volts). 

You will be selling the utmost in “B” 
power dependability —the lowest “B” 
power first cost—the greatest ‘‘B”’ power 
operating economy—D. C. (direct cur- 
rent) in its purest form, which insures 
pure tone quality. 


I'veready national advertising is ac- 
quainting the radio public with these facts. 
Identify yourself with this “B” battery 
economy educational campaign and build 
up for yourself priceless good-will and a 
reputation for giving your customers the 
most value for their money. 


Manufactured and guaranteed by 
NATIONAL CARBON COMPANY, Inc. 
New York San Francisco 
Atlanta Chicago Kansas City 


Canadian National Carbon Co., Limited, Toronto, Ontario 
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fuesday night means Eveready Hour—9 P. M. 
Eastern Standard Time, through the following stations: 
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Radio Batteries 


-they sell faster 
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: and NOW ... 
the world’s 

: createst flashlight! 
Jusr that—the greatest flashlight ever 
= made by anybody. A genuine Eveready, 


a incorporating all the standard Eveready 
: features—ring-hanger, safety-lock switch, 
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octagonal lens-ring, beveled lens, etc. 

Imagine a beam that will break the 
darkness for a distance of a thousand feet! 
ts People were astonished when Eveready 
| announced the five-hundred-foot light. 
a But a thousand! .No wonder the U. S. 
Coast Guard adopted this light as stand- 
ard equipment. 

There’s a fine market for this Big Boy 
among fishermen, hunters, firemen, police- 
men, inspectors, construction engineers, 
etc. It is No. 2645. Measures 1414” long. 
Takes five standard Eveready Unit Cells. 
Lists at $6.10; complete with batteries. 
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Ask your jobber! 

Manufactured and guaranteed by 
NATIONAL CARBON COMPANY, INc. 
New York San Francisco 


Atlanta Chicago Kansas City 
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Canadian National Carbon Co., Limited, Toronto, Ontario 
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’'M just a small appliance, but 
I’m really quite a prize, 


An’ folks’d buy me quick enough 


If Jones’d advertise. 


If only I could show myself 
They’d all rush in t’ buy, 

For people want th’ goods they see 
Yo’ know that, well as I. 


fJut not for me, th’ chance I want, 
For Jones’ll let me lay— 





Collectin’ dust an’ 
Forever and a day. 


“overhead,” 


He’s put me on a dusty shelf, 
An’ seems t’ think that’s all 
That’s needed; so I’m left alone, 
Awaitin’ someone’s call. 


But that’s no way o’ sellin’ goods, 
So I begin t’ fear 
That I'll be on th’ invoice sheets, 


For yet another year. 


For tho I’m handy as can be, 
I’m not a staple, yet, 
An’ no one ever asks for me, 
Or ever tries t’ get— 


ok 


fl 


Hope Conner. 


Such modern things in Jones’s place, 

For don’t yo’ see—oh dear!— 

I’m hid in this darned hardware 
store, 

An’ no one knows I’m here! 


I’d work so hard t’ try an’ please 
A mistress, good an’ true, 

An’ take delight in showin’ her 
Th’ wonders I can do. 


She’d like me, too, I know she would, 
An’ Jones ain’t playin’ fair, 

T’ keep his trade in Sleepytown, 
From findin’ out I’m there. 


His customers depend on him, 

T’ sell ’em what they need; 

An’ when he fails, both he an’ they 
Are losers, then, indeed. 


He loses on th’ profit end, 
But 7 can’t make him see 
Th’ dollars that he’s missin’, 
He pays no heed t’ me. 


*cause 


So won’t some friend please counsel 
him 

T’ put things on display, 

An’ sell ’em t’ the’ folks around, 

Who need ’em every day. 


For Jones’ll make some money, then, 


An’ l’ll be happy, too, 
If I can find a pleasant home, 
With lots o’ work t’ do: 
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Perhaps yo’ wonder how a bit 


O’ merchandise, like me, 
Could care for what th’ future holds 
In store—but don’t yo’ see— 


That what yo’ call me doesn’t count; 
There’s nothin’ in a name; 

An’ tho I’m labeled, “number three,”’ 
I’ve feelin’s, just th’ same. 


An’ I don’t relish bein’ shoved, 
An’ pushed an’ tossed about; 

Just gettin’ old an’ 
I should be wearin’ 


rusty, when 
out! 
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solid car loads 


of EUREKAS 
The world’s largest single 
Electric Cleaner order 


—placed by Service Appliance 
Co., Inc., Schenectady, N. Y. 
for immediate delivery 


On September 15th, the Service Appliance Com- 
pany, Schenectady, New York, the world’s largest 
distributors of major home appliances, sles an 
order specifying immediate delivery of 7000 Grand 
Prize Eurekas — retail value in excess of $350,000.00. 
This, we believe, is the largest single order, speci- 
fying immediate shipment, ever placed by a dealer 
for electric cleaners. 
The Grand Prize Eureka is the only electric cleaner 
sold by the great Service Agelience Company 
throughout its chain consisting of FT5 retail stores. 
Eleven hundred (1100) retail salesmen operating 
through these stores, know that they are selling 
something more than just 4 cleaner. 
Their prospects know the Grand Prize Bureka not 
only by name, but by its performance and the re- 
markable service it renders over a long period of 
time. As a result, the Eureka is a quick seller — and 
ic stays sold. You don’t have to be an Eurpka dealer 
to know this, but you do have to be to take  dunehes 
of Eureka prestige. 
Eureka sales during this November and December 
»robably will exceed all previous records. Don't 
” content to sit back and let your share of this 












































Service Appliance Co., Inc. 
PURTHASING DEPARTMENT 
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Write or wire the Factory immediately for an ap- 
pointment with our Sales Manager for your district. 


Send Mil! t& 
Bend shipping papers + 
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EuREKA VACUUM CLEANER COMPANY 
DETROIT, U. S. A. 
Largest Manufacturer of Vacuum Cleaners in the World 
Canadian Factory, Kitchener, Ontario 
‘oreign Branches: 
8 Fisher St. London, W. ¥ 1, England; 
(306) 58-60 Margaret Street, Sydney, Australia 
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cloud of gwerm-laden dirt waa hidden 
deep down where ordinary cleaning 
cannot reach. 
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VACUUM CLEANER 
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emonstration Educates Shoppers, 


Then Come the Sales 


Stock 1s arranged so that people who come to look at flame devices see how 
easily the electric appliances do the work 


LASSIFYING electrical mer- 

chandise according to regu- 

lar departments of the store 
has made for successful merchandis- 
ing for W. A. Wieboldt & Co., who 
operate the three largest department 
stores outside the loop in Chicago. 

When the electrical goods were in- 
troduced into their first department 
store about twenty years ago, there 
was a general plan of grouping this 
merchandise. In going through the 
store, Mr. Wieboldt asked to see an 
electrical iron—he was then in the 
hardware department in which flame 
heated irons were carried—and was 
referred to another department in 
which all electric items were carried. 

In speaking of this later to a 
group of buyers, he told them that 
no woman would go to two or three 
different departments looking for an 
iron. He suggested that the groups 
be placed in their own divisions. 
That with irons, there would be not 
only the sad-iron but also the gas 
and electric, “This enables a woman 
to make a choice of iron at one time,” 
he told these buyers. 

The present plan was then put into 
operation and it has been a producer 
of business. A sale of irons con- 
vincingly demonstrated this. It was 
a special on sad-irons at $1.19, but in 
the same section was a demonstra- 
tion of an electric iron, the price 
from $4.95 up. 

The women made comparisons of 
advantages and a large number of 
electrical irons were sold. This 
would not have been possible if the 
electric irons had been in a depart- 
ment featuring only electrical mer- 
chandise. 

The same plan is followed in all 
departments, viz: percolators are in 
the section selling all types and 
makes; lamps are in the lamp depart- 
ment; flashlights, heaters and elec- 
tric pads are in the regular electric 
department, which features all needs 
for the home and with these are 
grouped all electric accessories, such 
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as lamp sockets, batteries, wiring, 
tape, keeping in mind the necessary 
things which the amateur electrician 
uses in the home. 

In explaining just how this plan 
works today—and this store is said 
to carry the largest display of elec- 
trical merchandise outside the loop— 
it means a scattering of the people 
throughout the departments result- 
ing at all times in more business. 

“It is no trick at all to sell a wom- 
an what she wants,” said one of the 
department heads, “but it is sales- 
manship which sells her more than 
just the item she came in to pur- 
chase. Any woman will purchase a 
utility article if she is shown how 
easily it will reduce her work and 
contribute to her leisure hours. This 
we can do by having the departments 
classified in this way.” 

The buyer of washers also handles 
the vacuum cleaners. In the Wie- 
boldt stores, there is a great deal of 
business done on the deferred pay- 
ment plan. The estimate on sales 


completed or made in the home by 
this budget system is on cleaners 90 
per cent; on washers 35 per cent. 
The reason is not hard to find. It 
is that the husband and family are 
generally taken into consultation 
before the sale is consummated for 
these higher priced items. 

The salesmen follow up all pros- 
pects and each one is given thirty 
days to complete this sale. If he has 
not been successful, the name is 
turned back as a lead, but is no 
longer considered a live prospect, al- 
though it may mean business later 
on. 

While ironing machines have been 
stocked for years, they have been 
rated as a slow selling item. But 
within the last three years this has 
changed. Today, ironers are a fast 
moving item and are regarded as 
having big sales possibilities. This 
is due, directly, to the new types on 
the market, which are compact, can 
be moved easily and when folded re- 

(Continued on page 50) 





The salespeople know the uses of electrical appliances and are able to 
instruct the new owner as to best uses. 
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Getting the Best from the Factory Salesman 


in Your Store 


At Howland Hughes they are accorded every encouragement, 
supported by advertising and by smiles and kindly 
suggestions from their superior 


7 IRT, and how to get rid of 
1) it—that’s your worst 
problem, isn’t it?” says 

Hansen as, with a friendly, engag- 
ing smile he hands a pamphlet to 
the woman shopper in the Howland 
Hughes store at Waterbury, Conn. 

“Yes, it is,” agrees the shopper. 

“Dirt comes from everywhere, it 
seems, and settles on your rugs. 
Not only dust, but heavy street dirt 
gets into them and, once in, defies 
removal. It’s just impossible to 
keep the rugs clean with old-fash- 
ioned sweeping methods.” 

Then we see the prospect stop 
and look on interestedly at a dem- 
onstration, which is given on a 
high table so as to stage the action 
close to her eyes. With the heel of 
his hand, Hansen embeds soda into 
a rug, then spreads kapoc on an- 
other part of the surface and grinds 
a measure of sand into the nap. 
These things are done to illustrate 
how readily a carpet absorbs dust 
and grit, and how stubbornly litter 
clings to the nap. On goes the cur- 
rent and the suction sweeper quick- 
ly, thoroughly, cleans the carpet. 

“When shall I come to show you, 
on your own rugs, how efficient this 
electric servant is? Shall I come 
tomorrow at 10 o’clock?” asks Han- 
sen. 

“Better come earlier, about 9, 
when I’m sweeping,” is the reply 
that schedules one more home dem- 
onstration. 

Hansen tries to interest every 
woman who comes down the aisle 
when he is on duty at’ the electric 
cleaner table on the main floor. 
Thirty per cent of them stop, he 
says, and demonstrations are ar- 
ranged with most of these. And 


better than one in three buy when 
he later demonstrates in the home. 
“Pretty fine to know that at least 
every tenth woman you see is going 
to buy a suction sweeper from you 
as soon as you show her that she 
needs it,” is his cheerful comment. 





Theodore E. Hansen is one of 
four members of the cleaner man- 
ufacturer’s sales crew that works 
for the Howland Hughes Co. This 
year, for the third time, he is a 
Maximan, to great credit and profit 
for both himself and the store. Mr. 
Hansen has been with the store four 
years. 

A Maximan is an honor man, a 
medal man, within the sales organi- 
zation of which Hansen is a part. 
A Maximan ‘is a reliable and con- 
sistently big producer for the store, 
and a money maker for himself. 
Maximen qualify for their honors 
in a selling contest waged for eight 
months of the twelve, during which 
period the salesman sells a mini- 
mum of $15,000 worth of cleaners 
and dusting tools. 

In so doing, the Maximan also 
earns for himself about $2,200. 
Hansen makes the grade long be- 
fore the contest period is over. He 
has averaged $18,000 in cleaner 
sales during the contest periods of 
the last three years, and his yearly 
sales have averaged $24,000. Other 
salesmen in the store are pretty 
well up in each race, too. 

Now, what is there about the 
Howland Hughes store that enables 
it to turn out Maximen when equal- 
ly good stores in larger cities are 
often unable to do so? 

The set-up at Howland Hughes is 
the same as at any other store 
where a manufacturer’s crew does 
the selling for the dealer. Trained 
men secure leads in the store and 
dig up prospects on the outside by 
canvassing. Here, too, one of the 
crew acts as supervisor and sees 
that the men follow the work pro- 
gram closely. 

And the ratio of sales is about 
the same as elsewhere—40 per cent 
the result of store leads, 60 per cent 
secured from the outside, indepen- 
dent effort. And the men are paid 
commission so, of course, they must 
work if they would live and prosper. 
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For its part, the Howland Hughes 
Company provides a demonstrating 
space on the main floor and supports 
the men with advertising and win- 
dow display. Sweeper literature, 
furnished by the manufacturer, is 
inclosed with statements twice year- 
ly and with parcels at the wrapping 
stations three to four weeks per 
year. The store provides facilities 
for handling accounts and four 
times in the year (dollar day twice 
and special campaign periods twice) 
makes it possible for people to buy 
the cleaner at a reduced down-pay- 
ment. Thus far the Howland 
Hughes store is like most any other 
store. 

The difference (it accounts for 
the greater volume from a strictly 
average field) lies in the interest 
taken by the store management in 
the electric cleaner salesmen. Will- 
iam H. Howe is the store’s person- 
nel manager and has charge of the 
electrical department. He provides 
friendy contact and extra super- 
vision. 

The genuine, kindly interest he 
takes in each of the manufactur- 
er’s salesmen is the best kind of 
supervision, the best kind of spur. 
A good job well done gets a pat on 
the back, and a smile, and a cheer- 
ing word of acknowledgement. The 
kick comes afterward. 

The following instance from the 
sweeper department will illustrate. 

There was a complaint on Mr. 
Howe’s desk about a service call that 
had been neglected two days by the 
salesman. When the salesman came 
in Mr. Howe said: 

“That was a nice job you did yes- 
terday—selling two cleaners and sell- 
ing two the day before. Feels pretty 
good, doesn’t it, to sell at that rate? 
I suppose you were so busy selling 
that you just didn’t find time to call 
on Mrs. , to whom you sold 
a sweeper two weeks ago. 

“She phoned Monday at noon, you 
know, and again this morning. Her 
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William H. Howe (at left), of the Howland Hughes Co., 
Hansen, as he makes the rounds of the store 


machine is out of order. You can 


Watching’ the 





4 


has a pleasant word for the factory salesman, Theo. E. 


smooth - working such as the one made the other day 


fix it in a jiffy, I’m sure; from the department at Howland Hughes_ when a prominent resident called the 
way she described it I believe the makes one wonder why the same general manager of the store, com- 
cleaner is so new to her that she tactics aren’t employed in every plimented Howland Hughes on hav- 


just doesn’t understand it. You'll store. 


get over there right away, won’t It costs nothing. It makes 
It results in greater given. 


you? You know what it means to ‘“Maximen.” 


ing such salesmen and thanked them 
for the interesting demonstration 
(As we all know, folks sel- 


all of us to have customers boosting volume. And such a policy of kindly dom bother phoning anything but 


100 per cent.” 


supervision results in phone calls “kicks.’’) 


Two Types of Washing Machines the Salesman Should Know 


WO types of washing machine mechanisms should 

be added to those presented in the July issue of 
ELECTRICAL Goops for the consideration of salesmen 
that they might more intelligently discuss competitive 
makes with the mechanically minded prospects. 
en The “Floto 

~w ; Plane”  agita- 

tor (Fig. 1) is 
4 0 so built and at- 
tached to the 
y machine that it 
floats on the 

water in the 

tub, being able 

to rise or fall 


sis 5S with reason- 


TY able water 


level. Wings 
Va reaching down- 
ward from float 


touch lightly 
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& yy the _ clothing. 
This creates a 
Fig. 1 movement _ oof 
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soapy water through the fabric, the cleansing process. 


Fig. 2 may be called the non-mechanical type, in that 
nothing of a mechanical type touches the clothing. 


Breakers in the bottom and side of the tub, together 
with the speed at which the tub revolves like a top, 


produces waves which 
force the soapy water 
through the fabrics as the 
garments are agitated by 
this motion of tub and 
water. 

The idea behind all 
agitating arrangements 
is, of course, the bringing 
of the solvent laden, hot 
water into contact with all 
parts of the fabrics to be 
cleaned, thus removing all 
foreign materials from 
the fabrics. 

The objective of all de- 











sign is to do this thor- 
oughly with no damage to 
the fabrics. Fig 2 
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Where to Sell 


OME kinds of merchandise you can put on the 
counter and sell it to the people who see it. 
Other merchandise must be sold in the home. 

Today, that portion which must be sold in the home 
instead of over the counter is the part of the mer- 
chandise over which the battle rages. There are sev- 
eral ways of selling this merchandise. The most obvi- 
ous is to take it to the home, demonstrate it and talk 
to the family. The other is to arouse such interest 
in the merchandise that it will be discussed in the 
home and then the members of the family who are inter- 
ested will come individually or together and see it. 
Both methods are possible and both are used. 
There are some manufacturers so base that they 
make Christmas tree lighting outfits of inferior 
quality. Be sure you buy branded goods. 


Freaks of Organization 
N a large eastern store a customer wanted to see 
a large silk shade over an inside frost bulb. There 
were none of these bulbs in the “lamp department.” 
There were plenty down on the first floor where bulbs 
were sold and someone had put in much time leaving the 
idea represented in these new bulbs, with those selling 
lamp bulbs, but no one had talked to the lamp depart- 
ment about them and in the lamp department clear 
ylass lamps were being used for demonstration and 
delivered to customers with lamps. Why bulbs are not 
sold in lamp departments is a mystery we have been 
unable to solve. 
No estimate has been made of the lives that will 
be saved by electrically lighted Christmas trees 
this year. 


Being Honest 
Hk old carbon incandescent lamps. still hang 
around the market, chiefly imported stock. These 
lamps use a great deal more electricity for the 
amount of light than newer type lamps but the dealer 
who sells them at prices lower than standard lamps 
does not always tell his customer so. Often when 
customers ask why a certain appliance is cheaper than 
another on display, the dealer again neglects to state 
that because of poorly made or ancient type heating ele- 
ment, the cheaper appliance requires more current 
than the newer and higher priced model. Is it honest 
to let customers believe they are making a real saving 
in buying such cheap merchandise? It certainly is 
not. Neither is it good merchandising to fool custom- 
ers into “economical” purchases which really are wild 
extravagances. 
The merchant who advertises and sells electric 
Christmas tree lighting outfits instead of flame 
equipment is a life saver. 


The Radio Service Problem 


UCH has been said about the radio service 
problem. Most dealers have been compelled 
to depend upon some local man who has “picked 

up” a knowledge of radio. This man, if he has a sense 
of fairness and courtesy, has done fairly well in most 
cases on the try and try again method. Now comes 
the Radio Institute of America, long a trainer of radio 
operators, and offers a radio service man’s course. The 
candidate can attend lectures in person or by mail. His 
instruction will be logical and thorough. His course 
will not make him a service man unless he has salesman- 
ship qualifications in addition. Any merchant who is 
having trouble with service can pick a youth who has 
the salesmanship instinct and a love of study and have 
him take this course and make him into a good service 
man. 








More than 30,000,000 Christmas tree lamps will 
be sold this year. 


Two Points of Attack 


N a Middle West department store two points of 

attack are regularly employed for the sale of 

electric appliances. For instance: irons are closely 
associated with housefurnishing hardware where gas 
and flame irons are still sold. Electric irons are on 
sale in this department and also in the electrical goods 
departments. Curling irons are in the toilet goods de- 
partments, also in the electrical section. Incandescent 
lamps are in three places: the lamp department, elec- 
trical department and a main floor booth where quick 
selling merchandise is handled. Electric cleaners are 
in the carpet department and also in the electrical de- 
partment. This plan has worked very well for this 
store, which is a leader in electrical goods sales. 





In the few years Christmas tree lamps have been 
on the market, wonderful strides have been made 


in decorative value. 


Time Payment Thought 
NCE in a while a merchant has a real time pay- 
ment problem. This is the merchant who has 
always done a strictly cash business and who 
wants to meet the modern credit conditions. The 
merchant who does an open credit business never has a 
time payment problem. A time payment system is so 
far ahead of the long abused open credit system that 
there is no room for debate. Recently several mer- 
chants opened their credit books for a time payment 
investigator and they learned that they had more in 
outstanding accounts than the fellow merchants doing 
a time payment business, and were not as careful in 
selecting their risks. 
Do not be afraid of having a Christmas tree set 
left over. They can be sold for party decorations. 
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reasons 


WHY THE PREMIER DUPLEX 
SHOULD BE IN YOUR STORE 


1. lt is the most thorough cleaner made. 













You are a reliable dealer in your community and 
should sell only the best appliances. The Premier 
Duplex has always come out first in all competi- 
tive tests. 


ak ) y 


yA It sells quickly—and stays sold. 


Three features sell the Premier Duplex quickly— 
and make it stay sold. Its double action thorough- 
ness; that is, strong suttion and motor-driven 
brush—its ball bearing motor and brush which 
need no oiling—and its lifetime efficiency. 


SSVUVVESSVeSVSuS 


3 Minimum servicing. 
) * 
] 


‘ Both its motor and brush are ball bearing, packed 
’ in lubricant. In this way they are saved from 

ae breakdown, because they always have the right 
: amount of lubrication. And the Premier is 
, sturdily and simply built! 


? 4. {t carries a generous trade-in allowance. 
° 


Any vacuum cleaner can be turned in for a gen- 
erous allowance and the amount put to a new 
Premier Duplex. This is a big sales point. 


5 A large national advertising campaign 
° backs it. 


Monthly ads—black and white pages and two- 
color, two-page spreads—in The Saturday Hven- 
ing Post. Ads in Liberty, Good Housekeeping, 
Ladies’ Home Journal, Sunset, Woman’s Home 
Companion and Pictorial Review. These build up 
the demand. 





Write or wire to- 
day for details of 


, , Jane , + . 
the valuable Pre- 6 A large sales-organization fo help you. 
mier Duplex fran- . : 
chise. The Premier Duplex has direct factory branches 


all over the country. These branches are pre- 
pared to help with men and material. 


6 j , , 

pa © re Each cleaner carries a big profit. 

© © e be 

] Between the price you pay and the price you sell 
there’s a big margin of profit. 





ELECTRIC VACUUM CLEANER CO., INC. 
Cleveland Ohio 


Wanufactured and distributed in Canada by the Premier Vacuum 
Cleaner Company, Ltd., Toronto, Ontarto, 
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New Goods to Sell 


Star-Rite Electric Fron 


One of the special features of the 
new Star-Rite electric iron, manufac- 
tured by the Fitzgerald Manufacturing 
Co., Torrington, Conn., is the helical 





element of nickel nichrome especially 
wound to heat the tip hotter than any 
other part of the iron. The handle of 
the iron is bolted all the way through 
and is said not to crack or split. The 
double monel metal baffle plate and 
the one-piece casting holds the heat for 
a great length of time and distributes 
it evenly. The iron weighs 6 Ib. 


ee - 


Griest Desk Lamp 














An attractive desk 
lamp finished in 
brushed brass, mahog- 
any bronze or ivory 
enamel with or with- 
out the embossed oak- 
leaf design, has been 
brought out by the 
Griest Manufacturing 
Co., New Haven, Conn. 
The lamp is an appro- 
priate gift, to be used 
in a man’s office or on 
his desk at 
home. It could 
also be used to 
advantage on 
top of a radio 
! set to throw 
the light down on the dials. The radio 
set is so often placed in such a position 
that the operator, seated at the ma- 
chine, throws a shadow on the dials. 


a ee ee 


King Cole Six Radio Receiver 

The latest radio product of the Any- 
lite Company, Fort Wayne, Ind., has 
just been announced as the King Cole 
Six. This is a completely shielded and 
sealed six-tube receiving set combining 
selectivity and ease of tuning. Cabinet 








of burl walnut with vertical panel to 
match is unusually compact. The two- 
port type vernier dials are also finished 
in walnut to match. Two aerial bind- 
ing posts are provided so that maxi- 
mum volume can be obtained, and in 
the case of excessive load interference 
a greater selectivity may be had. 


Utah Cone Loud Speaker 


The Utah Radio Products Co., 142] 
South Michigan Avenue, Chicago, Ill. 
has introduced a new cone speaker of 








the free edge type, 17% in. high and 
weighing only 3% lb. The speaker is 
attractively Taianed with a rich golden 
brown finish, and is claimed to repro- 
duce all the low tones as well as the 
high and medium registers. 


Freshman Console 6-F-11] 


A console model, known as 6-F-11, is 
one of the recent models brought out 
by the Charles Freshman Co., Inc., 240 





West Fortieth Street, New York. 
Built of grained mahogany, equipped 
with a licensed cone-type speaker. The 
receiver has been designed to employ 
the new RCA power tubes (5 tubes 
with power tube in last stage). In 
conjunction with the “A-B-C” power 
supply unit, whicn the company manu- 
factures, the console can be operated 
from the light socket. 
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Aglite Brackets 


A new and improved Aglite porce- 
lain enameled bracket finished in white 
and old ivory has been brought out 
by the Edwin P. Guth Company, St. 





Louis, Mo. No, A2576 has an adjustable 
shade with oval canopy 3% x 5%, and 
extends 8 inches over all. The model 
is made in 2573, keyless without plug; 
2574, pull chain, without plug; 2576, 
ketyless, with plug and 2576 (illus- 
trated pull chain, with plug. All these 
types will be furnished in any color 
porcelain enamel or brass with any 
standard sprayed or plated finish. 





New Hotpoint Paneled Urn 


The Edison Electric Appliance Co., 
Chicago, Ill., recently placed on the 
market an eight-cup electric coffee urn, 
paneled, similar in design to the Shef- 
field pattern. The body is nickel plated, 
silver lined and equipped with the Hot- 





point Calrod unit thermo protector 
switch insulated handles. The design 
is also made in a 6-cup percolator with 
spout and single handle. Furnished 
in 100, 110, 120, 200, 220 and 240 volts. 





Amplion Patrician Speaker 


Somewhat more ornate than the Am- 
plion Cone, brought out by the Amplion 
Corporation of America, 280 Madison 
Avenue, New York City, is the Amplion 
Patrician loud speaker. While utilizing 
the air column principle, it is non- 
directional and gives the much desired 
softly diffused mellowness of repro- 
duction. Although encased in a carved 
mahogany cabinet 18 in. x 12 in. x 9 in., 
the air column has a length of 48 in. 
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NWING along into the Christmas 

buying season with L & H Elec- 
trics! However, after all is said and 
done, your main concern certainly is: 
Has there been a profit? 


It’s surprising how service calls can 
eat up profits—- money that should 
really be in your pocket. 


In L & H Electrics you will find many 
profit-saving points—they are built 
with just that big point in mind. In 
fact, they have become known as the 
“Anti-Servicing” Ranges. Sell L & H 
Klectrics and know how they’ve won 
such popularity among users and the 
trade. 





Full porcelain enameled, round cor- 
nered ovens, automatic time and tem- 
perature controls, even heating oven 
and cooking units, coped-up cooking 
top—these are just some of the many 
points of L & H Electrics superiorities. 
Get full details now—don’t put it off 
another day. 





Now is the time to prepare for big 

holiday business with L & H Electrics 
then to be able to pocket the profits 
profits that stay pocketed. 


of ELECTRICS 


TRACE MARK 





| Ranges Waffle Irons 
Irons Heaters 
Toasters i ts 
Table Stoves a 
Curling Irons Hot Plates 
Heating Pads Air Heaters 


Manufactured by 


A. J. LINDEMANN & HOVERSON CO. 
435 Cleveland Ave., Milwaukee, Wisconsin 


The Anti-Servicing-Built” Range 
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Iroquois Electric Refrigerator 


The illustration shows the model No. 
72 electric refrigerator, recently 


brought out by the Iroquois Electric 
Company, 


Refrigeration 1600 Arch 











Street, Philadelphia, Pa., associate of 
the Barber Asphalt Co. It is an al! 
metal cabinet with an exterior and in- 
terior of white porcelain enamel (made 
by Bohn). Has two provision cham- 
bers. Equipped with the Iroquois Unit 
B-1 and Compressor C-2, will freeze 48 
ice cubes at a time in two trays. Deep 
tray for freezing sherbets, etc., at 
small additional cost. Outside dimen- 
sions: width 36%; depth 21; height 47 
inches. The large provision chamber 
is 13% x14% x33; the smaller cham- 
ber 15x14%x10. The refrigeration 
chamber, 13% x15'4x19%4. The re- 
frigerant used is ethy! chloride. 





Everhot Wall Outlet Range 


An electric range, with one top plate, 
broiler and bottom plate, designed to 
operate from an ordinary wall outlet, 
has been brought out by the Swartz- 
baugh Manufacturing Co., Toledo, Ohio. 
Boiling, roasting and broiling may be 
done on this stove. The top plate has 
two heats, 660 watts as high and 330 
watts as low heat. Both the broiler 
and bottom plate have two heats; 
660 watts high heat and 150 watts low 
heat. The total wattage of the oven, 
however, cannot exceed 810 watts. There 
is a door at both the front and back of 
the oven and the heating elements are 
easily removable for cleaning or replac- 
ing. The range is of heavy steel con- 
struction, with Duco finish in battle- 
ship gray, nickel trimmed. The inte- 
rior is rustproof and the oven shelves 
are adjustable to six positions. 





New Aladdin Catalog 


A twenty-four page catalog has 
been issued by the Aladdin Manufac- 
turing Co., Muncie, Ind., manufactur- 
ers of Aladdin lamps, parchment and 
silk shades and decorators of glass 
shades. The catalog showing the 
company’s entire line reproduced in 
four colors, has also been made up with 
an extra binder to fit standard price 
books used by jobbers’ salesmen. 


Arborphone Receiving Set 


The Precision Products Company, 
Ann Arbor, Michigan, has announced 
an improved five-tube Arborphone re- 
ceiving set for 1927 in which a Bake- 
lite sub-panel is used to cover all of the 
wiring and improve the interior ap- 





condensers 
A replaceable 


pearance. Just the coils, 
and tubes are visible. 
resistance cartridge, which can _ be 
changed to make the set adaptable to 
dry cell tubes, is used for the audio 
filament ballast. Connections are pro- 
vided for additional “C” and added “‘B”’ 
batteries, making it possible to use 
any of the new power amplifier tubes 
in the last stage of audio. A new and 
separate balancing control is another 
feature. Two-dial control is obtained 
by a specially-designed dual condenser 
with a split-dial control. The finish is 
high-lighted brown mahogany antique. 





Hubbell Screwless Plates 


Harvey Hubbell, Inc., Bridgeport, 
Conn., has announced a new line of 
Hubbell rectangular outlets with Bake- 
lite screwless plates. The face is of 


brown composition, with no screws or 





visible fastenings to detract from its 
appearance. This new wall outlet has 
been developed without modifying the 
standard T-slot construction and any 
form of bladed cap may be used with it. 
The screwless plate of Bakelite is 
snapped firmly into position by the 
pressure of one’s fingers, no tools be- 
ing required. When desired it may be 
readily removed, without disturbing the 
position of the switch. The installation 
of these outlets requires no change in 
standard wiring practice. Made _ in 
single or duplex types. A switch plate 
of the same style is also made. 
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Gold Seal Tubes 


The Gold Seal Electrical Co., 250 
Park Ave., New York City, has brought 
out a new power tube GSX-171 to meet 
the demand for a more powerful tube 





to be used in the last audio stage on 
“all power tube” sets. The GSX-112 
tubes were originally designed for this 
purpose, but it later developed that 
this tube could be used to advantage 
in all stages. The GSX-171 requires 
no additional “A” battery voltage but 
needs plate voltage of 90 to 180 and 
negative bias voltage of 16 to 40 for 
best results. This may be supplied by 
means of a special adapter in sets not 
wired for the purpose. Another tube 
recently developed by the company is 
the GSX-216b (at right), a special 
rectifier tube. For supplying the high 
voltage and amperage required by re- 
ceiving sets equipped with the new 
power tubes, battery eliminators taking 
current from the house circuit are fre- 
quently used, in most cases this calls 
for a rectification of alternating to 
direct current, this new two element 
tube is one of the methods by which 
this can be done. The GSX-216b will 
furnish up to 65 milliamperes of plate 
current and & minimum voltage of 550. 


Valley “B” Power Unit 


The Valley “B” Power Unit manufac- 
tured by the Valley Electric Company, 
3161 South Kings Highway, St. Louis, 
Mo., employing the Raytheon tube, is 
capable of taking care of sets having 
from one to twelve tubes or radio sets 
having the new power tubes. The 
rectifying and filtering of the alter- 
nating current is carried sufficiently 
far to remove “hum” and other noises. 
Two connections are provided to the 
primary of the transformer to take 
care of almost any condition required 
and to change from the high to the low 
tap. A toggle switch is provided with 
the indication “on” or “of” so that the 
eliminator may be started or stopped 
without moving the plug from the 
socket. The case is black crystalline 
finish. 











Last Call For 
CHRISTMAS! 


You are now close to the time 
limit for Christmas buying. Don’t 
face the holidays without the 
Greist Lamps. 


They are the final answer to 
the call for a new, unique and 
USEFUL gift. Last season’s heavy 
shipments only “indicated” their 
great gift possibilities. 

Write for details of the most 
profitable assortment of clamping 
lamps we have ever offered. 


THE GREIST MFG. CO., 
NEW HAVEN, CONN. 


Foreign Representatives: 


H. W. Beers Electric Co.,S. A., la San Juan De Letran, 5, 
exico, D 

L. G. Hawkins & Co., Ltd., 30-35 Drury Lane, Kingsway, 
London, W.C. 2 

Menzies & Company, Ltd., 439 King Street, West, 
Toronto, Canada. 

Slade, Allan & Company, 181 Clarence Street, 

Sydney, Australia. 














Adjustable Lamp 


‘The Quality 
Product of the 


$2 50 —— ) Clamping Lamp 


. “Th ie 
™ goo, gaiacgaay ” Stand, Hi ang, Clamp a 


Many beautiful $3 OO Anywhere ~Any Position 
embossed finishes at ° 


GREIST LAMP 


LITHO. CO., ROCHESTER , Hy. 














Selling Lighting Convenience and Economp 


ae 


66 UT we have so many lamps 
B in the house now and they 
make the electric bills high- 

er and higher,” objected a woman 
last December when the saleswoman 


suggested a clamp-type lamp as a 
present for a bookloving boy. 





“T am offering you convenience 
and economy,” replied the saleswo- 
man, “and this is how it works out. 
This boy, you say, loves to read and 
goes to his own room. Probably in 
that room you have a center lighting 
fixture with a 100-watt lamp in it. 
Certainly you have a large lamp bulb 
if the boy reads by this lamp. 

“The idea with one of the clamp- 
type lamps is that it is more con- 
venient and economical. Convenient 
because the boy can put it on the 
table, on his chair or on the head of 
his bed and be comfortable while he 
reads. 

“It is economical because you put 


in this lamp a much smaller wattage 


bulb than in the overhead light, as 
you supply light only for the small 
space where it is required. 





“The boy will be more comfortable, 
read with less eye and body strain 
than when he attempted to adjust 
himself to the ceiling fixture. It is 
economy because of the less current 
required, for you know the larger 
the bulb the more current used. In 
fact, I think this lamp will soon pay 
for itself.” 


for Christmas 


And this saleswoman might have 
gone on with many more ideas of 
convenience and economy. The ad- 
justable lamp more nearly supplies 
a personal service than any other 
lamp that has ever been offered. It 
far surpasses the old oil lamp, which 
many people still favor because they 
can have this lamp close to them; 
sort of a part of their reading or 
working personality. We all know 


the handicaps of the oil lamp, 


ante 





In a house that is decently wired, 
the adjustable lamp becomes all and 
much more than the oil lamp ever 
was and ever could be. Position and 
place means nothing to the adjust- 
able lamp as long as there is a sock- 
et within the limits of the cord. 
They can be used to throw their 
beam of light up or down or to the 
side as the desire may be. 





A woman who bought a desk lamp 
for her husband thought she was do- 
ing an entirely unselfish thing.’ And 
the practice proved it so for several 


months. Then one day she saw her 
husband carry this lamp from the 
desk to the dining room where he 
was doing some special work. Next 
he carried it about the house for odd 
jobs that she asked him to do. 


cee 


This gave her an idea and she be- 
gan using it on her sewing table 
when he could sit by and read. Next 
she carried it to the kitchen and 
found it so very convenient that she 
decided she wanted an adjustable 
lamp of her own. 

The thought broadened and soon 
she had various sorts of lamps for 
various purposes. A plain clamp- 
type lamp in the kitchen worked 


cee 


wonders over the sink. A portable 
lamp guard was bought for the 
laundry so it could be poked into 
dark corners of the furnace or car- 
ried to the shelving in a far corner. 
Another of these guards was bought 
for the garage. 





Over a period of months, lamps 
appeared in unusual places in the 
house and to the convenience was 
added the satisfaction of a lessened 
current bill. 

It worked out many ways. First 
of all, the overhead fixtures with the 
battery of bulbs was used less. 
Next, because the light could be 
placed where it was wanted, tasks 
were completed more quickly. In the 
laundry this was especially true. 
Looking for something in the for- 
merly dark corner was a short task 
with the lamp in a portable guard 
hooked on a nail over the very spot. 

There is no item in the entire 
electrical goods line that has more 
good sales points than the adjustable 
lamp for personal service. Unlike 





most electrical items, the adjustable 
lamp is not upsetting age-long tradi- 
tions, but it is bringing back to peo- 
ple the personal service that went 
with the candle and the oil lamp, 
with all modern improvements. It 
removes what have been the big ob- 
jections to electrical lighting—that 
there was so little of convenience and 
the personal about it. 









Trade Marks 


AUTOMATIC 








ERVEL 


10 degrees 


Reg. U.S. Pat. Off. 


REFRIGERATION 
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What is an electric refrigerator: 


A mechanism built to handle and con- 
trol a refrigerant! 

An electric refrigerator’s efliciencies, 
therefore, begin with the refrigerant. 
Whatare its properties, its temperature? 
How does it act and work? 

In methyl chloride, Servel believes it 
has the ideal refrigerant. 

Six years of experience with methyl] 
chloride has confirmed this belief. 

Methyl chloride is the coldest refrig- 
erant used in domestic systems. It does 
not corrode the metals in the mecha- 
nism, or enter into corrosive com- 
pounds. It is harmless in practice and 
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without disagreeable’odor. It enables 
low pressures. 

These properties have enabled a sim- 
ple rugged mechanism. Servel is not 


sensitive, nor delicately adjusted. 
The oldest Servels have now been 


running five years. On performance 
so far they should run 10 to 15 years 


more, without service complications. 
THE SERVEL CORPORATION 
6131-26 51 East 42nd Street, New York 


CHICAGO ROSTON DRTROIT MINNEAPOLIS ALT LAKE CIrTy DENVER 


ATLANTA SAN FRANCISCO LOS ANGELES SFATTLE DALLAS 


f 


Newburgh, N. Y. 


London, England, Servel, Ltd. 
Factories: Evansville, Ind. Carteret, N. J. 
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Sell More 
Two-Way Plugs 
This New Way) 


This new counter stock of 16 of the five fastest- 
selling Benjamin Two-Way and Three-Way Plugs, 
Cat. No. 373, gives the dealer, at a minimum out- 
lay, every advantage heretofore possible only with 
a considerable investment. 


A Profit of 
$3.73 


on a Dealer’s Cost 


$6.37 


With this assortment the dealer can concentrate on 
a single nationally advertised, universally accepted, 
unconditionally guaranteed line. He can meet every 
plural plug need of his particular community and keep 
his stock fresh and well balanced at a minimum cost. 











Each plug is well displayed on the self-contained, 
handsome blue and orange carton. This method of 
assortment and display, small stock, complete service, 
low investment, quick sale and big profit —make 
the Two-Way and Three- Way Plug an ideal piece 
of merchandise for all dealers. 


Order your initial assortment now. Your jobber will 
supply you, or send $6.37 for each assortment with 
his name, to our nearest office. 


Benjamin Electric Mfg. Co. 


120-128 S. Sangamon Street 
Chicago 
New York 
247 W. 17th Street 


San Francisco 
448 Bryant Street 


Manufactured in Canada by the Benjamin Electric Mfg. Co., of 
Canada, Ltd., Toronto, Ont. 


























Electrical Business Briefs 


YOVERNOR HAMMILL of Iowa, speaking on be- 
(5 half of the Maytag washing machine dealers, 
presented a medallion of solid gold to F. L. Maytag, 
chairman of the Board of The Maytag Co. at the sec- 
ond annual banquet, which closed the Maytag dealer 
convention at Newtown, Iowa, recently. Nearly 400 
dealers were present at the two-day convention. The 
medallion was decided upon last year and an eminent 
firm of silversmiths was engaged to prepare it. This 
medallion was to be 8 in. in diameter and the largest 
previously struck was only 514 in., so the task was a 
considerable one and the authorities at the U. 8S. Mint 
predicted that it could not be done. But it was. The 
medallion weighs 10 lb. and is made of 24 karat gold 
and cost $50,000. It is said to be the most notable 
presentation ever made to a manufacturer by the 
men interested only in the sales of his product. 





The All-American Radio Corp., 4201 Belmont Ave- 
nue, Chicago, manufacturers of radio transformers 
and radio parts have entered the field as complete re- 
ceiving set manufacturers. The company now manu- 
facturers a line of receivers ranging in price from 
$80 to $435. Five tube All-American receivers are 
furnished in compartment, a cabinet and Hi-Boy 
models. The 6 and 7 tube Rauland receivers include 
the “Sovereign,” a Spanish Renaissance type cabinet, 
the “Lorraine,” of Italian Renaissance design—both 
having built-in speaker and concealed loop and hous- 
ing a 7 tube model, and the “Forte,” which has the 
appearance of a Spanish treasure chest when closed. 
The company is also making the 6 tube Rauland Sex- 
tet and Rauland Duet. The latter is a conventional 
table model, the Sextet, of Early American design, 
with built-in All-American reproducer. The Rauland- 
Lyric Trio amplifier is incorporated in conjunction 
with the tuned radio frequency circuit used in the 
Rauland receivers. 





G. C. Barry, formerly connected with the Hart Man- 
ufacturing Co., Hartford, Conn., is now assistant to 
E. G. Hines, general sales manager of the American 
Brown Boveri Electric Corp., 165 Broadway, -New 
York. 





J. C. Kaelber, sales manager of the Wirt Company, 
5221-27 Greene Street, Philadelphia, announces the 
following appointments in their sales organization: 
J. E. Bradberry, New England and New York State 
territory (exclusive of the Metropolitan district) ; 
R. L. Gilmour, Philadelphia and Atlantic Coast terri- 
tory; A. C. Newman, Pittsburgh and Southwestern; 
H. W. Punke, Chicago and Middle West. 





C. A. Verschoor, president of the Precision Prod- 
ucts Co., 321 South Main Street, Ann Arbor, Mich., 
recently announced the purchase by that company of 
the radio manufacturing division of the Machine Spe- 
cialty Co., Ann Arbor, Mich. The latter company has 
been engaged in making Arborphone radio sets for 
the former. The personnel which previously con- 
ducted the Arborphone business, remains the same: 











Next Summer ... when the weather gets 
hot as the sands of Sahara... you can 
still stand back of COLDAK 








Then COLDAK’S 
second stage of 
compression makes 
perfect electric re- 
frigeration possible. 
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OU want to sell an electric re- 
frigerating machine that won’t \ 
quit when the temperature soars to 
ninety and above. 





Almost any machine will perform well in moderately 
warm weather. It is during the peak temperatures of in- 
tense heat waves that Coldak proves its superiority. No 
matter how hot the weather gets it keeps right on giving 
perfect electric refrigeration. For Coldak has a second 
stage of compression that carries it through the most 
prolonged heat spell, just as the second speed in an 











automobile carries a car up a long, 


steep grade. 

This second stage of compression 
is an exclusive Coldak feature. No 
other machine has it! 


Coldak has no belts, pulleys, pis- 
tons, crankshafts, reduction gears or 
reciprocating parts to need constant 
attention and tinkering. Just two 
sets of simple gears mounted on two 
shafts driven directly from the mo- 
tor, do the job. Fewer parts to go 
wrong. 

The first Coldaks made over six 
years ago are giving the same uninterrupted service as 
when first installed. No Coldak has ever been known to 
wear out! The Coldak line is complete. A cabinet model 
for every size home. And systems without the cabinet, 
ready to install in any refrigerator. The Coldak fran- 
chise offers dealers advantages that are outstanding — 
get the facts about it today. The coupon will bring them! 











COLDAK | 


CORPORATION 
Cight West Fortieth «Street, New York City 





© 1926, C. C. 

Le a 3 11-26 

= COLDAK CORPORATION, Nv : 

= §8 West 49th Street, — : 

s New York City. : 

, . , ; SEE 23 View ad eaves : 

Coldak is the most rugged electric refrig- . . 
erating machine made. Simple, too! : Please send further in- : 
Instead of a maze of intricate parts, Coldak : formation on Coldak | 5 A : 
has just two sets of gears. It has the fewest = Electric Refrigeration . 
number of parts with which perfect electric ; and your plan for dis- (SGA Seg ele yA Sa RAG aig ae Peon ; 
refrigeration can be supplied under al! : tribution. = 
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SELL 
THIS 
ELECTRICAL 
TOOL 






















Note how these 
jaws are grooved 
to grip single strip 
armored cable! 
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This Tol Performs Three Separate 
Important Functions — (1)\ Strips 
armor from cable quickly without 
injuring the wire—cannot cut hands, 
clothing or the wire. (2) Knife cuts 
/ cable, rubber covered wire, up 
to one-half inch outside’ diameter. 
(3) Pliers function like gas pliers 
with extra heavy leverage. | 
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Triangle Armored Cable 
Triangle Flat-Armored Cable 
Triangle Flegible Steel Conduit 
Triangle Flegrible Non-Metallic Conduit 
Triangie Rubber Covered Wire 
Triangle “‘Triez’’ Non-Metallic 

Sheathed Cable a 
Triangle Lead Encased Rubber Covered 
Wire 

Triangle Automobile Tubing 
Triangle Gas Tubing 









TRIANGLE CONDUIT CO., Inc. 


Factories 


BROOKLYN, N. Y. CHICAGO, ILL. 


General Offices: 


Dry Harbor Road and Cooper Avenue, Brooklyn, N. Y. 
In Canada—Canadian Triangle Conduit Co., Ltd., Toronto 






















C. A. Verschoor, president; C. H. Dunlap, vice-presi- 
dent; J. E. Royce, treasurer, M. J. McCarthy, secre- 
tary. H. J. Faulkner remains as production manager. 


The branch store of the Graybar Electric Com- 
pany, 105 West Fortieth Street, New York City, will 
move to 231-235 East Forty-second Street on Nov. 15. 
The new quarters will have 7000 sq. ft. of floor space, 
an increase of 2500 sq. ft. over the present accommo- 
dations. 


Edward H. Cheney has been appointed sales man- 
ager of the Wagner Electric Corp., St. Louis, Mo., 
succeeding Thomas T. Richards, who resigned Oct. 1. 


H. J. Edwards has been appointed general sales 
manager of the Electrical Research Laboratories, 
manufacturers of Erla Radio, Chicago. J. F. Quinn 
has been made assistant sales manager and will also 
continue as advertising manager. 


Chas. Freshman Co., Inc., reports net sales for Sep- 
tember of $1,007,575, an increase of 49 per cent as 
compared with $676,442 net sales reported for Sep- 
tember a year ago. Total sales from Jan. 1 to Sept. 30, 
1926, are 50 per cent above sales for the correspond- 
ing period of 1925. In a statement to stockholders 
President Freshman said unfilled orders on hand are 
far in excess of any volume previously on the books. 





The Heating Devices Section of the National Elec- 
tric Manufacturers’ Association, met recently at 
Mansfield, Ohio, where as a part of the entertainment 
program they visited the Westinghouse plant. The 
following attended: F. J. Cross, Robeson Rochester 
Co., Rochester, N. Y., and E. C. Heyl of the same 
company; H. A. Hyler, Edison Electric Appliance Co., 
Chicago; J. S. Kennedy, Landers, Frary & Clark Co., 
New Britain, Conn.; A. T. Fish, Lindemann & Hover- 
son Co., Milwaukee, Wis.; A. L. Smith, Walker & 
Pratt, Mfg. Co., Boston; F. E. Wolcott, The Frank E. 
Wolcott Mfg. Co., Hartford, Conn.; T. Russell, Rus- 
sell Electric Co., Chicago; Messrs. C. C. Armstrong 
and M. A. Scott, Armstrong Mfg. Co., Huntington, W. 
Va.; B. F. Knapp, Standard Gas Equipment Co., Au- 
rora, Ill.; Charles A. Pierson, Standard Electric Stove 
Co., Toledo, Ohio. The Westinghouse Company was 
represented by Frank R. Kohnstamm, manager of the 
Appliance Section. 





M. H. Aylesworth, retiring manager director of the 
National Electric Light Association, was the speaker 
at a monster rally of the electrical industry of Cleve- 
land, Ohio, Oct. 26. The rally was held under the 
direction of the Cleveland Chamber of Commerce and 
is one of four such rallies that will be held during 
the winter, each for a different industry. The idea 
is to bring home to the business men of the city the 
importance of these industries. 





F. M. Feiker, operating vice-president of the Soci- 
ety for Electrical Development, has been named elec- 
trical member of the new advisory committee formed 
(Continued on page 50) 

















Five EXTRA Quality Features 


make this 


An “Over-the-Counter” Selling Item! 


JEWEL, 


ELECTRIC VACUUM CLEANER 


org $ 4 4.7 5 
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THIS is the only cleaner under $60.00 which combines 


(1) a full 4 H.P. air-cooled motor mounted on Stewart Metal bearings which 
require oil but once in three months. 


(2) rear roller adjustment 
(3) 8-blade aluminum fan 
(4) soft-hair detachable brush 
and (5) direct-to-fan-chamber hose connection which makes attachment cleaning 
practical. 
People today are “vacuum cleaner wise”; they recognize extra value and will buy right from your floor. 
The five quality features also protect you from repair risks. There are cleaners selling for less but none 
with these 5 quality features. 
TAKE full advantage of the approaching holiday buying season by placing your order 
—now. 
Order a sample for inspection. If your jobber cannot supply you—write us direct. 


IRON CLAD 2-YEAR GUARANTEE AND 16 YEARS’ MANUFACTURING EXPERI- 
ENCE BEHIND EACH JEWEL. 


CLEMENTS MFG. CO. 


608 Fulton Street Chicago, Ill. 
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Ideas that sell 
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oft 


SPEAKERS 











SAAL Ec-centric Cone 


based on the principle 


of the melodious harp 
with its short and a 
strings, the short anc 


long sides of the Ec-cen- 
tric Cone provide vibrat- 


ing area for both high 
and low nores. No drum 
or barreltone. Price, 


$25. Junior model, $15. 
All prices slightly higher 
west of the Rockies. 





SAAL Horn No. 5 


Bell of non-warping 
Bakelite, goose neck of 
cast aluminum. Ciuaran 
teed notto blast or chat 
ter. As used by radio 
engineers in laboratory 


tests, Price, $22.50. 





SAAL Pedestal 


Has 3-foot wooden 
tone chamber. Tones 
emerge from both front 
and back, hence non-di- 
rectional. Top is level 
with ear when seate 
tuning in. Richly finished 
in American walnut. 
Price, $38. 


WORLD FAMED MAKERS OF HORNS -:- 








I The SAAL Ec- 


centric Cone is Differ- 
ent. For the first time in 
speakers the stylus is “‘off 
center.” Why? Note 
description at left. The 
SAAL is the only cone 
that gives a real reason for 
being a better speaker. 
It reproduces all tones 
equally well. 


Z% The standard 
SAAL Horn, requir- 


ing no additional power 
for quality reception, will 
give 100% satisfaction re- 
gardless of the set or 
equipment with which it 
is used. 


3 The SAAL Ped- 


estal is readily movable 
from one room to another 
and will appeal to those 
who do not care for the 
appearance of a horn but 
prefer the horn tone. 
Keeps the speaker away 
from the set and elimi- 
nates harmonics. 


Remember: you do not 
have to go outside the 
SAAL line for a speaker 
to suit every customer. 

H. G. SAAL COMPANY 
1800 Montrose Avenue 


Chicago, U.S. A. 
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Demonstration Educates Shoppers 
(Continued from page 35) 


quire very little space—which means considerable in 
the modern household. 

In this store, two demonstrators are used outside of 
the electrical department to show the great labor sav- 
ing ironing machines bring about. Today, according 
to the buyer, 75 per cent of washable garments can be 
pressed most satisfactorily on the new type of ironers. 
An ironing that would ordinarily require two days is 
completed in less than six hours. 

It is said that this outside-the-loop store sells more 
high priced electrical appliances than any other store 
in the city, and this has all been built up within the last 
six years. 

Whenever a special sale of washers is held, the an- 
nouncement is made through the daily press, and it is 
made a day of electrical demonstrations all through 
the house. Thus women see the article advertised in 
operation and it is explained to them. This plan has, of 
course, greatly increased the sales. Another reason 
is that the salesmen are to some extent service men, 
and aid in the setting up and give personal instruction 
in the use of any of these appliances. 

The electrical goods sales are especially responsive to 
advertising. Three years ago it was the policy to run 
two electrical appliance advertisements a week. Re- 
cently such advertisements have been almost a daily 
feature. 

While the store does not do any wiring of homes, 
as a general thing, such orders are accepted and a 
licensed man sent to do the work, which must, of course, 
receive the regular city inspection. This same plan is 
followed in various departments where a regular trained 
mechanician is required for the work. 

Demonstrations, combined with experienced sales- 
men, and standard merchandise, recognized for its 
merits, have built up this excellent business. 


Electrical Business Briefs 
(Continued from page 48) 


by Secretary of Commerce Hoover to establish closer 
contact between industry and the department. 


Hoover Week, the annual mid-winter display com- 
petition, will be held Dec. 4 to 11 this year. All 
Hoover dealers are entitled to enter window display 
photographs for this competition. The prizes range 
from $100 to $25. 





P. A. Geier Co. of Cleveland, manufacturers of the 
Royal electric cleaner, announce the publication of 
“The Thorough Plan,” which they believe will be a 
considerable contribution to electric appliance mer- 
chandising. Considerable special investigation was 
made of successful stores for material for this book- 
let, which tells of departmental organization problems 
and their solution. The material is not confined to 
cleaner sales but to allied merchandise. Dealers may 
obtain a copy by writing to the company at 540 East 
105th Street, Cleveland. 















Why experiment with untried washers having only 
one washing principle? 


The Eden has proved itself for over 16 years, demonstrating that its 
washing action, which embodies all the present types, is SAFE, SURE, 
DEPENDABLE, and as FAST as is necessary. 


Reasons Why You Should Handle 
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Portable and retails for 


> 495° 


Capacity—6 men’s shirts, or 
equivalent. The only small 
electric portable washer on 
the market, eliminating 
cempetition. 
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Electric Clothes Washer 


1927 De Luxe Model 


—dat a lower price! 


The tub is of highly polished nickel; 
mirror finish inside, gray lacquer out- 
side. 


The cylinder is of the same metal as 
the tub, with new button perforations; 
unnecessary to remove to clean. 


The new finish is a permanent gray 
lacquer instead of enamel. 


The retail price is lower. 


The margin of profit for the dealer is 
greater. 


With The Edenette, the new portable 
electric washer, it makes possible for 
the first time a washer for every family, 
large or small, for every home where 
electric washers can be used. 


Are you open to conviction that 
there is big money in washing 
machines? If so, ask for our 
1927 plan. 


Eden Washer Corp. 
229 West 34th Street 
NEW YORK 


BRANCHES: 


Chicago Cleveland Indianapolis 


~~ Ft ‘arVv Va. 
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LAST CALL 


for Dinner! 


This is the biggest year 
we have ever had—a top 
notcher on top of our sev- 
eral preceding years of 
success. 


Even yet you can catch 
the band wagon if you 
hustle, and get in on the 
big Christmas demand 
for Day-Fan Radios. 


“The only thing in 
Radio,” one dealer calls 
it. “The use by the big 
broadcasting stations has 
done the trick,” says an- 
other. “Your big national 
advertising campaign 
sure sends ’em in,” wires 
another. 


Well, why shouldn't 
you carry the radio they 
want, the radio that leads 


the procession on tone 
quality and ease of opera- 
tion—the radio that pays 
you good profits and goes 
out of your store as fast 
as you get it in? 


Look at the low prices 
—from $89.00 up. Look 
at the model range—five, 
six and seven tube, table 
and console, with and 
without loud speaker. 
The more particular your 
customer is, the quicker 
he will see what Day-Fan 
can give him beyond any 
other receiver made. 


Shoot in the coupon 
quick, unless you're find- 
ing this your biggest 
radio year. We are. So 
can you. 


DAY-FAN ELECTRIC COMPANY 


Dept. E. G. 


Dayton, Ohio 


The Radio used by Great Broadcasting Stations 


X\V- 


RADIO RECEIVERS 





Daycraft 
seven tube 

with self 
contained 
speaker and 
organ pipe 
tone chamber. 
Made also in 
five and six 

tube. 





Day-Fan Electric Co., Dayton, Ohio. 


E. G. Nov. 


You may send me information regarding 
Day-Fan Radio and address of nearest 


dealer. 





Electric Service Companies 


and Radio Interference 


OME radio users are quick to complain that poor 

S reception on their receivers is due to defects in 

the electric service company’s wires or equipment. 

They register this complaint with the service company 
and expect immediate correction. 

A. 8S. Glasgow, assistant superintendent of electric 
distribution for the San Diego Consolidated Gas & Elec- 
tric Co. of San Diego, Cal., has written an interesting 
report on his experiences over the period of radio de- 
velopment. He has one assistant who gives all of his 
time to this work. 

Every complaint is investigated, writes Mr. Glas- 
gow, and experience has taught him that the first in- 
vestigation should be of the receiving set and its equip- 
ment. Usually the solution is found “in faulty connec- 
tion of antenna or ground wire, in a few cases defective 
or exhausted B batteries and in other instances loose 
contacts at entrance switches or in main or branch 
blocks on the house lighting circuit.” 

“Rectifiers of the vibrating type,” continues the state- 
ment, “violent ray machines, automatic electric vulcan- 
izers, bed warming pads of the thermostatic type, or 
almost any device wherein the current is interrupted 
at intervals were found to be the causes of interference.” 

The correction of cases of this sort lowered the com- 
plaints materially, but there still remained some that 
were difficult to solve. After his several years of ex- 
perience, Mr. Glasgow regards as especially unfortunate 
the expression “leaky transformer” so generally used 
by radio users. He says that he has found no such 
thing in relation to radio. 

Four sources of radio annoyance have been found and 
corrected. He cites these as follows: 

Case 1: A static spark from line conductor to a piece 
of metal sufficiently close thereto. 

In this case the search carried the investigators to 
a line switch on a 11 kv. circuit which was not quite 
closed. The switch was 15 miles from the receiving 
set. 

Case 2: Static discharges between various pieces of 
hardware which support some line device. 

In correcting one case the iron supports were con- 
nected with a copper wire and the wire grounded. 

Case 3: Loose connections on lines or line devices. 

Not frequently found and generally caused by a 
burned lamp base on a street lighting circuit. 

Case 4: A burned out street lamp on a series circuit. 

This fault also bothered the telephone operation. 

These cases are cited so that radio dealers will not 
be among those who complain too quickly against the 
electric service company. If the service company in 
your community is not investigating such complaints 
freely, such work will probably be undertaken if the 
‘dealers and others present the case to the company. 
It can be pointed out to the company that discontent 


among radio users will make for extensive breakdown 





of good will. 

















ATWATER KENT 


RADIO 


It’s easier to sell a 








man something he asks 
for than to talk him 
into buying something 
he never heard of 





A musician can do him- 
self justice only with a 
good instrument. Just so 
a radio receiver requires 
a good speaker. Atwater 
Kent Radio Speakers 
re-create natural tone. 
Model H illustrated. 


This is the Model 35 Receiv- 
ing Set, including battery cable, 
with only ONE Dial to turn. 


A. 
. 


+ 
74 


Atwater Kent Mere. Co. « 4. Atwater Kent, President + 4736 WissaHickon Ave., PHILADELPHIA, PA. 
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AMPLION CONE AMPLION DRAGON 

A time-perfected development This famous model is used as 
fully worthy of the Amplion Standard by manufacturers 
name. M «hog- wherever 
any cabinet. broadcasting 
14% x14" x9", exists 


ACI2... ..830 AKI9.. a 


AMPLION 
PATRICIAN 
Aseembleare- 
markrble 48" 
richi — a oon in 

chly carved ma an 
cabinet. 18" 12".9". r 

a. $45 


Amplion quality 
is profit insurance 


| gpa Amplion unit represents a 
genuine and exceptional “Value 
for Money” proposition. 

Amplion has a background of 40 
years reputation for guaranteed, high- 
grade products sold at fair prices. 
Every Amplion unit justifies and 
maintains this reputation. 

The Amplion 1927 Line is being 
NATIONALLY ADVERTISED 
throughout the year—strictly for the 
benefit of the Trade. 


Amplion quality—Amplion profit- 
making possibilities—and nothing else 
—are responsible for theoverwhelming 
approval given by the Trade to our new 
models. Our plantsin New York and 
in Muskegon are operating to full 
capacity! 
Write for name of Jobber in your territory 


THE AMPLION CORPORATION 
OF AMERICA 


Suite F 1, 280 Madison Avenue, New York City 
The Amplion Corporation of Canada Ltd., Toronto 
DRAGON MODELS 









































ARI9 Amplion Dragon ; : . ‘ List $42.56 

AR114 Amplion — de Luxe , . List $27.50 

ARI11 Amplion Junior ; ; : ‘ List $24.00 

ARI102 Amplion Dragonfly . ; ; : List $12.90 
Phonographic Attachments 

AR35 Amplion Concert Grand .  . List $20.00 

AR67 Amplion Standard Unit . . ; List $12.00 
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Proper Radio Service 


T has been the privilege of the editors of ELEc- 
| TRICAL GOODS to read recently something about 400 

communications from dealers who are selling 
radio. In each of these communications the servicing 
of sets sold is mentioned. 

It is one of the disappointments of this reading, that 
we are unable to tell other merchants just what is the 
right idea of service. The answers covered a wide 
range of time. Some of these merchants give no ser- 
vice after installation. All of the obligation these 
firms assume is to see that the set operates satisfac- 
torily once. All subsequent calls are charged for. 
Usually there is a flat rate per call, perhaps $1 within 
the ordinary trading district and $2 in the country. 

If there is a favorite period for servicing it is prob- 
ably three months. It is quite difficult to score these 
replies as so many say “three or four months, till the 
owner is satisfied,” or “until the owner understands.” 

In some of these discussions there enters the idea 
that an effort is made to control service by free visits 
to teach the owners the proper methods of operation 
and then to charge for anything that is not due to a 
factory defect. 

Powell Crosley, Jr., in a recent article in which he 
discussed service, brings out the point that while 
radio is new, the merchant who wishes to establish 
himself can well afford to extend his service privi- 
leges somewhat for the effect it will have. 

This is a good point and should be weighed care- 
fully by those merchants who are looking to estab- 
lish themselves in this business. Retailing radio is 
going to continue for a long time and the merchant 
who now establishes himself will find himself well 
repaid later, when newcomers into the field will find 
it necessary to advertise quite heavily to get them- 
selves before the public. 

Accompanying these letters were a number from 
merchants who are not selling radio. In the main 
these letters said: “The manufacturers have spoiled 
the radio business by letting every Tom, Dick and 
Harry sell and by dumping a lot of stuff on the mar- 
ket without regard to price.” 

Perhaps this indictment is true. There are towns 
where the garage, auto electrical shop, barber shop, 
candy store, news stand are all selling radio, and 
there may be a dozen or more house-to-house canvassers. 

This phase of the business is not without its good 
points. It is quite impossible for these dealers to give 
service and most of them would not give it if they 
could. Without service they will soon pass out of the 
picture, and the regular merchant who wishes to get 
a foothold in the market cannot find a cheaper method 
of establishing himself than by selling a few sets and 
servicing them well. The contrast of methods will 
establish the good merchant. The manufacturers 
whose products these dealers sell will go on with the 
dealer. 

Service, of course, seems costly in itself, but when 
it absorbs the cost of an advertising campaign it is 
not so costly. Many a fine automobile business hag 
been built on a liberal service policy. 
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Last quarter—eight minutes to 
play—score tied—your favor- 
ite has the ball on opponent’s 
twenty yard line—-first down 
—ten yards to go—looks like 
a touchdown— 








Broadcasting coming in fine 
—play by play—and then-— 
it fades away. Tubes are not 
lii—“A” Battery 1s out—run 
down. 


This cannot happen to those 


who use the 


& PR TTOMATIS 
A 
D CHARGER 








This device keeps the “A” Battery 
fully charged at all times 





An absolute necessity—fool proof and de- 
pendable in every respect. Equipped with a 
Tungar Rectifying Tube which supplies a 


No attention required. 


“B” Eliminator 


Connection. a ae 
nes steady charging current to the “A” Battery 
No liquids used. when the set is not in use. When the radio is 
Small and Compact. in operation the charger is disconnected by 








means of an automatic relay. 





Sold to Authorized Freshman Dealers Only. 


CHAS. FRESHMAN Co. INC. 


Freshman Bldg., NEW YORK 
2626 W. Washington Blvd., CHICAGO 
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“Cimberlake” 
Electric Bolly Wreath 


A Christmas decora- 
tion for the home, and 
also for store decora- 
tion which will be a 
knockout, this coming 
Christmas. Has a 
tremendous resale 
possibility to the best 
class of trade, as 
these wreaths can be 
used as a window dec- 
oration, or as a table 
decoration in 
the home. 

The wreath 
closely resem- 
bles real holly 
but will last from year to 
year, being made from 
imported glazed muslin 
leaves, with red berries. Elec- 
tric set has eight red mazda 
bulbs, 844 foot extension cord 
and connection plug, three 
n satin ribbon tied in large 

Ww, 


















Write us at once for information 
if interested. As trimmings are 
imported we must know well in 
advance to insure having these 
trimmings on hand for your needs. 


Patent Applied For 


We also sell this special electric set and ring, completely wired, 
but without trimmings, if your customers wish to trim with their 
own materials. Ask for circular on Electric Wreaths. 


J. B. TIMBERLAKE & SONS, INC. 


JACKSON, MICHIGAN 























Tripie Duty 


Cat. 
B-4—75e. 


\ 


Gripall Switch 
she Cat. No. 
-1—9 Ae. 


/| 


~y ~ Ne Sos. 


— No. 





¥. courenn 
\ 
oe 


tl Beaver product has at 
least one exclusive selling point. 
This fact is known to dealers 
everywhere. In addition, all of 
the Beaver Packaged Line is at- 
tractively cartoned ffor self 
counter selling. 

You can’t beat this combination 
—the name BEAVER 
behind its exclusive, 
self-selling products. 
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Armored Gripall 
Heater Plug. Cat. 
No. F-6—6 0c. 


® 





CURRENT 
TAP. 


Allows 
light to 
hang 
straight 
down. 
Two out- 
lets for 
feeding 
appliances. 
Cat. B-6. 

List Price 90c. 





Double Duty 
——. Cat. No. 
-5—5 0c. 











- DEPT. EG - 
M&T COMPANY, INC 
62S NO. 3RD STREET, 

NEWARK,N.J 


BEAVER 
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Early Start Brings Christmas Trade 
(Continued from page 21) 
BUY YOUR CHRISTMAS GIFTS AT REYNOLDS 


This kind of advertising surely proved effective as 
many people in a day were attracted by their message. 

As a follow-up of the store’s Christmas dress and 
advertising the Reynolds personnel becomes more alert 
than ever to serve—better service all the year—but 
even more at Christmas is their policy. Sincerity, 
courtesy and satisfaction have a deeper meaning at 
this time of the year. Such cooperation on the parts 
of the employees help to make the concern what it is, 
Vermont’s leading Christmas store. 

This firm has succeeded remarkably in placing elec- 
trical devices in the gift class. Such items as waffle 
irons, toasters, percolators, floor and bridge lamps, 
vacuum cleaners, flatirons, grills, heaters, stoves, 
cookers, heating pads and others are proving to be 
utility gifts that are appreciated. The cause is helped 
along by providing Christmas boxes, tinsel and a Christ- 
mas tag which is given the customer with every 
purchase. 

In an effort, which is successful, to create early 
sales, they offer to hold any item until Christmas with 
the payment of a small deposit. This seems to be a 
service much appreciated. 

Whenever desired all items are delivered to the 
customer anywhere in the city and the shipping de- 
partment will wrap and pack and look after shipment 
by mail or express. All appliances are put in Christ- 
mas boxes or wrapped in holly paper and seasonable 
labels are used. No charge is made for this service 
and extensive use is made of it. 

During the week before Christmas Santa Claus ap- 
pears in person to meet and delight the hearts of the 
children who frequent the toy department. The firm 
handles such electrical toys as trains, motors, and 
construction outfits. St. Nicholas even delivers some 
of the gifts purchased. 

In these and other ways this concern conducts a 
vigorous Electrical Appliance Christmas Campaign 
with very profitable results. The fundamental prin- 
ciples of their efforts are adaptable to the needs and 
uses of other dry goods or department stores in the 
same class or larger. 





Christmas Plan for Selling Appliances 
(Continued from page 23) 


I am going to set a sales bogey. A prize to the one 
making most sales, and a theater party for the bunch 
if the department rolls up the sales volume expected. 
I’ll have to do this out of my own pocket, but no doubt 
the old man will come through if we make the grade. 
Now what do you think of it?” she looked around at 
them inquiringly. 

Mr. Hope had a broad grin of approval on his face. 
Joe looked like a man seeing the fakir’s rope trick for 
the first time, and Ben was chuckling delightedly. 
Sally read her answer in their faces. 

The last reports received from Sally’s department 
were that everybody was working with a will and the 
sales were piling up proportionately. 











Insuring the stability and the constant 


improvement of Neutrodyne 


What the Hazeltine Corporation is doing to protect your business and 
to maintain Neutrodyne’s leadership in the field of radio receivers 


THE Hazeltine Corporation is today one of the most 
active forces in radio. Instituted originally to take 
over the patents of Professor L. A. Hazeltine, it has 
become one of the strongest, most progressively 
constructive agencies in the entire radio industry. 


Maintains an extensive engineering laboratory 


The Hazeltine Corporation, in co-operation with its 
licensee, the Independent Radio Manufacturers, 
Incorporated, and the fourteen companies who alone 
are permitted to manufacture Neutrodyne apparatus, 
maintains an engineering laboratory for the sole 
purpose of improving the Neutrodyne receiver. 


These co-operating engineers, designers and in- 


ventors have already accomplished some remarkable 
results. 

For example, they developed the first shielded 
Neutrodyne receiver. For over a year and a half, 
they worked upon this feature, finally turning it over 
to the fourteen licensees to be applied to the manu- 
facture of commercial Neutrodyne sets. 

It is noteworthy that this “shielding” principle for 
the first time permits the efficient use of more than 
two stages of radio amplification, and also that only 
because of the peculiar design of the Neutrodyne re- 
ceiver has anything like full efficiency been possible 
in a shielded receiver without sacrifice of stability. 

Another example of the work of this laboratory is 
to be found in the development of the audio fre- 
quency amplifiers. Because of certain improve- 
ments, the reproduction of true and natural tone 
quality is now better than ever before. These im- 
provements are of course for the exclusive use of 
the licensed Neutrodyne manufacturers. 


World-wide patent protection 


Not only have the Neutrodyne inventions been pro- 
tected in all foreign countries, but through the close 
watch that is kept on foreign inventions, valuable 
rights have been secured from 


Hazeltine Corporation are the ones enjoyed by the 
distributors and retailers of Neutrodyne apparatus. 


Neutrodyne distributors and dealers benefit most 


When they handle Neutrodyne receivers, they are 
first of all absolutely certain that they are selling 
radio apparatus that is protected by valid patents. 
They are also certain that along with Neutrodyne 
comes a real guarantee that the responsibility for 
the prosecution of litigation, if any, will be assumed, 
as to Neutrodyne receivers, by the Hazeltine Cor- 
poration and by the Independent Radio Manufac- 
turers, Incorporated. 


In addition they know that Neutrodyne receivers 


‘not only hold a position of leadership today in 


public esteem, but that they will continue to lead— 
they know that Neutrodyne will always be in ad- 
vance of the best developments in radio. 


Why such leadership and protection are assured 


The continued activities of the Hazeltine Corpora- 
tion in the fields of patent and engineering research 
are made absolutely certain through a financial 
arrangement by which the Hazeltine Corporation 
receives from the fourteen licensed Neutrodyne 
manufacturers a royalty of 5% of the manufac- 
turer’s net wholesale price. A certain definite 
proportion of this revenue will always be used for 
the protection of Neutrodyne interests and the im- 
provement of Neutrodyne apparatus. 


Play safe with Neutrodyne 


This 5% royalty is not a tax upon Neutrodyne 
receivers, but a form of insurance, with the distrib- 
utors, dealers and users of Neutrodynes the chief 
beneficiaries. It comes direct from the licensed 

manufacturer, and not from the trade. 
It is used to stabilize the Neutrodyne receiver as 
an article of merchandise in which any distributor 
can safely invest his money and 





inventors abroad. 


Hazeltine vision is world- 
wide, and today the Neutrodyne 
is an internationally famous 
receiver. Its manufacturers, 
distributors, dealers and users 
are fully protected in prac- 
tically all countries. 


The greatest benefits which re- 
sult from these activities of the 


Look for this trade-mark 
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LICENSED BY 
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It is your protection against patent infringement 


liability 


his reputation. 


And it is used to keep the 
Neutrodyne receiver among the 
leaders in this ever-improving 
industry. 


Play safe with Neutrodyne. 
It is backed up, not by mere 
promises, not by uncertainty, 
but by bed-rock principles of 
honest dealing. 


The following fourteen manufacturers are the only ones licensed to manufacture Neutrodyne receivers 
and the protective policies outlined above apply only to the Neutrodyne receivers made by them: 


THE AMRAD CORPORATION 
Medford Hillside, Mass. 
F. A. D. ANDREA, Inc. 
New York City 


CARLOYD ELECTRIC & RADIO COMPANY 


Newark, N 


EAGLE RADIO COMPANY 


Newark, N. J. 


FREED-EISEMANN RADIO CORPORATION 


Brooklyn, N. Y 


HAZELTINE CORPORATION 


(Sole owner of “‘Neutrodyne” patents and trade-marks) 
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GAROD CORPORATION 
Belleville, N. J. 
GILFILLAN RADIO CORPORATION 
Los Angeles, Cal. 

HOWARD RADIO COMPANY, Inc. 
Chicago, Ill. 
KING-HINNERS RADIO COMPANY, Inc. 
Buffalo, we 
a MURDOCK CoO. 
helsea, Mass. 


INDEPENDENT RADIO MANUFACTURERS, INCORPORATED 


STROMBERG-CARLSON TELEPHONE 


MANUFACTURING COMPANY 
Rochester, N. Y. 


R. E. THOMPSON MANUFACTURING CO. 


Jersey City, N. J. 
WARE RADIO CORPORATION 
New York City 


THE WORK-RITE MANUFACTURING CO. 


Cleveland, Ohio 


(Exclusive licensee of Hazeltine Corporation) 
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Electrical Department Activities 


AUL 8. CLAPP, recently 
Prrvecia assistant to Sec- 
retary of Commerce 
Hoover in engineering econom- 
ic and commercial problems 
in the United States, has been 
selected managing director of 
the National Electric Light 
Association to succeed M. H. 
Aylesworth, who resigned re- 
cently to become president of 
the National Broadcasting Co. 
Mr. Clapp was graduated 
from lowa State College in 
1913 as a bachelor of science 
of electrical engineering and 
in 1923 was awarded the de- 
gree of professional electrical engineer by the same 
school in 1923. On leaving college Mr: Clapp was em- 
ployed for a time in the factory of the Western Elec- 
tric Co. and later joined the engineering depart- 
ment of the same company. He was one of the 
engineers whose work resulted in the first telephone 
conversation across the United States in 1917. After 
a few months as assistant purchasing agent for the 
Allied Machinery Co., he enlisted in the Signal Corps. 
The armistice found him as a captain in charge of a 
battery factory in France. 
After service with the Peace Commission in Paris 





Paul S. Clapp 


Prominent Display 
Increases 


the Sales of 
the Day 


Many a merchant has 
dated increased sales 
from the day he doubled 
or trebled his counter 
and table displays. ¢ 


Ten Regulators are mounted on a 
handsome counter card requiring only 6 x 12 
inches of space. When one card is empty, 
simply set up another already filled. No 
trouble at all (Standard packages, 50 or 100.) 


For halls, bedrooms, bathrooms, 
nurseries, etc., Anylite Regula- 
tors are a great convenience 
besides savers of electricity. 


Other Anylite Products 


Plural Plugs, Wall Outlet Plugs, 
Portable Switches, all packed in 
attractive display containers. 
King Cole Radio Recei 
Aerial Wire and Magnet \ ire. 


Write for full particulars. 
Anylite Electric 
Com 


ON EE A 8 ee, 


as Christmas gifts. 





he joined the Relief Administration work in Europe 
and remained abroad in this work until 1923, when he 
returned and joined Secretary Hoover’s staff. 





DEFINITE drive to relieve the summer sales 
A slump in the sale of radio receivers has been 
opened by the Radio Manufacturers’ Association. 
The first step is the announcement of a Radio 
Trade Show at the Stevens Hotel in Chicago the week 
of June 13, 1927, at which the new models of receiv- 
ers and accessories will be shown to jobbers and 
dealers. The show will not be open to the public. 

The movement was initiated during the Chicago 
Radio Show and much space has been engaged. The 
idea is that the new models for the 1927-28 selling 
season will then be made available and the dealer 
who has cleaned up on his winter stock can then 
place his order for the coming season and use the 
new merchandise to help trade during the months 
when usually both he and his customers are afraid to 
buy because of the impending improvements in the 
fall models. This early showing of the line and early 
orders will aid the manufacturer in his problems. 

B. W. Ruarck, executive secretary of the R. M. A., 
last week spoke before the Electrical Supply Jobbers 
at Atlantic City and asked for cooperation in this 
movement. He also asked that a committee be ap- 
pointed to join a committee representing the manufac- 
turers in an effort to improve broadcasting conditions 
during the summer months, as the sale of receivers 
and accessories rests entirely upon the quality of 
broadcasting. This committee would also work for 
Federal legislation that will improve the present rather 
unsatisfactory wave length conditions and also seek to 
equalize broadcasting to all sections of the country. 





NHE Society for Electrical Development announces 
the following dealer helps available to dealers 
for the Christmas trade. These helps are sold at less 


than cost. 
1. Combination of window display panel and five cutout figures 


from a design by Tony Sarg. 
2. An attractive window strip which can be used as a frieze 


around display windows or store interiors. 
3. Seven counter cards suggesting various electrical appliances 


4. Electric Home Game. An educational good will souvenir 
which can be used in many ways. 
5. A Santa Claus price tag, attractive in its holiday colors, to 


be used for pricing electrical goods. 

6. Four interesting feature stories to be run in the electrical 
news columns of local newspapers. 

7. A Special Christmas radio talk entitled “Gift-Giving—a 


Lesson in Happiness.’”’ 
8. Christmas booket to be given away over the counter or sent 


to prospects by mail. 
Holly wreaths in two sizes printed on both sides in two colors 


svitable to be hung in display windows or in the interior of the 
store. 


A circular embodying a complete description of all 
of the items referred to above together with prices, in- 
structions regarding shipping, etc., has been pre- 
pared. For a copy of this Christmas materia] descrip- 
tive folder and order blank, write to The Society for 
Electrical Development, Inc., 522 Fifth Avenue, New 
York, N. Y. 

A planbook dealing with possibilities of increasing 
the sale of electrical goods during the holiday shop- 
ping season has also been prepared for society mem- 
bers and electrical leagues. 
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The New Balkite Charger 


MODEL J. Has a low trickle charge 
rate and a high rate for rapid charging 
and heavy duty use. Can thus be used 
either as a trickle or as a high rate 
charger and combines their advan- 
tages. Noiseless. Large water capacity. 
Visible electrolyte level. Rates: with 
6-volt battery, 2.5 and .5 amperes; 
with 4-volt battery, .8 and .2 amperes. 
Special model for 25-40 cycles. Price 
$19 50. West of Rockies $20. (In 
Cancda $27.50.) 





Balkite Trickle Charger 


MODEL K. With 6-volt “A” batteries 
can be left on continuous or trickle 
charge thus automatically keeping the 
battery at full power. Converts the’ A”’ 
battery into a light socket “A” power 
supply. With 4-volt batteries can be 
used as an intermittent charger. Or as 
a trickle charger if a resistance is added. 
Charging rate about .5 ampere. Over 
200,000 in use. Price $10. West of 
Rockies $10.50. (In Canada $15.) 





A New Balkite “B” at $27.50 


Balkite “‘B” eliminates “‘B” batteries 
and supplies “B’’ current fromthe light 
socket. Noiseless. Permanent. Em- 
ploys no tubes and requires no replace- 
ments. Three new models. The new 
popular priced Balkite “B’’-W at 
$27.50 for sets of 5 tubes or less re- 

uiring 67 to 90 volts. Balkite “B’’-X, 
or sets of 8 tubes or less; capacity 
30 milliamperes at 135 volts—$42. 
Balkite “B’’-Y, forany radio set; rg 
ity 40 milliamperes at 150 volts—3$69. 
(In Canada “B”-W $39; “B”-X $59.50; 
“B”-Y $96.) 





Balkite Combination 


Supplies automatic power to both“ A” 
and “B” circuits. Controlled by the 
filament switch on the set. Entirely 
automatic in operation. Can be put 
either near the set or in a remote lo- 
cation. Will serve any set now using 
either 4 or 6-voit “‘A”’ batteries and re- 
guiring not more than 30 milliamperes 
at 135 volts of “B” current—practically 
all sets of up to 8 tubes. Price $59.50. 
(In Canada $83.) 

All Balkite Radio Power Units operate 


from 110-120 volts AC current with: 


models for both 60 and 50 cycles. The 
new Balkite Charger is also made in a 
special model for 25-40 cycles. 








No Balkite 


product has ever 
failed to be a 
best seller 


The public is through with experiments, even in radio. It is 
turning as never before to standard nationally advertised lines 
which have proved themselves. 

In the radio power field the standard line is Balkite. For 
no Balkite product has ever been offered to the public which 
has not been an outstanding success. No Balkite product has 
ever been put on the market which has not resulted in enor- 
mous volume and steady profit for both the radio dealer and 
jobber. The faith of the public in Balkite reliability and the 
Balkite trade mark is one of the finest tributes ever paid a 
manufacturer. 

Balkite dominates the radio power field as never before. The 
Balkite Trickle Charger is easily the most popular charger on 
the market. Balkite“B” stands alone ina field only too crowded 
with experiments, as the “B” that has stood the test of time. 
The new Balkite Charger with both trickle and high charging 
rates, and the new Balkite Combination supplying all radio 
power automatically from the light socket, are selling faster 
than any new items ever introduced by Balkite. Balkite is 
backed by Balkite broadcasting and by one of the most power- 
ful advertising campaigns in radio. These factors make Balkite 
one of the three or four best selling lines in radio today. 

This is the greatest of all seasons for radio power devices. 
Make sure you get the maximum profit out of it by selling a 
line you know will stay sold,on which you know your profit 
will be clean. Turn it into the maximum profit by pushing Balkite. 





FANSTEEL PRODUCTS COMPANY, Inc. 
North Chicago, Illinois 


FAN STEEL 


Balkite 


Radio Power Units 
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This little 

circuit 1-tube set 
has made long dis- 
tance records. 
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The 4-29 in port- 
able form. 
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Five tubes, tuned 
radio frequency. 
Two stages non- 
oscillating radio 
frequency ampli- 
fieation, Crescen- 
don, two stages 
audio f 


amplification. 
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6 tubes, 1-dial con- 
trol acuminators, 
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powert adapt- 
ability. 
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6 tubes. True-cas- 
cade amplifica- 
tion; non-oscillat- 
ing and non-radi- 
ating. 











THE 
“$75” 


CON. 
SOLE 


"75 





In a@ mahogany 
console. 6-tube 
6-50 receiver, 
Crosley Musicone 
apeaker, ~~ 
compartment 
batteries. 





“RPL 


sous 
‘90 














ble drum sta- 
tion selector 
Musicone an 
room for ba’ 














~~ 
Coney 
at © ad 
"148 
“3° 
Super a e 
ne, 
=, M usicone 
beautifui Musi- 


console 


for batteries 
accessories, as 
below. 

















rat Gr 
co 


































THE CROSLEY RADIO CORPORATION, -CINCINNATI—POWEL CROSLEY, Jr.; 
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e Jy Stube 5-38 








with the 


‘(CRESCENDON 


which builds great volume 
on distant stations 


Sit down before any ordinary 5-tube tuned radio frequency 
set and turn the dials. Some stations will come in clear and 
loud. Others you wiil hear but faintly and the manner in 
which they slip away is exasperating. 


Then try a Crosley 5-38. From a far-away station come 
the faint strains of an almost forgotten melody. How 
keenly you want to hear it! You turn the Crescendon 
and, with a rush of swelling tone, the music suddenly 
reaches a volume and clarity as though it were broadcast 
from a station but a few miles away! 


Such is the function of the Crescendon—an exclusive 
Crosley device—a feature of this 5-tube tuned radio 
frequency set, known as the Crosley 5-38. 


In external appearance, too, the set will delight you. The 
beauty of its two-tone mahogany cabinet is enhanced by 
art metal trimmings which harmonize in color and design. 
The dials are recessed behind windows and vernier-con- 
trolled condensers make tuning easy and accurate. 


Like all Crosley radio sets, the famous 5-38 is available 
at extremely low cost—the result of Crosley mass produc- 
tion which has established the world’s greatest radio values. 


President 








For Catalogue 
Crosley manvfactures radio receiving sets, which are licensed under Armstrong U. 8. Patent No. 1,113,149 or under patent pe Ay mew 
oF eney Laboratories, Ine.. other tenta issued and pending. Owning and operating station v4 
asubetantial THE SINGLE-DIAL USE OF POWER 
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of the cirevit, in- Cr and entirely m sion for best radio IN CABINETS 
creases selectivity and drum control ordin single dial at moderate 
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Super-Illuminator 
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The Fastest Selling Illuminator 
in the Commercial Field! 
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GuthLite is an outstanding improvement in commercial 
illumination. A real money-maker. 


Wonderful new features. Totally enclosed. Adjustable 
reflector controls the direction of light vertically and 
horizontally. 


Shadowless ceiling illumination. Extremely wide light 
distribution. More light where most needed! Low 
brightness at the source. Light that is diffused and con- 
trolled! Adjustable to any kind of ceiling. 





Plain and ornamental types. Packed in individual car- 
tons, ready to install. Attractively priced. Write for 
GuthLite Exclusive Sales Proposition, special distrib- 
utors’ terms, and literature. 
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Prices and Sizes: 
Plain Ref. Plain Ref. Orn. Band Orn. Band 
Plain Glass Dec.Glass Dec.Glass Plain Glass 

Dia. — “ta. Pein gag eh aye "ae Price 

Watts Skt. Ref. No. No. 
75to 150 Med. 124%’ esee x 4” B2820 $5: 90 p2s23 $6. 45 p2026 $6.10 10 2529 $7. rt 
200 Med. 17” 11%"x5”" B2821 8.35 B2824 8.90 B2827 11.10 B2830 10.55 
300 to 500 Mog. 21° 144%"°x 6" B2822 11.65 B2825 12.80 B2828 15.60 B2831 14.45 


She Fi pwin FEF. Guim COMPANY 


DESIGNERS - ENGINEERS - MANUFACTURERS 


Lighting Equipment 
Str. Lours, U.S.A. 
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Radiola 28, with Radio- _ pie 
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Radiola's 20, <a Radio- ae | 4 3 
trons, list price, $115 RA | + Radiola 30, complete, ™ \ 
Mees 5 list price, $575 
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